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Every Bull Dog Safety Type 
Switch has quick make, quick 


break, interlocks, Type A 
construction and bears Un- 
derwriter’s Classification “‘A.”’ 
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BuLLDoaG SAFETY SWITCHES 




















The size of the ““BULL DOG” Safety Switch cabinet 
was adopted after it was proved to be the best size for 
rapid installing. 

We called in journeymen electricians and had them 
wire up the same switch in several sizes of boxes. The 
test was held under actual working conditions and 
“time studies’’ were made of each operation. The size 
of cabinet adopted for ““-BULL DOG” Safety Switches 
was that which required the least time for the contract- 
or to install. 

Back of the “BULL DOG" Safety Switch are over 
20 years of experience in the manufacture of depend- 
able electrical equipment and over six years spent in 
safety switch development. The ideas and suggestions 
of electrical engineers and contractors are incorporated 
in the “BULL DOG” Safety Switch. 

The “BULL DOG” Safety Switch policy gives you 
every possible assurance that you will not be undersold. 
For your profits and your customers’ satisfaction install 


the “BULL DOG” Safety Switch. 


Bulletins and catalogues on request. 
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. Prices comparative. 


. Strong, rugged con- 


struction. 


Interlocks. 


4. Positive quick make 


. Reversible 


and break, 


Many well 
knockouts, 


placed 


- Removable and _in- 


terchangeable end 
plates. 


Roomy cabinet, fine 
appearance. 


Operation does not 
depend on screws or 
springs. All parts 
are keyed together. 


blades— 
unit blade _ construc- 
tion. 


. Type “A” © switch 
parts and Underwrit- 
ers Classification 
a 
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Lamp-Type ‘Intertalk’ Telephone Switchboard System 





RECOMMENDED FOR 


Banks, Commercial Institutions, Schools, Hospitals, 
Factories and High-class Apartment Houses where 
service is desired between Switchboard and Sub or 


Outlying Stations. 
Pattern No. 1172 Pattern No. 2530 
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Pattern No. 385 


Pattern No. 287 





Pattern No. 190 


Table Type Lamp Signal Switchboard 





Pattern No. 2640 Pattern No. 2524 


MANUFACTURED BY 


STANLEY & PATTERSON 


INCORPORATED 


GENERAL OFFICES AND FACTORY 


250 WEST ST. 
NEW YORK, U. S. A. 
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They took no 
chances at 


Mec Vickers! 


The importance of perfect lighting in 
the theatre cannot be overestimated. 





And perfect illumination is dependent 
upon perfect wiring. 

Realizing this fact, the electrical con- 
tractors for ““McVickers”’ in Chicago 
took no chances. 


Complete stocks carried in the 
following cities: 


Atlanta New York ~ “U.S.” PARACORE Wire was their 

Baltimore Guana choice, as it is usually the choice 

Buffalo Philadelphia where a quality job is desired. 

Boston Pittsburgh 

Chi Salt Lake Cit ° 

ran ee ee United States Rubber Company 
enver San Francisco 

Detroit Seattle 1790 Broadway, New York City 

Minneapolis St. Louis 


New Orleans Syracuse 
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FOR SAYLORDUCT 
THAT 


GOOD LOOM 





If you are looking for a tube ; 
¢ For sz le by he ‘ ‘ 

: sale by the Jobbing 

that possesses all of the good . 


features and none of the bad, Trade everywhere. Look 


use Saylorduct. for the Duck. 


\ 









Careful factory inspection insures Saylorduct against defects. 


SAYLOR ELECTRIC & MFG. CO. 


WHEELING, W. VA. 
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‘*Elexits Have Saved Our Lives 
Sever al Ti mes! 99 THE PRINTERS BUILDING in Worces- 





ter, Mass., was built last winter and opened 
for occupancy in March of this year. The ground floor 
stores, and the fourth floor which is occupied by The 
Davis Press,Inc., are equipped throughout with 
WEBER ELEXITS. This is what The Davis 
Press say about their installation: 









& 


The Davis, Press 


GOOD PRINTING 
The Printers Building - 44 Portland Strest 
Worcester Massachusetts 


March 29, 1923. 


Deer Mr. Burton: 


We are at last in our new building. It is a mighty 


fine one and we are tickled to be over here. As 
PRINTERS BUILDING yet we are hardly settled but every day makes a big 
Worcester, Mass. improvement so that by early April we expect to be 


running normally agein. 


Timmis and Chapman, Architects, New York The Elexits have saved our lives several times. You 


see we 4i¢ not want to get all new fixtures over 





E. J. Cross Company, General Contractors here and could not take them down from the old place 
Worcester until we were ready to clear out there. For a while 
we were runing presses in both places and it saved 
: : us quite a little expense, as one press after 
Economy Electric Co., Electrical Contractors another as reneved end veleneneee ta the One 
‘ Worcester quarters, to be able to take the light fixtures, put 


elexit plugs on them and stick them up in the new 
place. Then during the moving if there were no | 
liehts in a corner where we happened to be working | 
on any particular job, we would slip the fixtures 
. out from another place and transfer them. It made 

it mighty hendy and our men are delighted with them. 
We 6re also running on Weber fuses over here. 


With best regarés- 





HETHER in residence, 


Yours very truly, 


hotel, office building or in- | THE DAVIS PRESS 
dustrial establishment, Elexits WwW , G Bowe 
provide the convenience, hereto- WD/UQ hess. 


Mr. Prank V. Burton, Sales Manager, 
Henry D. Sears, 
Boston 11, MNaessechusetts. 


fore unattainable, of movable | 
lighting equipment. | 











CONSULT OUR CATALOG 


HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston II, MASSACHUSETTS 


SALES REPRESENTATIVES IN: 


New York Philadelphia Cleveland Chicago 
Birmingham San Francisco Los Angeles 
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Engine erin¢ l 
O Only 6 assembly-parts 


. ied) The new Arrow Convenience 

-—— Outlets have this remarkable one 
piece contact and binding post— 
“the best thing in engineering de- 
sign I’ve seen’’—one of the prominent engineers of Stone 
and Webster described it. The assembly of a great many 
separate parts, with the accompanying risk of loosening in 
service, is entirely eliminated. 






4 
8251 Single 
8248 Duplex 


This substitution of a single metal forming for a large 
number of loose pieces is another instance of the value of 
Arrow Electric engineering to the electrical trade. 











The complete line of Wiring Devices 
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. Chehandyway to sell 
the HANDY fuse plug: 

Sut this display con- 
tainer on your couswer 





. a aheus package of H*H Kenewableluse Plugs 


This box says to your customer: Take a package!—3 complete 
plugs and 3 extra re-fills, 25c. For economy's sake, for 
convenience sake, Take One! 





























Every user of current needs Fuse Plugs and needs remind- 
ing. Here’s a bright, colorful reminder that all but puts 
the goods in your customer’s hands. 


The H&H Plugs show their handiness too plainly to need 
much “‘pushing”’ to the consumer. With this new display 
you don’t even have to push them across the counter! It’s 
a self-serve outfit, to be set where you want a profit off 
idle counter space. 





E Pull the plug apart to see if 
<j fuse has blown. Slip in a re- 
: fill and save 42 per cent. of 
S the cost of a new plug. 







It will add a sale to almost every other sale made in your 
store. 


First—Watch the FIRST Box Sell 


For a quick introduction—so you'll need the sooner to 
send a quantity order to your Jobber—have us ship you direct ONE 
Display Carton of a dozen Home Packages, to retail at $3.00. Tear 
off the bottom of this page, enclose $2.25 with the coupon, giving 
name of your Electrical Distributor. 
























































GENTLEMEN: SEND ONE of the Counter Display 


Tet Hart Go HEGEMAN MFG. Co. Seencntzets cee Hote Petec 8 
HARTFORD. CONN. 72 owren nities “ 





Our Jobber is:— : 
nescecenseserseeseecenscsneresscseescsssnsesscesssssanesesssessscseteees toner gg tite nesta ne teen nnn ene nee ee 
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‘THIS Orange and Bilué| 
colored Tag on the Coill 
and the “BX” imprints on! 
2 the Armoring, now identify’ 
p <2 ae all Senuine BX. 

& Tag and Imprints guarantee 

; you the highest quality, 
obtainable in Armored Con- 
ductors. 


————— Be on the safe side by al-) 
ways insisting upon the coil 
with the Orange and Blue: 


Tag and the Imprinted) 
Armor, 
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General Electric Company 
Merchandise Dept. Bridgeport, Conn. 


prague 


Conduit Products 


| :SOSTSTSOSSVED,, , 





&€ GENERAL ELECTRIC PRODUCT 


49S-102 
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Arborlux 


Cord & Lamps 


To boost sales volume and hasten turn- 
over for dealers is the purpose of the 
General Electric advertising started in 
the Saturday Evening Post June 16. 





Over two million possible purchasers 
will read about G-E Transformer Spe- 
cialties (Bell Ringer, All-Nite-Lite, Toy 
Transformer and Arborlux) in ten sepa- 
rate advertisements before the close of 
the year. 


Belli Ringing 


er 
Transform Every G-E distributor has a copy of the 


broadside featuring tie-in material which 
is available for dealer’s local use. 


> ° General Electric Company 
All-Nite-Lite Merchandise Dept. Bridgeport, Conn. 







ily 


! 
: 
= 


| ransformer 
/Specialties 


RE ES EE LT TS 
A GENERAL ELECTRIC PRODUCT 
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At Last 
a Scientific Soldering Paste 





With critical care the research laboratories of the General 
Electric Company experimented to discover an ideal soldering 
paste for use in the factoriesofthe company. Theresult of their 
work is a non-corrosive paste of the highest quality, economical 
and efficient for soldering all metals except aluminum. 


G-E Soldering Paste is now offered to the public for use in all 
kinds of work where a dependable soldering paste is required— 
for telephone, radio, electrical repair and installation work, etc. 


G-E Soldering Paste is offered to the electrical trade in 2-ounce 
cans (36 to the carton) and in 1-pound, 10-pound and 25-pound 
containers. 


Ask any G-E distributor for further information. 


(46) General Electric Company 


Merchandise Department, Bridgeport, Connecticut 
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Twenty-third Convention 

By the time this magazine is in the hands of its readers 
it will be only about two months until the Association of 
Electragists holds its twenty-third annual convention. 

This event will take place in Washington, D. C., during 
the week of October 8, 1923. The first day will be given 
over to sessions of the Executive Committee, and then for 
the following four days daily programs of vital interest 
to all electrical contractor-dealers will be carried out. 

It will be recalled that twenty-three years ago last month 
the leading electrical contractors of the country met in 
Buffalo, N. Y., and formed the first national association of 
that branch of the industry. The organization has ad- 
vanced all these years, influenced by the progress of the 
industry, and now has become international in its scope, 
having incorporated in its title its-trademarked word and 
being known officially as the Association of Electragists— 
International. 

Although this will be the twenty-third annual convention 
of the organization it is also the first meeting under the 
new title—The A. E. I., as it has become familiarly known 
in the trade. With the new title there has come new life 
and new activities, and the Washington convention will 
present a new kind of program—filled from start to finish 
with constructive discussions in which all are urged to par- 
ticipate. 

Members of the A. E. I. and their friends should arrange 
to attend this annual gathering. All readers of this maga- 
zine are cordially invited to attend. It is not too early to 
perfect plans to that end. Make a note of the time and 
place—Washington, D. C., during the week beginning Oc- 
tober 8: headquarters at the Hotel Washington. 


Not in the Specifications 

There is one thing that should always be put into an 
estimate which is not to be found in the specifications. 
That one very essential thing is personality. 

Every bidder should consider this—whether the job is 
large or small—regardless of competition or other factors. 
The bidder’s personality should be the first and the domi- 
nating consideration at all times. 


Let us assume that the materials are fully specified and 
that high class workmanship also is one of the require- 
ments. This would indicate that all bidders are on an equal 


footing and need merely to follow the specifications in es- 
timating. True enough, but the man who injects into his 
estimate the requisite amount of red blooded personality 
is the one who usually walks away with the job at a fair 
figure. 

There should not be a wide variance in figuring mate- 
rial and labor on electrical installations. There will not be 
when the Association of Electragists’ Manual of Estimating 
is universally used. The difference in estimates then will 
be accounted for by the amount of personality which backs 
up the estimate. 

Commissioner Eidlitz of New York, in his worthy 
work of bringing contractors back to quality, sane costs, 
and fair dealing, is doing more toward elevating the stand- 
ard of personality than is observable on the surface. He 
is providing electrical contractors with a factor more potent 
than low prices. He is building goodwill for them—creat- 
ing for them an opportunity through which they can exert 
their personality in business. . 

Electragists should learn to figure on that which is not 
contained in the specifications and that which cannot be 
submitted in the estimate—personality. It is an unseen 
element that always will win the confidence and respect 
of the public. 


Business for Electragists 

According to figures gathered by the Electrical World. 
less than thirty-seven percent of the homes in the United 
States enjoy the convenience and comfort of electric light- 
ing. Think of it—almost two-thirds of our homes are 
without such modern equipment! Can it be possible? 

And yet in Italy only slightly more than eleven percent 
of the homes are lighted by electricity; less than four- 
teen percent in France: seventeen percent in the United 
Kingdom and Ireland; and about thirty percent in Japan, 
which leads all other nations with the exception of the 
United States with its nearly thirty-seven percent—little 
enough, as it is. 

Surely here is business for electragists for years to come. 
The wiring alone for lighting the homes of our own coun- 
try will amount to considerable more than a billion dollars. 
While it used to be that this vast sum seemed inconceivable, 
it now easily fits into almost any picture we would vis- 
ualize. 

Say one billion dollars would take care of the wiring 
for half of the homes in the United States yet to be wired. 
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Then that is merely the start, for heat and power, as well 
as light, are becoming more and more popular in the home, 
and the appliances furnishing these features would add more 
billions to the business. 

In a recent survey of its members made by the Asso- 
ciation of Electragists, it was found that almost sixty 
percent of them carry a stock of lighting fixtures and make 
a display of them. It is reasonable to assume that of the 
others, almost forty percent at some time or another sell 
lighting fixtures when they wire the home for lighting. 
The lighting fixture business then is largely in the hands 
of the electragist, and thus billions of dollars more will 
come to him as the saturation point of electric lighting in 
the home is reached. 

Add to this the adequate lighting of homes through- 
out the world and the billions are piled upon billions be- 
vond conception. And it is not a dream—not a picture 
drawn from an over sensitive imagination. The figures are 
authentic—compiled from facts. The business is there, and 
it remains for the bright young electragist to sell the idea 
to the home owning public, and reap his reward. 


Vacations at A. E. 1. Headquarters 

For many years the problem of knowing how to deal 
with vacations at the headquarters office of the Asso- 
ciation of Electragists, then known as The National Asso- 
ciation of Electrical Contractors and Dealers, was as puz- 
zling as it was persistent. Each year it came up for solu- 
tion and each year it was found equally difficult to solve. 

It was thought unwise to permit more than one or two 
members of the staff to be away on vacation at one time, 
which meant that in order to take care of everybody the 
vacation period had to be spread over all the summer 
months. In fact the stepped schedule could not be ar- 
ranged otherwise than to force those who were numbered 
among the first on the list to take their vacation almost 
before the unpropitious weather of late spring had passed, 
and those unfortunate enough to be selected as the late 
goers had to contend oftentimes with the chilly days of 
early fall—-both extremes being unpleasant days for va- 
cationing. 

This resulted in more or less competition on the part of 
the office workers at least to see who could head the list in 
being chosen for a vacation at the most favorable time. 
And the 


work of the Association was held up to a greater or lesser 


which was rather lowering to the office morale. 


degree all during the vacationing months because unfor- 
seen conditions invariably arose which required the spe- 
A definite 


schedule of vacations could not be adhered to from year to 


cial services of employes during their absence. 


year on account of the unavoidable changes in personnel. 

So a remedy to the situation was earnestly sought, and 
after trying various arrangements a plan was adopted four 
years ago which has been carried out each year since to 
the growing satisfaction of all concerned. This plan, which 
it is felt solves the problem, is simply to close the head- 
quarters ofice for a period of two weeks during a most 
appropriate vacation time, agreeable to everybody, when 
the work of the Association will be the least affected, and 
all take a vacation at one and the same time. This ar- 
rangement works splendidly. 

The vacation period for all A. E. I. workers this year is 
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the two weeks beginning August 20. It is urged that the 
trade bear these dates in mind, so that all matters which 
would ordinarily come up at that time may if possible be 
brought to the attention of the Association before or after 
that two weeks’ period. 

Electragists then and all other interests in the electrical 
fraternity, or out of it, which have dealings with the Inter- 
national Association should put this note on their calendar 
for August: “Headquarters office, A. E. I., closed on ac- 
count of vacations for two weeks from August 20.” 


The Difference Again Explained 
At a convention the other day were overheard certain 
parts of an interesting discussion between two electrical 


men. One was an electragist. The other was not. The 


latter was trying to argue against the use of the term. 

It seemed to be the non electragist’s idea that the word 
defeats its own purpose because of the trademark which 
restricts its use to members of the Association exclusively, 
He said this means that the public will not use it generally 
enough to keep alive its significance as it has been inter- 
preted, so far as its benefits to the user are concerned. 

Certainly it is not possible to advance a more mistaken 
idea of the word than this. Only utter ignorance of its 
successful career since its formal adoption up to the pres- 
ent time can account for such an attitude. 

What about such terms as Realtor—Optometrist—Metal- 
lurgy? Or even such common words as Telephone, Law- 
yer, Typewriter, Bookcase? In fact are not a large part 
of the words which go to make up our fair language the 
products of use brought about by philological derivation 
and interpretation at various stages of invention and 
human progress? The word Electragist, be it remembered, 
is philologically correct. 

Not only are all branches of the electrical industry—and 
other industries—using the term more and more frequently. 
but it is being used with an exact knowledge of its meaning 
by the public—the people—the man on the street.  Sig- 
nificant instances of where contractor-dealer customers have 
asked for an electragist’s service have come to the attention 
of the A. E. I. 

Electragists—many of them—are distinguishing them- 
selves through the word as they can be distinguished in no 
other way, and as time goes on this distinction is being ac- 
centuated. They are making it mean so much because they 
are living up to its acknowledged interpretation. Electra- 
gist groups in many cities throughout the country have 
banded together to carry on codperative campaigns under 
the trademarked term. They are not only doing this for the 
sake of harmonious business relations. It is the means of 
putting more money in their pocket as individual companies 
than anything else they have ever done. 

The strongest argument in favor of the term is the fact 
that its use is limited to a group of qualified interests in this 
branch—of all branches—of the industry. That makes it 
mean something. Otherwise an electragist would be just an 
every day electrical contractor-dealer, a job skimper, a 
Code dodger, a price cutter—a curbstoner—so far as the 
public is concerned. 








The trademarked word will come into common use just 
to the extent that the twenty hundred or more members of 


the Association seek to promote it. And what cannot be 
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done by such an important number in this branch of the 
electrical industry?—and the number is increasing daily. 
Indeed it does not take a great deal of vision to see how 
the Association in a comparatively short time with suff- 
cient funds could effectively reach every worthwhile pros- 


pect with the message of the electragist through the aid 
of advertising. 


From a Jobber’s Viewpoint 


Not only is there a growing realization on the part of 
electrical contractors and dealers themselves that they 
must become electragists and promote the trademarked word 
to the limit of their power in order that their own best 
interests may be furthered, but others of the electrical 
fraternity are fast coming to recognize the far reaching 
value of the meaning of the term as it is helping to uplift 
all phases of this great industry. 
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Here for example is what a prominent jobber of New 
Jersey told his distributors recently in regard to the gain- 
ing prestige of electragists, as the statement was captioned: 

“With the large amount of publicity which has been 
given the new word Electragist, those who are members of 
the International Association and thereby are privileged 
to call themselves Electragists, are certainly getting busi- 
ness through this membership. It will be well worth your 
while to write to your local Master Electricians’ Associa- 
tion or to Association Headquarters at 15 West 37th Street. 
New York City, to ascertain just what is necessary in order 
to become a member of the Association of Electragists. 
The privilege of putting on your door one of the new trans- 
fer signs which announces you to be an Electragist, in itself 
is worth the price of annual membership.” 

This expression from a jobber is significant. And it may 
be said without fear of contradiction that many another in 
the industry outside the electragist fold is thinking in just 
such terms. 





Should and Can the Klectragist be a Retailer? 


By W. H. 


MorTON 


Former General Manager of A. E. I. Who Now is Secretary-Manager of Sanborn 
Electric Company, Indianapolis, Answers Question Before Chicago Convention 


The sale of electrical merchandise re- 
quires in most cases an expert know- 
ledge of the goods sold, and the electra- 
gist must of necessity possess this know- 
ledge. Many articles require attention 
and service after the sales, and the pur- 
chaser looks to the seller for this ser- 
vice, which can readily be given by the 
electragist. 

The electragist, when he secures an 
order for an electrical installation, is 
certainly in the best position to sell 
the purchaser any additional supplies 
or appliances needed, and has the ad- 
vantage of having an accurate know- 
ledge of just what are the needs of the 
buyer. 

In the same manner a sale of mater- 
ial or appliances puts the electragist in 
touch with his customer so that he can 
know of the possibility of selling ad- 
ditional equipment in the way of ex- 
tensions or improvements and the re- 
tailing thus feeds the construction end 
of the 

A long and somewhat careful study 
of the subject, both from my former 


business. 


work with the Association and my act- 
ive connection with the business during 
the past two years, leads me to the con- 
clusion that with the exception of those 
located in some of the largest cities of 
the country the electragist who does 
not do a retailing business is losing an 
opportunity of increasing business, and 
further that with the exception of these 
same cities, it is very doubtful if electri- 


cal retailing can be profitably carried 
on without the contracting end of the 
business as a feeder. 

I should qualify the last statement 
by saying that in using the term retail- 
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ing I refer to the entire line of supplies 
including large and small appliances. 
Stores selling only major appliances 
can be operated profitably without a 
contracting department, but these are 
distinctly specialty stores and _ not 
electrical retailers in the broadest sense 
of the term. 
Electragist Can be Retailer 

All of these conditions seem to prove 
that the electragist as a class should 
be a retailer, and leads to the second 
part of the subject: “Can the Electra- 


gist be a Retailer’—and by that we 
mean a successful one. 

Personally, I would again answer 
yes, but with the reservation that this 
part of the business must be taken up 
with a full realization of what it in- 
volves and what obligatious rest on 
the retailer. 

Roger Babson in an address before 
a recent meeting of the Associated Ad- 
vertising Clubs said that “out of 1,500.- 
000 retailers in the United States only 
100,000 are doing a profitable business, 
100,000 a fair and the re- 


mainder only struggling along.” 


business, 


This includes retailers of every class 
and should make us appreciate that the 
best of effort is necessary to make a suc- 
the retail field. 

The mere opening of a store and put- 
ting some goods in stock does not make 


cess in 


a retailer although many electragists 
seem to have started stores with the 
idea that on this basis, they could im- 
mediately reap profits regardless of the 
amount of thought and attention given 
to the retail end of the business—and 
these are probably included in the mil- 
lion unsuccessful 
by Mr. Babson. 
In considering the retailing of elec- 
trical materials one must face the facts 
and realize that it requires capital, abil- 
ity, and the closest attention to business 


retailers referred to 


to be successful, and even under favor- 
able circumstances the net profit on 
individual sales are not large and a 








12 


must be secured to 


bring a satisfactory return. 


volume turnover 

Care must be given in the selection 
of the location for the business, and the 
character of the merchandise to be 
handled will be a large factor in de- 
termining this point. If sales are to 
be largely of wiring material and fit- 
tings, such as are sold to industrial 
plants and commercial buildings, ample 
storage room is more important than a 
large amount of show room, and the 
If, however, 
appliances—large and small—are to be 
featured, the show 


location is not important. 
room must be at- 
tractive and ample window display is 
important. 


Should Sell to Industrial Plants 


Right at this point I want to em- 
phasize the thought that the electragist 
should be the one to sell the industrial 
plant and the commercial building, re- 
gardless of the quantities purchased. 

Such purchasers are purchasing for 
their own use, and certainly the retailer 
is the one to sell to them—and in many 
cases the electragist can, with his know- 
ledge of construction work, give them 
valuable assistance in selecting for 
them the most economical materials to 
buy. 

There is a big retail field open in 
this direction and one that has been 
neglected in the past by many of us, 
and to be successful in retailing we 
certainly must secure every available 
source of sale. 

Location in the best retailing district 
js not as for the electrical 
is for some other lines, 
for the reason that most of the major 
appliances are sold through home dem- 
onstratons, and consequently the value 
of being in the retail district is largely 
one of display and publicity. This 
must be considered in determining the 
amount of rent to be paid. 


necessa ry 
retailer as it 


The selection of the stock is of course 
vital to the success of the business, as 
the old saying, “Well bought is half 
sold,” is an unquestioned fact. Over 
buying is one of the greatest dangers to 
the retailer and can be guarded against 
only by a careful system for recording 
turnover. Such a system is provided 
for you in the “Cost and Price Record” 
in the data book furnished by the Assoc- 
iation, and by following this system you 
have an accurate record of the amount 
sold each month for each article han- 
dled. Purchases should not exceed a 
ninety days supply unless special con- 
ditions justify a larger purchase. A 
ninety day stock, if consistantly car- 
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ried through the entire line, means four 
turnovers a year, and_ the 


between three and four turnovers often 


difference 


means the difference between a_ profit 
and a loss. 

location and_ stock 
purchases are properly worked out, the 


Assuming your 
next big problem is the store service. 
With the keenly competitive conditions 
that now exist service must be kept con- 
stantly in mind. Under service comes 
the arrangement of your show rooms 
and stock, the experience and appear- 
ance of your store employes, the han- 
dling of your telephone calls, and the 
dressing of your windows. Goods will 
not sell themselves and it is up to you 
as a retailer to make the purchase easy 
for and attractive to the public. 
Advertising is Essential 

Then you must let the purchasing 
public know where you are and that 
you are ready to serve them, or in 
other words, advertise. When and how 
to advertise is a subject that could well 
take a whole day of study and discuss- 
ion. Generalities do not mean much, 
as local conditions largely govern the 
methods to be used. As a broad pro- 
position, approximately three percent 
of the sales billed should be spent to 
secure a satisfactory volume on electri- 
cal merchandise. This three percent 
means the expenditure of your own 
money, to which can be added the sales 
helps that you can obtain from the man- 
ufacturer whose goods you handle. 

Supposing that your business has 
gone forward in the steps outlined, you 
must know whether it is profitable or 
not. Assuming that you are doing a 
contracting business and are retailing 
all kinds of electrical materials, includ- 
ing lamps and fixtures, you must—and 
and I cannot make this must too em- 
phatic—separate your accounting so 
that you know the conditions of each 
branch of the business. A simple di- 
vision and one that will give you ac- 
curate data without too much detail is 
to have four departments: 

First. Construction—including all 
sales involving both labor and mate- 
rial, whether sold under contract or on 
a percentage basis. 

Second, Incandescent lamps. 

Third, Lighting fixtures—including 
table and floor lamps. 

Fourth, Merchandising—including 
all material sold without labor and not 
included in department two or three. 

This division is along natural bus- 
iness lines, as the conditions of pur- 
chase and sale vary with the different 
classes. 
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Lamps are sold under fixed condi- 
tions, represent no investment for stock, 
and consequently should be accounied 
for by themselves and bear a different 
portion of the expenses than other 
classes of stock. 

Fixtures are usually handled in a 
separate show room, do not have as 
rapid a turnover as the standard lines, 
and are in a way a specialty proposi- 
tion. 

The sales of merchandise with and 
without labor naturally involve differ- 
ent methods of handling and are usual- 
ly under the control of different em- 
ployes so that it is a distinct advantage 
to keep these separate on your cost 
records. 

Use Care in Alloting Costs. 


You will have no trouble in alloting 
the direct costs to the different depart- 
ments and care should be used to make 
each individual sale carry all of the 
cost directly due to such sale. Such 
expense items as the following can be 
readily charged directly to the depart- 
ment involved: Salary of superintend- 
ent or foremen, non-productive labor, 
advertising, salary of store clerks, com- 
missions to salemen and travelling ex- 
penses. 

In alloting rent the account should 
include heat, light, power, cleaning and 
repairs and this be charged to the de- 
partments in proportion to the amount 
of space used by each. 

Bookkeeping and cost accounting can 
be placed in a subdivision which might 
be called and 
should include salary of bookkeepers 
and clerks, printing, stationery, expense 
of collections and the cost of space oc- 
cupied. This account can be charged 
to the departments in proportion to the 
amount of business billed by each. 

This leaves what is commonly known 
as general expense. Personally, I ob- 
ject to this term, as an account under 
this title seems to become a dumping 
place for items that are not readily 
assigned to some specific account. This 
account might well be called Aminis- 
trative and should include 
salary of officers or owners, telephone, 


accounting expense 


expense 


telegraph, postage, taxes, insurance, in- 
terest on borrowed money, dividends, 
bad debts, allowances, and the cost of 
the space used by the administration de- 
partment. The amount of this account 
can be prorated to the different depart- 
ments on the basis of the amount of 
business billed. : 

The foregoing arrangement of ac- 
counting should give an accurate rec- 
ord of the cost of carrying on each de- 
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partment and should show each month 
what each has made or lost, as well as 
the operating margin on each individ- 
ual sale. 

Assuming that all of the suggested 
steps have been taken and you have an 
accurate record of operation, will the 
results shown by your analysis repre- 
sent a profit or a loss? If extreme 
care has been used in buying and in 
holding down each and every item of 
expense, and if the management has 
devoted time and energy to the business, 
a small net profit should be shown in 
departments two, three and four, which 
we are considering, but this profit will 
be so small, under existing conditions. 
that any unfortunate 
purchase may turn it to a loss. 

Everything that you handle should 
be considered separately and you can- 
not afford to handle items that due to 
small discounts, slow turnover, service 
expense or other handicapes, do not 
show a profit, any more than you can 
afford to continue any departments that 
do not show a profit. This is the strong 
argument for a carefully subdivided 
accounting system, as in the past, too 
many of us have been satisfied if there 


carelessness or 


was a profit on the total business re- 
vardless of whether some departments 
were operating at a loss. 

Give Up Unprofitable Departments 

If you are satisfied that any depart- 
ment can not be made to pay, give it 
up and devote your time and thought 
to a part that does pay. If you take 
on a line of goods that you cannot 
make pay, follow the example of the 
department store—close it out and for- 
get it instead of letting it eat up your 
investment and store space in the hope 
of selling sometime at a profit. 

Much has been said about purchase 
discounts and two years’ experience in 
the middle west leads me to the con- 
clusion that purchase discounts on most 
lines of electrical goods do not provide 
a net margin of profit to the retailer 
under existing selling conditions. 

The obvious answer is, increase the 
retailer discounts; but let’s look at it 
from all angles. The manufacturer 
tells us that discounts cannot be in- 
creased without raising retail prices, 
and without proof to the contrary, we 
must accept the statement. We are 
then faced with the question as to what 
curtailment of sales will result from 
increased prices. Obviously if retail 
prices are increased ten percent and 
your discounts increased ten percent but 
the increased price reduces sales ten 
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percent, with the same amount expend- 
ed for selling, you have not benefitted 
by the change; consequently, we must 
get at the facts, as far as possible, and 
know what effect a-price increase will 
have on the final results. 

The other method of increasing net 
profits is to reduce selling cost either 
by better and more economical methods 
or by increasing the volume of sales, 
and I believe most of us can do both. 

Averages on selling expense have 
their value and must of necessity be the 
starting point of any investigation of 
such expenses, but let’s not make the 
mistake of taking such an average, and 
if our own business is not exceeding 
that amount, decide we are alright. 
The average you use may include waste- 
ful methods and certainly your effort 
should be toward getting as far below 
the average as possible when statistics 
clearly show that the average retailer 
is unsuccessful. 

Let us take one item of the major 
appliances—the washing machine—to 
illustrate where we are probably com- 
ing out. To work out such an example 
it is necessary to use some average and 
some theoretical precentages. Let us 
assume that we are analysing this single 
line and the cost of selling will work 
out about as follows, all the percentages 
used being based on selling prices: 

Percent of 


Expense items sale price 





Freight and cartage, incoming.......... 1.16 
Uncrating and handling... .scccecs 03 
Delivery and demonstrating............ 3.75 
Salesman’s commission...............-. 12.5 
BD. i uinvs 06s see iacwdeewensvar a 
EE catgaie ee. niece atin mae eae eben Bs 
Administrative, consisting of 
Salaries and clerical help....... 9.45 
EE RY Hier Pe 1.05 
Light, heat and power......... al 
Stationery and office supplies.... .36 
Telephone, telegraph and _post- 

DN dawivins <ncegawasdeires 31 
DE ih avaticn dantweseees 69 
ME. icinkdiewdn,o:a: cba eam mich od 
Bad debts and allowances...... 08 
SRR rr errr rer 56 
ID os osc ctickcasuats 1.46 15.34 

TEE és udnccsctdhaxes peawenenees 38.78 


This is a pretty sad showing for the 
dealer that buys at from twenty-five 
percent to thirty-five percent discount, 
and is not very attractive even to the 
dealer that buys in quantities and gets 
the maximum discounts. On account 
of this rather pessimistic presentation 
I want to explain how the different 
percentages are arrived at. 

On incoming freight and hauling I 
have taken our actual cost for a period 
of four months, and as we are only 
220 miles from our source of supply, 
this seems reasonable as an average to 
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use. On uncrating and handling I 
have again taken our cost and as this 
comes to only forty-five cents on a 
washer, it cannot be called excessive. 

The figure on delivery and demon- 
stration is more or less arbitrary and 
takes into consideration the average 
haul in a good sized city, the cost of 
hauling machines that are demonstrated 
and not sold, and the reconditioning of 
unsold demonstrated machines to make 
them _ saleable. This _ percentage 
amounts to $4.62 on the basis of the 
$150.00 washer and is, I think, con- 
servative. 

Salesmen’s commissions average from 
ten percent to fifteen percent, and tak- 
ing into consideration machines that 
may be sold without the aid of com- 
mission salesmen twelve and one-half 
percent seems to represent a fair aver- 
age. 

Advertising at five percent is a theo- 
retical percentage which I believe the 
merchandising of this particular line 
warrants, and most of you will find that 
you spend this amount if you add to 
your direct advertising expense such 
items as mail solicitation, payment for 
names of prospects, special exhibits at 
fairs and shows and other similar 
items that are often absorbed in some 
other expense account. 

The one percent for service covers 
the free service that we must all give 
under present conditions of selling, and 
our own company would be more than 
pleased if someone would take this 
over for us at the percentage named. 

Administrative expense for the pur- 
pose of this example includes, officers’ 
salaries, clerical work, rent, light, heat. 
power, stationery, telephone, telegraph, 
postage, insurance, taxes, bad debts, 
allowances, interest and miscellaneous 
items, and certainly each washing ma- 
chine sale must bear its proportion of 
all of these. 


Arriving at Administrative Expense 


To arrive at the administrative ex- 
pense figure I have taken the Associa- 
tion’s data sheet, issued in February, 
1923, as I believe this is the most re- 
liable data published, but I have not 
taken averages here. I have taken for 
each item the lowest percentage given 
for any of the classes of business shown 
and have used the total of these. A 
comparison of these with your own 
costs may show some items as being 
too low and some too high, but the total 
is conservative as it is doubtful if any 
one business can hope to reach the low 
figure on all items. 
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Does this justify the figures? I be- 
lieve it does and that actual experience 
will show that the total percentage is 
too low if anything. If the picture is 
true and we want to continue to handle 
this appliance what must be done? 

Two things may be done. First, pre- 
manufacturer, 
backed by actual figures taken by dis- 


sent our case to the 


interested accountants; get from the 
manufacturer his figures taken in the 
same way: and then arrive at an ad- 
justment of purchase discounts and re- 
tail prices that will help distribution 
without curtailing sales. 

Second, clean house in our own sel- 
ling methods so that they are more eco- 
nomical and efficient. 

Improvement can be made in individ- 
ual concerns through the careful watch- 
ing of all selling cost and by more in- 
tensive selling effort, and collectively 
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by cutting out unlimited free demon- 
strations. over extended time payments, 
nominal down payments, and other ab- 
uses that we as retailers have allowed 
to enter into our selling methods. 

It would be possible if time permit- 
ted, to analyze the selling of each of the 
different appliances in this same way. 
This should be done by the retailer that 
expects to be sucessful, but this one 
illustration provides an index to our 
general troubles. 

Again let me repeat that we must not 
let averages of selling or other expen- 
ses be our guide, except in a general 
way. We must not expect the same gen- 
eral percent to apply to such items as 
motors, which the average electragist 
does not carry in stock or devote spe- 
cial sales effort to, or incandescent 
lamps where there is no investment in 
capital, as our compensation must de- 
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pend on the service that we render to 
the manufacturer and the public in 
promoting distribution. 

A summing up of the question which 
I have attempted to present leads to 
the following conclusion: 

First, that the electragist should be 
a retailer of electrical materials of all 
kinds; both for his own advancement 
and for the general good of the industry 
in extending distribution. 

Second, that the electragist can be a 
successful retailer if he enters the field 
with a full realization of his respon- 
sibilities to the industry and the public; 
if he devotes time and energy to the 
problems involved! if he uses care in 
avoiding the handling of materials from 
which he derives no profits; and if 
electragists as a body work together 
to improve the conditions of both pur- 
chase and sale. 


Selling Electrical Service 


By CuHarves L. Epcar 


Boston Edison President Explained His Company’s Pol- 
at Eastern Division Convention in Pittsfield 


icies 

I think that many of my associates 
in the central station business do not 
appreciate the part that you gentlemen 
play in this broad scheme of things. 
(heir lack of knowledge about what 
you are doing is not intentional and is 
very largely due to lack of association 
and lack of the personal touch which 
always helps out in anything which 
makes for progress, and | think the 
opposite is just as true. I am inclined 
to think that those of you who think that 
the central station way is wrong and 
inconsiderate may, if you get the com- 
pany’s side of the story, change your 
mind and look at our side of the ques- 
tion with more consideration. 

I am going to tell you a few things 
about our own company’s way of doing 
things which differ in some respects 
from the usual run of things. I am not 
going to spend much time in telling 
you about our sales department in gen- 
eral. We have tried in connection with 
that department one or two schemes 
which will perhaps be of interest. The 
one in which you will be most inter- 
ested is our house wiring campaign. 
This has been tried under various 
schemes of financing, and has resulted 
in the wiring of nearly 10,000 old 
houses during the past ten years. They 
have a connected load of over 9,000 
kilowatts and the income to contractors 


who have done the work has been some- 
what over $1,000,000. We feel that 
this is about the only way in which 
a large number of old houses can ever 
be connected to our system. 
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Two or three years ago with the aid 
of other utilities in our neighborhood, 
together with the contractors and deal- 
ers, an arrangement was made with the 


Massachusetts Institute of Technology 
by which a very complete and interest- 
ing lighting exhibit is installed in one 
of the buildings of that institution. 
Special Demonstrations Given 

Our illuminating engineering division 
has given numberless demonstrations 
at this exhibit to many thousands of in- 
dividuals and is able to point specifi- 
cally to factory after factory and store 
after store which have changed their 
method of lighting as the direct result 
of these demonstrations. Needless to 
say the change has been for the better 
in every case. 

As most of you who are doing busi- 
ness in our part of the state know, our 
company has a department organized 
to cooperate with the contractors and 
dealers in our territory for the sake of 
our helping them and they helping us 
in our mutual endeavor to build up 
more and better business for our com- 
bined benefit. One of the most recent 
activities under the direction of this de- 
partment was an electric home in New- 
ton, a suburban town of Boston. 

This was made possible by the co- 
operation of all interests. A repre- 
sentative of a jobbing house was presi- 
dent of the league which was formed 
to carry on this work, and representa- 
tives from all interests took an active 
part. The house was open less than a 
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month and was visited by over 12,000 
people. 

Like advertising in general, it is im- 
possible to place your finger on any 
specific result of an experiment of this 
kind. All we can do is to look at the 
matter in a broad way, and all con- 
cerned seem to feel that this experi- 
ment and expenditure has been well 
worth while, and that it should be re- 
peated periodically, season after sea- 
son. 

In almost every meeting which has 
taken place within the last few years 
people and 
jobbers, contractors, and dealers took 
part, the question of the merchandising 
policy of our company has been very 
active. 
very definite views on this subject, | 
think I should like to take a few min- 
utes to state these views and my reasons 
therefor. 


in which central station 


As I have always had some 


In the early days of the appliance 
business all of the parties interested 
were groping about as to the best way 
of bringing them to the attention of 
the public. At that time I felt that 
we had better not sell appliances, but 
merely exhibit them in such a way that 
the attention of our customers would 
be attracted to them, and that then they 
could go out and purchase of the dealer 
with whom they had their regular deal- 
ings. This seemed to work very well 
for awhile, but it finally got to the 
point where customers coming into our 
ofices and having their attention at- 
tracted to these appliances, on getting 
very much interested and starting to 
give us an order, became very much 
provoked when they found that they 
would have to go somewhere else to 
complete the transaction. Remember 
that I am talking about the very early 
days. 


Start of Appliance Selling 


When we moved our show room to a 
litle more prominent place, we started 
selling appliances and have done so 
ever since. Having in mind the fact 
that our company in theory should sell 
only electricity, I have wondered in 
past years whether the time were ripe 
for us to go out of this business. Every 
time we talked it over among ourselves 
and discussed it with the manufacturers 
and the jobbers we were met with the 
statement that it was distinctly to the 
advantage of the industry in general 
to have us do a high grade, high class, 
dignified appliance business. The main 
thing to be sure of was that we did not 
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cut prices. One of the leading jobbers 
of New England came to me a couple 
of years and told me that he 
thought that the tone of the appliance 
business was kept up by the fact that 


ago 








Making the King 
earn his pay 


HEREVER an electric 
light burns, or a heater 
glows in a garage or the bath, 
seom. wherever a motor is hum 
ming or e fan spinning—there 
Old King Coal is working for you. 


make elestricity. The more coal 
you can use under scientific con 
trol, the more you can make its 
electricity do for every cent paid 
for coal. 


Boston Edison buys only the 





He's a touchy old soul. He 
does magnificent work. but he 
has to be handled scientifically 
to earn his pay And it is our 
duty to you to make him work mines, unloads it at cight tons 
and make him earn it @ minute, feeds it to the boilers 

IN December 21, 1922, Bos. 0" moving 
ton Edison made 1,700 tons 


pick of the mines; always has 


its and automatic 
grates (the company need not 
own a shovel), and barns it al. 
most to the last grain We 


F you had bought 22 pounds 

of coal that day, and tried to 
make it furnish your electricity 
for the day, Old King Coal 
would have balked. 

If your factory, or your office 
building, had to make electric 
ity out of no more coal space at the new station at Wey 

" mouth for 300,000 tons. 

While Greater Boston con 
tinues to grow, and the two 
million of us use more and more 
electricity to make it grow, we'll 
keep Old King Coal at work 
And we'll continue to make him 
earn his pay 


EDISON LIGHT 


fore all the electricity had been 
produced 
For it is extravagantly waste 


ful if not almost impossible to 
use coal in small quantitie: to 


A Specimen Ad, Greatly Reduced of the 
Series Which Built Goodwill 


15 


we were in it, and that it would be a 
distinct mistake for us to give up this 
department. 

There has been a committee of the 
National Electric Light Association and 
of the Illumi- 
nating companies working during the 


Association of Edison 
past year to try to systematize the 
methods of accounting of the various 
companies so that comparisons could 
be made and also to determine what 
spread was necessary in order that a 
firm doing nothing but an appliance 
business could prosper. I was asked 
at one of the recent meetings to state 
my position and I put it something 
like this: 

If we sell appliances at the same 
prices and under the same terms as the 
contractors and dealers in our territory 
we can undoubtedly make more money 
than they can, because of the fact that 
our overhead already exists in great 
measure in our regular relations with 
our customers, and that appliances 
could be sold and collections made 
cheaper by us because of these other 
relationships. Having these facts in 
mind, I thought a company like ours 
ought to take this extra profit and apply 
it to the general good; that it to say, 
if in any year we could make $50,000 
more than we would have made if we 
had been doing this business as you 
gentlemen are doing it, we should take 
this $50,000 and advertise the appli- 
ance business in general, not for any- 
one’s particular business but for the 
appliance business in a broad way, so 
that everyone in our territory handling 
devices of any kind would profit by 





The Equipment of the Boston Edison Company to Render First Aid Treatment to In- 
jured Employes is of the Best and Complete in Every Detail 
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this campaign. This statement seemed 
to meet with the approval of the other 
members of the Merchandising Commit- 
tee and was, | think, incorporated in the 
I do 


not know that I can put it any clearer 


minutes of one of its meetings. 


now than I did then, and I am strongly 
of the opinion that that policy, pur- 
sued by all of the 
would be to the benefit of all concerned. 


Vet With New Problems 


central stations, 


\s our territory has increased in size 


we have had some new problems to 
solve, one of the most interesting being 
the method of handling suburban busi- 
The introduction of the automo- 


bile some vears ago led us to feel that 


ness. 


we could thus annihilate distance and 
that show rooms, stock rooms, collec- 
tion headquarters, and all the routine 
of the company could be carried on 
from a central point in the city of Bos- 
ton. We have tried this scheme and it 
is not a success. 

On the other hand, I remember some 
twenty-five vears ago the Chicago Edi- 
son Company, as it was then called, 
opened branch offices in half a dozen 
places in the outskirts of Chicago and 
made the men in charge responsible for 
all the activities of the company in that 
district. That scheme did not seem to 
work satisfactorily, and as time went 
on the work was more and more con- 
the the 
centre of the city. 

Having both of these methods of 
doing business in mind, we were a lit- 


We 


have. however gone ahead and opened 


centrated in main offices in 


tle doubtful as to how to proceed. 


up twenty-five or thirty offices in our 
We have 
into offices of the first, 
second and third class. 


700 square miles of territory. 
divided these 
Each one of 
the first class has a manager and his 
headquarters are in that town. I think 
there are The 
second class offices in the smaller towns 


nine or ten of these. 
report to one of these managers and he 
is supposed to spend a certain number 
of hours every day or every week in 
that secondary office. The third class 
offices are those which are in the very 
small hamlets and which are merely one 
degree further removed from being 
self-sustaining. 

The main point is that a customer, 
whether living in the third, second or 
first class district, knows by name and 
by face someone whom we call a Dis- 


trict Manager, who is located in the 
first class office. 
customers that he is the company and 


We have notified our 
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that it is for them to 


come to Boston for anything, unless 


not necessary 


of course they want to see a larger 
exhibit of apparatus than they can see 
in the suburban towns or they want to 
deal with an official on some very im- 
portant project, which is unusual and 
could not be handled locally. Gener- 
ally speaking we are trying to impress 
our customers with the fact that for 
example the Town of Framingham has 
an office and an organization with a 
man in charge who has all the author- 
ity of the company and is in fact the 
company in that district. So much for 
the sales department. 


Advertising Schemes 
Now I am going to tell you of one or 
schemes which we have tried 
department. 
Our company in addition to its usual 
and more or less normal program of 


two new 


out in our advertising 


advertising, has made two special ap- 
peals to the public in which I think 
may be interested. The first is 
what we call our Friendly Glow series. 
When W. F. Wells of the Brooklyn Edi- 
son Company was president of the N. 


B. L. 


he laid great stress upon the question 


you 


A. some three or four years ago, 


of public relations, and so far as | 
can recollect this was the first time at 
which it was definitely brought forward 
as one of the principal activities of the 
Association. 

Having this in mind, our advertis- 


ing people suggested a continuous line 
of advertising the keynote of which 
was short, pithy, epigrammatical sen- 
tences, which were intended primarily 
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to attract the attention of the reader 
without specifically saying anything 
about our company. They were all 
headed by a little diagram which iden. 
tified the company in a rather unusual 
though inconspicuous way. 

Just about that time our state became 
noted as the home of epigrams, due to 
the prominence which Vice President 
Coolidge had been giving to this sort 
of statement. The principal difficulty 
which I encountered in passing upon 
the material to be included in these 
advertisements was to insist on their 
three 
lines and to refrain from saying any- 


consisting of only two. or 
thing which seemed like company prop- 
aganda. These were published almost 
daily for two or three years and they 
became so well known in our metro- 
politan press around Boston that we 
actually had people write in and ask 
what happened to yesterday's paper as 
our ad did not seem to be in it. 

Most of these little epigrams were 
classic in their way and were written 
and smoothed into proper form by our 
people with the greatest possible care. 

After three or four years of this we 
decided that the time had come when 
we could intersperse with the socalled 
epigrams some real propaganda and we 
then commenced to sign these advertise- 
ments Edison Light in rather promi- 
In looking over the adver- 
the last 
vear for example you will find that 
perhaps once or twice a week we used 
the original Friendly Glow ad and for 
the other days attempted to say some- 
thing which would attract attention to 


nent tvpe. 


tising of this character for 





“Each a Satisfied Customer” is a Slogan which Mr. Edgar’s Company May Well Adopt. 
No Complainant is Allowed to Leave the Office with a Question Unanswered 
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We had a 
number of articles on finances and on 
stockholders and attempted to cover 
most of the ground which would ordi- 
narily be covered by business adver- 
tisements. 


our particular company. 


We are still keeping up this 
work and have every intention of keep- 
ing it up more or less indefinitely. 


Advertising Should Be Continuous 


Those of you who were at the recent 
\. E. L. A. Convention and heard Bruce 
Barion make his speech were undoubt- 
edly impressed, as I was, with his ar- 
eument for continuous advertising. In 
addition to one or two stories which il- 
lustrated his point, he referred to the 
Ivory soap advertisements, stating that 
while of course ev erybody in the world 
knew that Ivory soap floats, the manu- 
facturers of that soap felt justified in 
spending a million dollars a year in re- 
peating that statement day by day. | 
am in sympathy with this theory and do 
not at all believe in spasmodic and ir- 
regular advertising, unless it is done 
in connection with a permanent pro- 
gram. So much for the Friendly Glow 
series of advertisements. 
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Now I am going to tell you something 
at the other extreme. In connection 
with the building of our Weymouth 
power station, which is to be we think 
quite a notable achievement, we decided 
to put out a series of perhaps half a 
dozen advertisements which would have 
such an unusual picture at the head of 
the ad that people would read the mate- 
rial printed under it even if it was very 
lenzihy. We were criticized by some 
that the language employed in these 
particular ads was what would be 
called highbrow, but generally speaking 
I think that those who have read this 
have been im- 


series over with care 


*¢] at y “1 
pressed with what the company was try- 


do 


inz to in this particular direction. 
Airplane pictures were so novel that we 
made use of them in the first two or 
three of this series and the average 
newspaper reader had his attention so 
directed to these pictures that he was 
willing to read quite a lot of material 
to find out what it was all about. 

Both of these advertising programs 
are not to take the place of our routine 
and regular advertising but merely as 


supplementary; the first to keep our- 
pp ' P 
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selves in the public eye at all times; 
the second to take advantage of some 
particular thing we are doing and call 
attention to it in an elaborate way. 

Our company has done one thing of 
which we are rather proud, and that is 
the production of a film telling the 
story of the company. This film was 
shown at the June convention of the 
N. E. L. A. Incidentally, it may in- 
terest you to know that with the excep- 
tion of one scene it has been produced 
entirely by our own people. The pho- 
tographer was hired and this was all 
the outside help that was used. 

You want to bear in mind that this 
film was not made for people like your- 
selves, who know something about the 
affairs of a public utility. It was made 
primarily for the kind of people who 
enjoy a movie show and who do not 
object to being educated at the same 
time that they are being interested. We 
have had a lot of people tell us that they 
never knew before just what a central 
station company had to do to furnish 
them with service, nor how many things 
they had to contemd with, especially 
when things didn’t go well. 


Render Service After the Sale 


By A.ice CARROLL 


S. E. D. Staff Member Brought this Important Message 


to 


When Roger Babson was asked re- 
cently what business he would recom- 
mend for a young man just starting 
out, he replied without hesitation: 
“The electrical industry.” This re- 
mark in itself is significant but Mr. 
Babson went still further and predicted 
that within the next five years, the out- 
put of electrical household appliances 
would exceed in value the output of 
automobiles. 

The Architectural Forum—probably 
the most conservative publication in the 
building trades—estimates, despite 
altercations with hodcarriers and brick- 
layers, that one billion dollars will be 
spent in home building during the cur- 
rent year—one round billion. 

Now you people who are fond of es- 
timating five percent of the total build- 
ing cost for wiring can figure on fifty 
million dollars worth of house wiring 
business this year—or if you are skep- 
tical about a full five percent being 
spent, we'll cut the figure in half and 
even then we have twenty-five million 
dollars’ worth of house wiring business 


Great 


Lakes Division 
to anticipate—and with that much wir- 
ing, who is prepared to estimate the 
number of washing machines, vacuum 
cleaners, percolators, etc., that will be 
purchased to go on these lines? 

Why, the prospect makes you dizzy— 
at least it makes you dizzy if you think 
of all these appliances purchased and 
installed without sufficient demonstra- 
tion and educational work to guarantee 
their efficient operation. 


Selling Not a Problem 

The mere sale of applianees has 
ceased to be your problem. The de- 
mand has been created and they will 
practically sell themselves in the future. 
You have no need for the drastic meth- 
ods employed by the small boy who 
went to the country doctor and said: 
“Doc, I’ve got the measles—how much 
will you give me to go to school and 
give them to all the kids?” You will 
make sales without such vigorous ef- 
fort—but the sale of an appliance is 
but one step in the transaction. There 


are three additional requirements: first, 
demonstration; second, installation; and 


Convention at Chicago 


third, service 
is service. 





and the greatest of these 


There is no such thing as free serv- 
ice. Somebody has to pay. But just 
who, in all fairness, should pay for 
this service is a subject which deserves 
your earnest consideration. 

Generally speaking there are just 
four reasons why electrical household 
appliances require service: First, be- 
cause of faulty engineering design; 
second, because of defective raw mate- 
rials used in their manufacture; third, 
incompetence on the part of the op- 
erator; and fourth, of course the nor- 
mal depreciation with wear. 

Obviously if a manufacturer puts an 
appliance on the market that is faulty 
in design the housewife who buys it and 
discovers its shortcomings should not 
be expected to pay for the mistakes of 
the engineering department. 

Likewise, if a defect is discovered in 
the raw materials which go to make up 
an appliance, the housewife should not 
be charged for replacement or repairs. 
But in the case of the fourth cause, for 
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service—normal wear and_ tear—it 
would seem to me but fair to charge 
the consumer a reasonable price for 
the necessary repair parts and also for 
the labor involved. 

Now when it comes to the third rea- 
son for service—incompetence on the 
part of the operator—I am fully con- 
vinced that all such service charges 
should be borne by the consumer; but 
I am further convinced that if we sell 
our appliances properly in the first 
place, very little of this sort of service 
will be required. 


What Customer Pays For 


Service after the sale should be paid 
for by the consumer, but the sale of an 
appliance should include installation, 
thorough demonstration, and a follow- 
up service over a period of at least 
thirty days. Then if trouble arises it 
is a safe bet that it is the fault of the 
operator. 

In this matter of service, I think we 
might well pattern after the automobile 
manufacturers. After years of wrestling 
with the problem they have at last hit 
upon a flat rate system which bids fair 
to revolutionize the whole service ques- 
tion. No more guess work as to how 
much it will cost to put your automo- 
bile in shape. Each job has been esti- 
mated and tabulated as to time, labor 
and material required so that you know 
as soon as you turn your car into the 
service station just how much it is go- 
ing to cost you to get it out. 

To be sure, the system was not cor- 
dially received by the garage and serv- 
ice men at the start, but the automobile 
manufacturers had begun to realize 
that it was the cost of upkeep rather 
than the purchase price of the car that 
was curtailing sales, and accordingly 
set about to lower the cost of mainte- 
nance as much as possible. 

Many automobile dealers and service 
stations have also established a follow- 
up system. At the end of thirty days 
the car owner is invited to bring his 
car around for inspection and any rea- 
sonable repairs are made at the ex- 
pense of the dealer. 

In my opinion some such followup 
system and flat rate service charge will 
have to be established by the manufac- 
turers of electrical household appli- 
ances if they are to enjoy the market 
they deserve. The problem today is 
lack of service, not lack of sales. And 
the dealer who recognizes this condi- 
tion and is willing to render a fair 
amount of service with each sale is as-, 
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sured a profitable and ever increasing 
trade. 


New Job Created 


And right here I should like to rec- 
ommend that this is a job for some 
bright young woman. Schools and col- 
leges are closing now and there are 
plenty of young women with domestic 
science training. returning to their 
homes who would much prefer to ac- 
cept a position on your staff as ap- 
pliance expert than teach in the local 
high school next year. Why not try 
to secure the services of some such 
young woman—train her thoroughly in 
the use of the appliances and then send 
her out among your customers to dem- 
onstrate, instruct and lecture? 





[ 
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Alice Carroll 


Let her call on your laundry equip- 
ment customers Mondays and Tues- 
days—she may arrive just when Mrs. 
Brown’s washing machine is acting up, 
or when Mrs. Jones is having a tussle 
with the cord on her iron. A little 
skill and common sense will solve the 
difficulty, save you a lot of annoyance 
and perhaps some money, and at the 
same time create no end of goodwill for 
you and your store. 

Thursdays and Fridays she can call 
on your vacuum cleaner customers— 
your dishwasher and sewing machine 
users—and if she is the right young 
woman for the job she will prove in- 
valuable to you and your customers. 

Surely you recognize the need for 
a definite educational program in con- 
nection with household, equipment. I 
am not prepared to, say, whether this 
educational ,work. should be carried on 
by the central station, the,,local elee- 
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trical league, the dealer or the manu- 
facturer. But the fact remains that 
within the next few years we must sell 
and service our household equipment 
with much more diligence than we have 
in the past if our dream of empire is 
ever to be realized. 

In so far as the appliances them- 
selves are concerned, it seems to me 
unfortunate that we ever began speak- 
ing of them as “electrical appliances.” 
Don’t you think it would be better to 
call them “power” appliances or “mo- 
tor driven” appliances for the reason 
that to the average woman the word 
“electric” means instantaneous? 

Her knowledge of electricity in gen- 
eral emanates from the use of electric 
light and electric bells. She has been 
accustomed to turn a switch, lighting 
the lamp immediately. She presses a 
button and a bell rings instantly. 
Small wonder then when she _ began 
reading about electric cleaners; electric 
dishwashers, and electric washing ma- 
chines that she visualized these tasks 
being completed by the mere pressing 
of a button. 


Some Advertising At Fault 


Many a woman, after reading the ex- 
travagant advertising copy of some of 
our overzealous dealers, had visions of 
pressing a button and having her din- 


ner dishes whisked off the table and 


into an electric dishwasher and 
whisked out again, spic and _ span; 
or a vacuum cleaner propelling 


itself into a room, making a few hasty 
revolutions in the middle of the floor, 
and darting out again, leaving the 
room dustless and in apple pie order. 

Of course the housewife was disap- 
pointed when she learned that these so- 
called “electric” devices did not per- 
form miracles in her kitchen; that 
dishes had to be scraped before being 
put into the dishwasher and _ clothes 
dampened and neatly folded before be- 
ing run through the ironer. 

You perhaps know the story about 
the woman who did not put any soap 
and water in her washer because she 
expected it to wash her clothes “elec- 
trically.” And just the other day I 
learned of a woman who bought a 
washer with a wringer attached and 
after running it all day sent for the 
salesman and said: “What’s the matter 
with it anyway?— it’s been going like 
that all day and the clothes haven't 
come through the wringer yet.” 

Now you all think these are good 
jokes on the housewife but I am in- 
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clined to think the joke is on the sales- 
man, for certainly any salesman who 
sold an appliance without sufficient 
demonstration to prevent the housewife 
entertaining any such wild idea, hardly 
deserves a place on your payroll. 

As a matter of fact, I think women 
have shown a surprising aptitude in 
the use of electrical appliances. When 
you consider how little the average 
woman knows about mechanism of any 
sort and her natural antipathy toward 
electricity I think she should be con- 
gratulated rather than ridiculed. 

Just picture the average housewife 
going into a store to buy an appliance 
and being asked whether she has A. C. 
or D. C. and questioned about voltage 
and cycles. We in the electrical busi- 
ness should not be criticizing the house- 
wife but should be taking steps to stand- 
ardize certain factors in our industry 
that will make for more convenient and 
intelligent use of electricity in the home. 


Standardization Move Will Help 


I believe there is a movement on foot 
at the present time to standardize out- 
lets and plugs, cycles and voltage, and 
it would seem to me that this will do 
much to solve our service problems in 
so far as household equipment is con- 
cerned. 

But if we decide to standardize, let’s 
be sure we are right before we go ahead 
rather than spend time and energy stand- 
ardizing a term which is not acceptable 
to the whole industry. Such methods 
are discouraging and confusing to us 
within the industry, so how much more 
confusing it must be to the average 
housewife. 

Likewise some of the demonstrations 
of electrical appliances which are in- 
tended to impress women are most 
amusing. Do you think that corn starch 
sprinkled on a brand new rug gives a 
satisfactory demonstration of what a 
vacuum cleaner will do for the house- 
wife? 

If I wanted to really impress a wom- 
an with its ‘efficiency I’d get a well worn 
bit of carpet and I'd get some real 
dirt—sand and grit—the kind that chil- 
dren track in on their feet after school 
and I’d sprinkle moist talcum powder 
on it too—the kind a husband leaves 
on the bath room rug after shaving— 
and some lint and hair combings. Per- 
haps the cleaner won't take all this up 
the first time, but to a sensible house- 
wife this very fact will be more con- 
Vincing, than, if,.you had it draw in some 
hice clean corn starch from a brand 
new rug. 
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The woman who is giving her clean- 
ing problem real thought will be very 
much more interested if the machine 
shows its qualifications on some real 
dirt. And even if the other fellow 
makes quicker sales—think of the come- 
back. Wouldn’t you rather sell Mrs. 
Jones a cleaner on its actual cleaning 
merits than sell Mrs. Brown a cleaner 
on trick methods and have Mrs. Jones 
singing the praises of her cleaner and 
all it will do and has done to simplify 
her cleaning problem instead of having 
Mrs. Brown knocking her cleaner—and 
all vacuum cleaners for that matter— 
just because the one she bought was 
only suitable for clean dirt and new 
carpets? 


Wash Clothes Having Real Dirt 


And when selling washing machines 
—don’t take a dainty bit of lingerie and 
some lace blouses and circulate them 
around in clear, foamy water. Get two 
or three soiled towels—a pair of Boy 
Scout’s trousers, if possible—some 
really soiled garments if you want to 
make the demonstration effective. Don’t 
tell women they have only to toss all 
the clothes into the washer—turn on 
the current, and hang them on the line. 
The washing routine has not been 
changed one iota by the advent of the 
electric washing machine—it has been 
shortened and relieved of its drudgery 
but the routine itself is much the same. 

Soaking clothes for an hour or two 
in cold water is just as desirable with 
an electric washing machine as it ever 
was. Ninety percent of the dirt on 
clothes dissolves in cold water. There- 
fore, after soaking the clothes, putting 
them in the hot suds in the washer for 
a few minutes is all that is required to 
wash them clean. 

Point out that every piece in the 
washer is being thoroughly washed, all 
the time it is in operation and that the 
water is much hotter than any woman 
could possibly put her hands in. These 
are the points to stress when selling 
washing machines but don’t tell a 
housekeeper that she has only to toss a 
whole week’s wash into the machine and 
that it will come out Phoebe Snow fash- 
ion in two or three seconds. 

The housewife has much more inside 
information about the family wash than 
you have and she isn’t impressed with 
such extravagant and obviously impos- 
sible statements. Insist that the wash- 
ing process has been shortened by the 
use of the electric washer and entirely 
freed of its drudgery but don’t promise 
miracles or claim that the whole week’s 
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wash can be done by the mere pressing 
of a button. 

And the same methods hold good with 
the ironing machine. The first models 
on the market were only suitable for 
flat work, but the new models—those 
with the ruffler attachment—are cap- 
able of doing 98 percent of the family 
ironing. But don’t promise 100 percent 
—admit that 2 percent of the most in- 
tricate pieces should ‘be done by hand 
with the electric iron. Be reasonable 
—these devices don’t perform miracles 
and women know it. 

Sometimes I wonder whether dealers 
have not claimed all these extravagant 
things for appliances to make quick 
sales and save themselves the trouble 
of proper demonstration. It is my firm 
conviction that if sales are made pro- 
perly there is little need for service. I 
have a draft of a letter here which | 
would send out with the sale of each 
major appliance—and I’d address it 
to the man of the house—not just in 
these words perhaps but something like 
this: 

Dear Mr. Jones: 

We have just installed an electric Ironer in 
your home after a thorough demonstration 
to Mrs. Jones, who by the way has shown 
unusual aptitude in the use of the machine. 

However, as women are never quite as fa- 
miliar with mechanical devices as men, we 
are wondering whether you would be willing 
to look the machine over now and then to 
make sure everything is running smoothly. 
Of course, if there is anything you yourself 
would like explained or demonstrated, we will 
be glad to send a salesman to your home at 
your convenience, 

This sort of letter is almost sure to 
cinch the matter. In the first place 
Mrs. Jones is pleased and flattered at 
your saying that she showed “unusual 
aptitude” in handling the machine. 
Mr. Jones, on the other hand, is all 
puffed up at your intimation that being 
a man, he of course knows more about 
the machine than Mrs. Jones ever could 
—and you may be sure they will man- 
age to find some excuse to bring the 
salesman out to their home to show off 
before each other—and if the salesman 
is on his job he will take advantage of 
this opportunity to sell add‘tional ap- 
pliances, a sewing machine, refrigerator 
or whatever they happen to be in the 
market for. 

Salesmen for electrical equipment 
should not lose track of the personal 
equation. They have limitless oppor- 
tunities to make a personal appeal and 
thus create no end of goodwill. Why 
not send an electric fan to your local 
hospital this weather—to the children’s 
ward perhaps. You'll get no end of 
publicity for your thoughtfulness and: 
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when the purchasing agent is in the 
market for things electrical he is sure 
to give you prior consideration. 

When there’s a church supper or fes- 
tival and the ladies of the congregation 
send their best table cloths, invite them 
them to store to be 


to return your 


washed and ironed electrically. Invite 
them down to see the job done. I am 
sure any woman who has stood two or 
table cloth 
will be sold an ironing machine on the 
the cloth 
five minutes. 


three hours over a_ linen 


spot—seeing how beautifully 


is ironed in four or 

We cannot begin to estimate the value 
of goodwill, and yet it has been my 
personal experience that the electrical 
been indifferent as to the 


dealer has 


impression he has given his customers. 


Dealer Busy 


was tco 


\ woman friend of mine had occas- 
ion to call up her local dealer recently 
because the dishwasher was grounded, 
and he very calmly told her that all his 
men were busy with a big sales cam 
paign and he couldn't send her anybody 
for three or four days. Whereupon this 
woman promptly told him that he might 
better keep the machines already sold in 
working order rather than bend all his 
efforts to selling additional machines 
on which he was unwilling to render 
proper service. 

Likewise the editor of a woman’s 
magazine told me recently that she took 
her coffee percolator to be repaired by 
the electrical dealer in her neighbor- 
hood and was told in rather a surly 
tone that is was too small a job for him 
to bother with and that she had better 
take it to the store where she bought 
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it. It so happened that this was an 
uptown department store and it was 
ne arly two weeks before ‘t was returned 
to her. Meanwhile she said she got 
used to making coffee on the gas stove 
end now she only uses the electric per- 
colator when she has company. 

This incident in itself may seem tri- 
vial. but being the editor of a woman’s 
hundred 
she has 


magazine which into a 


goes 


thousand homes each month, 
plenty of opportunity to air her views, 
and | have reason to think that her atti- 
tude toward electrical household equip- 
ment has been colored by this lack of 
service on the part of her local dealer. 

Of course | realize that many of you 
have unreasonable demands made upon 
you, but let’s try to be more tolerant in 
the future and endeavor to get the 
housewife’s point of view. You people 
mouth” is 
the best kind of advertising should re- 


member that wonem are great talkers 


who believe that “word of 


and if you please them and render satis- 
factory service you will profit in the 
long run. 


How to Attract Business 


There are endless ways and means 
of attracting business but don’t lose 
track of the fact that increasing appli- 
ance sales is not nearly so important as 
increasing the use of those already in- 
stalled. Don’t be over anxious to get 
new customers unless your old custo- 
mers are boosting your equipment. It 
is well to call on these old customers 
now and then and find out whether the 
equipment you sold them last year or 
the year before is being used and giving 
satisfaction. You will find this a much 
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bigger job than you anticipate but if 
you stick to it until these customers are 
operating equipment with efficiency and 
enthusiasm you will find it lots easier 
As a matter of 
fact all of your customers will become 
your salesmen. Don’t think that your 
obligation ends as soon as the appliance 
is wrapped up and passed over the 
counter—i* 


to get new business. 


is just beginning. 
Give Helpful Service 


Most salesmen shy at the word “ser- 
that lack of 


service on household equipment is pre- 


vice” and yet I believe 
cipitating a crisis in this very lucrative 
branch of the electrical industry. What 
are we going to do about it? Personal- 
ly I would recommend that you decide 
once and for all whether or not you 
want to boom this end of your business, 
and then act accordingly. 

If you have a profitable contracting 
business that claims most of your time 
and attention I advise you to concen- 
trate on contracting and sell out at cost 
or give away the few dusty percolators 
and toasters that adorn the counter in 
the front of your store. 

If on the other hand you have a lik- 
ing for selling and are willing to furn- 
ish a reasonable amount of service with 
every sale, | recommend that you clear 
a portion of your store or add a new 
show room where the appliances may 
be installed and operated; where the 
housewife may be taught to operate 
them with efficiency and skill; where 
she may bring her cooking, cleaning 
and laundry problems; and where our 
dream of electrical housekeeping may 
be realized. 


Business 


the 


Use of Proper Displays Backed by Advertising 


R. J. Heaney of the General Electric 
Company, in an_ interesting article 
which appeared several months ago in 
The Electragist, started out with “A fan 
for every room.” While his article in 
the main referred to selling fans for 
every room in a hotel, the idea would be 
equally applicable to fans for the home. 
Mr. Heaney dwelt on the selling points 
of fans such are their low cost of op- 
eration and their convenience. His ar- 
ticle was a very stimulating one, and 
must have put the idea of strongly 
pushing fans into the head of many 
dealers. The purpose of the following 


article is to show just how some of the 
dealers went to work to follow out his 
suggestions, and it outlines some of 
the best newspaper advertising and win- 
dow displays that were gotten out to 
call the attention of the public to elec- 
tric fans. 

Advertising nowadays to get results 
must first be catchy—to attract at- 
tention—and give the reader some real 
definite information. Stereotyped gen- 
eralities will sell nothing these days. 
There are too many modern advertising 
writers who have a knack of saying 
multum in parvo for the reader to waste 


his time reading an announcement that 
tells nothing save the name of the firm 
and the article advertised. 

Mr. Heaney stressed the low cost of 
the operation of a fan, and this point 
was brought out very effectively by the 
Citizens Gas and Electric Company of 
Iowa, that showed two old fashioned 
wood cuts of a man shoveling coal, and 
enjoying the breeze of a fan. The ad 
was captioned: 

What did it Cost You to Keep 
Warm Last Winter? 
You Can Keep Cool for Seven 
Cents a Day. 
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One Could not Help Feeling Cool just to Look at This Fan Display of The Lighthouse, 


i 





Inc., Seattle 


The McGraw Company, Omaha, 
Nebr. was another concern that played 
up the moderate cost of operating a fan, 
its ad with a cut of a whirling fan 
reading: 

It may be Ninety in the Shade 
but the Old Fan Blows Like 
Sixty. 

It isn’t always the firms in the largest 
cities who get out the best and most 
convincing advertising. For the sug- 
gestion of solid comfort it would be 
hard to beat the ad of the Southern 
Illinois Light & Power Company, Gil- 
lespie, Ill. It showed a bathing nymph 
and a whirring fan: 


WE CAN'T ALL SPEND THE 
SUMMER AT THE SEA- 
SHORE, BUT— 


there is no reason why every- 
one should not enjoy cooling 
breezes in his own home, of- 
fice or shop._ 

Let us show you an Electric 


Fan. 


A couple of excellent fan ads were 
run by St. Louis and Chicago firms. 
The Union Electric Company, St. Louis, 
Mo., showed a with 
furniture, and a young couple enjoying 
the breeze. 


veranda wicker 
The thought was so entic- 
ing that the brief caption “You don’t 
HAVE TO suffer from the heat,” to- 
gether with the announcement of the 
price, sent scores of people to the of- 
fice when the first hot days come along. 

A quaint ad run by the Common- 
wealth Edison Electric Shops, Chicago, 


showed a sailor of the fifteenth cen- 
tury and a modern office, captioned. 


COLUMBUS LOST THIRTY 
DAYS WHISTLING 
FOR A BREEZE 
YOU NEEDN'T LOSE A 
- MINUTE—TELEPHONE 
FOR A_ FAN 


Two or three ads captioned as above 
are sure to increase your fan sales im- 
mensely, for they are interesting enough 
to catch the eye of the casual reader, 
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and they hint at the why. and the how 
of fan comfort so clearly that they can- 
not fail to impress all who read. 

Every newspaper ad should be back- 
ed up by appropriate newspaper dis- 
play, so that the patrons who read about 
the fans in the morning papers at home 
will see these same fans when they come 
to town later in the day. 

The Commonwealth Edison Electric 
Shops, mentioned just above, called in- 
stant attention to their fans by their 
catchy display.- In one corner was a 
palm tree, with electric fans all round 
it, and beside each a blue card lettered 
in white, “Keep your home cool all 
summer with an electric fan—the cost 
is trifling compared with the winter 
cost of heat;” “A sick room necessity. 
Fans hasten recovery by keeping the air 
fresh and pure;” “Fans are a blessing 
on sultry nights;” “Guard baby from 
hot weather by using a fan in the nur- 
sery;” To the wall were fastened two 
cardboard cutouts of an auto full of 
joy riders, the cardboard wheels of 
which were kept in rapid revolution, 
while painted on the sides was the slo- 
gan, “60 miles an hour with an electric 
fan.” 

The Neilson-Smith Company, Santa 
Barbara, Calif., showed on the polished 
floor a billowy mass of green velvet, 
and a half dozen whirring electric fans 
of different types, each with a card tell- 
ing of its merits. 

The Lighthouse, Inc., Seattle, Wash., 
made the spectator feel cool just to 
look at its display. The floor was 





This Fan Display Setting Brought Many Admirers Within the Store of the Common- 
wealth Edison Company at Chicago 
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The Southern California Electric Co. Placed a Push Button Outside its Window and 
Invited Passersby to Push it and Thus Start All the Fans Going 


covered with billows of white cloth, and 
over a mound were masses of fluffy cot- 
ton to represent heaps of snow. In the 
midst was a whizzing fan, and two 
cards down front suggested: “Electric 
Fans cost but a trifle to operate, and 
return a wealth of cooling comfort.” 
Auto necessities were shown on panels 
in the rear, and a long card advised 
“Largest Exclusive Electrical Appli- 
ance Business West of the Rocky Moun- 
tains.” 

The Southern California Electric 
Company, Los Angeles, Calif., catered 
to the almost universal desire of not 
only “wanting to see the wheels go 
round,” but of making them go. On 
the outside of its big window was a 
push button, with the card: “Run the 
Electric Appliances by Means of Wire- 
less Control,” and a hand pointing to 
the control, with the words “Push the 
Button.” The display was backed with 
a large flag, and included a sewing 
machine, an electric motor, and a num- 
ber of fans to each of which a flag was 
attached. The temptation to press the 
button and start everything going was 
almost irresistable, and the coolness 
engendered by the revolution of the half 
dozen fans, turned all thoughts towards 
the comfort of having such a fan in 
one’s own home or office. 


Make arrangements NOW to attend 
the big A. E. I. Annual Convention at 
Washington during the weeks of Octo- 
ber 8. Everybody’s going. 


Board of Trade Progressing 


New Electrical Body of New York Issues 
Tentative Aims 


Within the brief period of its exist- 
ence the Electrical Board of Trade of 
New York has created a definite place 
for itself among the organizations of the 
electrical industry. An office staff under 
the supervision of Secretary John 
Macintyre finds the volume of work 
daily increasing and the business pub- 
lic of New York has constant occasion 
to request information which it could 
not secure heretofore by reason of the 
fact that no local organization existed 
having the purposes for which this 
body is created. 

Since the constitutional canons of 
this Board of Trade were outlined in 
last month’s issue of THE ELECTRAGIST. 
a statement of tentative aims has been 
published. These aims are as follows: 

1. To represent the entire electrical in- 
dustry of New York City in all matters 
wherein proposed legislation may effect its 
relations with the City of New York or any 
of its departments, or may effect its relations 
with the Board of Underwriters and to see 


that the interests of the electrical industry 
are properly safeguarded. 


2. To coordinate generally all the activ- 
ities of the various branches of the industry, 
in order that no individual branch shall en- 
gage in any activities that will interfere with 
or demoralize any other branch of thé in- 
dustry. 

3. To provide a method of cooperative 
and coordinated advertising, with a view to 
accomplishing more far-reaching results and, 
at the same time economizing in expendi- 
ture. 

4. To take up the problems of business 





Vol. 22, No. 10 


and of distribution of the individual branches 
of the industry, through the Board of Goy- 
ernors by whom all sides can be heard so 
that a proper disposition of the problems 
may be made. 


5. To maintain a complete record of ar. 
ticles and materials manufactured and dealt 
in, not only by members, but by all manu- 
facturers and dealers, no matter where lo- 
cated. 


6. To establish a bureau of employment 
so that any competent person—from office boy 
to president—may file an application for em- 
ployment with the bureau, thus saving both 
employee and employer time and money in 
finding each other. The plan further con- 
templating that a reference from the Board 
will be a thoroughly investigated reference 
and one that can be entirely relied upon. 


7. To establish methods of carrying on 
the various types of business with a view to 
stabilizing conditions, i. e., attempting to see 
to it that methods of doing business are of 
such a type as to meet with the approval 
of the public at large, it being distinctly 
understood that this does not in any way mean 
fixing of prices or the maintaining of any 
form of combination. 


8. To maintain a complete and up-to-date 
mailing list sub-divided according to types of 
business and territory, with all the machin- 
ery for rapidly and economically distribu- 
ting information, the idea being that, instead 
of each member being compelled to assem- 
ble and maintain a complete mailing list, this 
work could be taken over by the Board, and 
the mailing out of materials be handled by 
the Board for the members. 

9. To establish a credit department for 
furnishing general credit information to the 
members, preferably the taking over of the 
present New York Electrical Credit Associa- 
tion and organizing it as a department of the 
Board under the present credit manager, thus 
eliminating one set of expenses and expand- 
ing the work of the Credit Association to 
cover the membership of the Board without 
additional expense. 

10. To establish a bureau so that un- 
known inventors, who are now unable to mar- 
ket their inventions, may file the same with 
the Board, and that an experienced commit- 
tee of the Board with the knowledge of per- 
sons in the industry who might be interested 
in such inventions, would attempt to bring 
inventors and interested concerns together. 

ll. To establish a standing Arbitration 
Committee, consisting of the best judicial 
minds in the various lines of the Industry, 
so that a controversy or disagreement between 
any members or between members and those 
not members could be quickly referred to 
three such arbitrators, thereby having differ- 
ences settled by men skilled in the line in 
which the controversy arises, these men hav- 
ing a knowledge of every angle and ramif- 
cation of the business. 

12. To establish a bureau so that any 
member with a surplus of raw or finished 
materials could be brought in touch quickly 
with those in need of such materials. 

13. Establishing an advisory committee of 
experienced and competent business men in 
the line to give business advice to such con- 
cerns as might apply for such advice or even, 
possibly, citing a concern before such com- 
mittee if, in the judgment of the Board, it is 
necessary to do so for the benefit of the 
industry. 

14. To remedy and improve the present 
bankruptcy methods and laws which now re- 
sult almost invariably in a complete loss of 
property to the creditors with a gain only to 
a certain few, and to establish machinery for 
economically and properly handling business 
failures in the industry. 

15. To maintain a bureau for statistical 
information as to volume of business of va- 
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rious kinds in sight, condition of the raw 
and finished material markets, etc. 

16. To maintain a permanent exposition 
of interesting modern electrical devices and 
also, if possible, to maintain a museum cover- 
ing the original models and early inventions 
so as to preserve such materials for the gen- 
erations to follow. 

17. To maintain a bureau of investigation 
of illegal businesses and particularly to fol- 
low up, expose and punish those lending 
themselves to furthering of the sale of stolen 
materials and socalled dishonest failures. 

18. To make the Electrical Board of Trade 
the headquarters not only for New York men 
and members, but the New York headquar- 
ters for all in the Electrical Industry, no 
matter where located. 

19. To establish a standing in the Elec- 
trical business community for all firms hold- 
ing membership in the Board of Trade and 
to bring about as rapidly as possible a con- 
dition where no firm or corporation can re- 
main a member that does not conduct its 
business affairs and its relations with mem- 
bers or the public along lines of fair deal- 
ing and sane business, and in a way to re- 
flect creditably upon the industry. 

20. Finally, to set up an institution in the 
City of New York representative of the best 
talent and brains in the electrical industry 
in both a technical and business way,—an 
institution so representative of the Electrical 
Industry as one of the leading industries of 
the city that the citizens of the city will 
recognize it and point to it with pride. 


A. E. I. Convention Features 


Electrical Play and Sectional Conference 
to Mavk Big Affair 


Many pleasant surprises are in store 
for those who attended the annual con- 
vention of the Association of Electra- 
gists—International at Washington, D. 
C., during the week of October 8. In 
addition to the presentation of impor- 
tant addresses by well known author- 
ities and the transaction of internation- 
al electrical business the convention 
sessions will bring forth unique fea- 
tures never before conducted at an an- 
nual affair of this body. 

A three act play written by Thomas 
F. Chantler of the Society for Electri- 
cal Development will be presented by 
local members of the electrical fratern- 
ity in Washington, which it is under- 
stood will far surpass anything of that 
character ever attempted. Not only will 
this year’s performance prove a master 
production from a dramatic standpoint 
but it will tell a story of great business 
significance to all electrical men, and 
electragists in particular. 

The play portrays significant side 
lights on practically every important 
phase of the business of electrical con- 
tracting and retailing. It points out 


in most pertinent fashion the folly of 
underbidding, job skimping, Code dodg- 
ing, unfair competition, and a whole 
lct of similar evil practices, and con- 
clusively demonstrates that under any 
circumstances the employment of elec- 
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tragist’s standards will prove the most 
successful ultimately. The performan- 
ce is most enticing with #s disclosure 
of romance, mystery anc comedy all 
combined. ' 

Sectional conferences will form an 
unusual feature of this year’s conven- 
tion program of the A.E.].—the twenty- 
third annual affair. By sectional con- 
ferences is meant the holding of group 
discussions in the form of debates on 
subjects of vital concern to the electri- 
cal industry. An acknowledged author- 
ity will discuss from his angle a_cer- 
tain subject annouced in advance, and 
after his presentation an opposite angle 
will be presented by another authority. 
Everybody will have an opportunity to 
express his opinion on the subject, and 
in this way it is hoped that helpful 
conclusions may be drawn concerning 
subjects of vital importance to the wel- 
fare of the electrical industry. 


These group discussions will in a 
large measure dispense with a number 
of the addresses which are customarily 
given at conventions, designed to be of 
an inspirational nature, but which it 
is felt may be omitted in favor of the 
taking up of more definitely helpful 
discussions to be indulged in by all in 
attendance. 

Leagues, state and local associations, 
and other groups within the electrical 
industry are urged to take up the mat- 
ter of sending delegates to this con- 
vention at the expense of the organiza- 
tion represented. It is announced that 
this plan was tried last year by a num- 
ber of local groups with most gratifying 
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results. Since the number of leagues and 
local groups of all kinds in the elec- 
trical industry has greatly increased 
during the past year, each of these or- 
ganizations should find it profitable to 
be officially represented at this year’s 
annual convention of the Association 
of Electragists. 

Make a note of the time and place— 
the week of October 8, at Washington, 
D. C. An ideal time and place for the 


final vacation of the year. 


To Assist Hoover 

Dr. A. S. McAllister, engineer physi- 
cist of the U. S. Bureau of Standards, 
has been recalled to Washington for 
special work by Secretary of Com- 
merce Herbert Hoover. During the past 
two vears Dr. McAllister has been 
liaison officer of that Bureau and of the 
Federal Snecifications Board, and has 
been assigned to the headquarters of 
the American Engineering Standards 
Committee at New York City. 


Two Billion Candle Power 


An electric lighthouse of two billion 
candlepower is being built at Dijon, 
France, to mark the Paris-Algiers route 
for aeroplanes flying between the two 
cities. 

The guiding lights are produced by 
electric arcs set behind two groups of 
four lenses each, which focus and con- 
centrate the beams. The lights, which 
are set at the top of a thirty-foot tower, 
wil! be visible for nearly two hundred 
miles. 





The Great Assembly Hall of the Convention Hotel Where the Electrical Play Will be 
Given was Converted into a Restaurant De Luxe at the Time This Photograph was Taken 
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Chats on the National Electrical Code 
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Monthly Discussion of National Electrical Code Practices by Well 
Known Authority in Charge of Electrical Inspection, City of New York 


No Flat Armored Cable in Gains in 
Floor Beams 

Whenever a new wiring product ap- 
pears, somebody sets out to misapply it. 
Flat armored cable has come upon the 
market and very convenient 
wiring method for use where the plaster 


offers a 


inch and where 
such thickness would not properly cover 
the round cable. The fat 
armored cable is obviously not suited 


coating is not over *4 
armored 


to placing in gains in floor beams be- 
cause it presents a Mat surface which 
will not turn a nail driven through the 
flooring. And yet several contractors 
have done this very thing and have 
seemed surprised when we directed them 
to reroute the cable or 
steel plate shields. 


with 
The round armored 
cable, laid loosely in a gain, will gen- 


cover it 


erally turn the nail point or slip away 
from it, owing to the rounded surface 
of the armor. 


Unfused Wires Leading From Sealed 
Service Cabinets 


It has been the immemorial practice 
of most inspection departments to waive 
literal compliance with No. 23b in the 
case of taps not more than 18 inches 
long leading from risers to distributing 
panels. Here the tap need be merely 
large enough to carry the load of the 
panel, irrespective of the size of the 
riser. The practice of the 
fact that risers were generally located 
in shafts while the panels were outside 
the shafts, and since no one approved of 
placing heavy fused branch blocks in 
the shaft, the top had to be left un- 
the 


grew out 


protected between the riser and 
panel. 

In cases where a sealed meter cabinet 
containing fuses of presumably not less 
than 30 amperes capacity (because the 
lighting company will not bother with 
anything smaller) we require either that 
the line leading from the sealed cabinet 
be not less than No. 10, or that a main 
line cutout be placed next to the sealed 
cabinet, so that we may see at any time 
that No. 14 or No. 12 wire is not being 


overfused; and in this case we have 
always recognized the 18 inch excep- 
tion. 

But a study of the situation has 


shown that in many cases the 18 inch 
allowance is not sufhcient to insure a 


good job: so we have agreed not to 
lodge violations of unfused (or improp- 
fused ) the 
wires are not over 36 inches long, if 
this distance is necessary between the 
sealed cabinet and a suitable location 


ery wires in cases where 


for the unsealed main line cutoui. 
Size of Sub-service Wires 

The Code calls for service wires not 
smaller than No. 10 if of soft copper 
(medium and hard drawn 0-600 volt 
rubber covered not being generally kept 
in stock), rubber-covered wire being re- 
quired for the entrance. It is common 
practice to feed a number of houses— 
generally not more than five—in a row 
by means of a main service leading 
from the street main to the most con- 
venient point of attachment to 
house and then run a bus line of sub- 
service in conduit along the front of the 
row, tapping off at each house. This 
sub-service must be considered as part 
of the service, and as such camnot con- 
sist of wires smaller than No. 10. 


one 





Violations on Old Equipments 

It is a little hard to explain to a new 
inspector just what standards to em- 
ploy in resurveying old equipments. Of 
course in the case of wiring methods 
which we no longer approve such as 
wooden raceway and knob and _ tube 
work—we direct that no notice be taken 
of slight deterioration, but that viola- 
tion he confined to real defects. Here 
experience is necessary, and the new in- 
spector can learn to judge these jobs, 
not by the Code, but by trailing along 
with an old-time inspector who will in- 
dicate just what to ignore and what to 
report. 


Old % Inch Conduit 


Many old jobs consist of %g inch 
conduit, installed at a time when outlet 
boxes were not considered necessary. 
Occasionally the wiring in such con- 
duit must be renewed; and the question 
arises whether new wire can be drawn 
into the old conduit which is smaller 
than is now permitted by the Code. Of 
course; if the conduit is in good condi- 
tion we hardly order it to be thrown 
But we do require that special 
attention be paid to the boxless outlets, 
so that the wires will be protected by 


away. 


some sort of bushing at the conduit 

ends. We find that it is very difficult to 

install boxes on these old jobs, so we 

waive the point. 

Why Is Spliced Flexible Cord Not 
Permitted ? 

Many persons seem not to under- 
stand why an inspection department con- 
demns spliced flexible cord; and many 
inspectors are unable to offer a satis- 
factory explanation. Experience has 
shown that spliced cord almost invari- 
ably breaks down at the splice, either be- 
cause of lack of flexibility at this point, 
or because the tape comes loose and 
fails to afford the requisite insulation. 





Special Rectangular Conduit 

Occasionally it is found to be difhi- 
cult to apply Code requirements to spe- 
cial conditions. Recently a case arose 
where it was desired to wire for a num- 
ber of show cases located in handsome 
quarters where portable cord would be 
objectionable on account of appearance 
and also because of the probability of 
mechanical injury. To channel the 
floor was quite impracticable under the 
circumstances. 

The contractor finally found that he 
could obtain a rectangular section brass 
tubing 14x14 inch, external dimensions, 
having a wall thickness of 1/16 inch. 
This would lie flush with the surface of 
the linoleum floor covering, would be 
substantial enough to withstand foot- 
steps and would have an internal area 
suficient to accommodate extra 
heavy insulated No. 14 flexible cord. 

We are going to permit an experi- 
mental installation of this nature, with 
the understanding that the ends of the 
tubing are to be upturned 3 inches 
under the cases, and are to be prop- 
erly secured to outlet boxes. 


two 


Grounding Direct Current Neutrals 


An inspector who has been operating 
in alternating current territory and is 
shifted into a direct current district is 
ap: to call for the greunding of the 
neutral at The mistake 
is excusable the first time it happens. 
No. 15Ad calls for the grounding of 
direct current systems at the stations, 


each service. 


“but not at individual services or with- 
in buildings served.” 
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The Licensing of Electrical Contractors 


[NOTE: At the annual meeting of the New 
York State Association of Electrical 
Contractors and Dealers held in June 
in conjunction with the Eastern Divi- 
sional convention of the A. E. L., the 
question of licensing contractors was 
largely discussed. The subject is be- 
lieved to be of such importance that it 
should merit frank and full discussion 
through the columns of THE ELEC- 
TRAGIST. | 


Beginning with this issue then various 
opinions will be published in regard to 
this practice. Readers in all parts of 
the United States and Canada are in- 
vited and urged to submit their views 
either for or against it, as in this way 
it is hoped that the most satisfactory 
courses of action to pursue may be as- 
certained with reference to states, 
provinces, and cities.—The Editor. ] 
The first expression of opinion to be 

published on this subject is from J. P. 
Ryan, former secretary of the New York 
State Association, and who has been for 
many years an active worker in organ- 
ization matters in the contractor-dealer 
branch of the electrical industry. He 
writes to Secretary Farquson Johnson of 
the Association of Electragists as fol- 
lows, and the article mentioned is also 
appended: 


Dear Mr. Johnson: 

I have your recent letter and note the 
discussion which took place at the 
Pittsfield meeting, and also Mr. Jo- 
seph’s suggestion relative to an article 
referring to State and City licensing for 
electrical contractors. This seems to be 
a perennial question and one on which 
I have expressed my opinion so fre- 
quently that I doubt very seriously if 
any further comments of mine would 
be of interest. However, I am enclos- 
ing copy of an article dated April 23, 
1921, which is self explanatory. As I 
recall it, this appeared in five of the 
trade magazines in May of that year. 

The reference in the second para- 
graph to the districts in New York 
State in which this question was being 
agitated at that time is somewhat obso- 
lete. However, in reading over the 
copy after this lapse of time I think it 
is at least expressive of my views on 
the subject. I might add that our ex- 
per-ence during the past two years under 
the license ordinance in New York City 
prompts me to say that the conditions in 
reference to licensing are not improv- 
ing and are, in my opinion at least, be- 
coming more cumbersome as time goes 


by. 


All Readers Are Urged to Submit Their 
Views Pro and Con on This Subject 


Licensing essentially implies politics, 
and as the state is larger and more cum- 
bersome than any of its municipalities, 
in my opinion a state license law would 
probably be less practical and satisfac- 
tory than a municipal law. There is of 
course one thing to be said in its favor. 
that if a state license law were enacted 
it would in all probability be uniform 
for all parts of the state. However, it 
is obvious that the enactment of a li- 
cense law should predicate a condition 
under which holders of licenses could 
be punished. No such law exists in the 
State of New York, at least. and the 
many discussions which I have heard 
on this subject point to the fact that 
the enactment of the National Electrical 
Code making a state law, while it would 
provide an instrumentality for such 
punishment, could not be considered by 
the state legislature, and in the absence 
of this fundamental law, a state license 
law would simply provide for the issu- 
ing of licenses and provide no funda- 
mental conditions under which the hold- 
ers of licenses could be held account- 
able. 

The attorneys who drafted Chapter 
9 of the Code of Ordinances for the 
City of New York evidently had this in 
mind and included the entire code in 
the ordinance, which in theory at least 
seems logical. 

This New York City ordinance was 
enacted in 1915 and has cost the elec- 
trical industry in the Metropolitan Dis- 
trict in round figures $500,000 for 
which no useful service to the industry 
has been performed. 

Having been a member of the license 
board since the enactment of the law 
and having attended practically all of 
the 341 meetings of the board, it is my 
candid opinion that the better class of 
contractors in the Metropolitan District 
would be much better off if the entire 
law were repealed, and in my opinion 
a state law would be more subject to 
politics with all that the term implies 
and would be more unsatisfactory, ex- 
pensive and cumbersome than _ the 
Metropolitan ordinance has proved to 
be. 

This letter together with the attached 
copy is simply a hurried resume of 
the conditions. It does not by any 
means do justice to this important sub- 
ject. Please note that you are at liberty 


to publish such parts as your discre- 
tion may dictate. 


[Signed] J. P. Ryan. 


The publication in the Electrical Re- 
view of April 9th, 1921, of the proposed 
Chicago City ordinance to regulate the 
sale, installations and use of electrical 
devices together with the editorial com- 
ment should, it seems to me, have a 
tendency to impress the electrical in- 
dustry with the importance, not to say 
the dangers, of this class of legislation 
to the electrical industry. The follow- 
ing extract from the minutes of a meet- 
ing of the board of managers of the 
New York State Association of Elec- 
trical Contractors and Dealers, held in 
Albany on April 13, 1921, will it is 
hoped have a tendency to concentrate 
the attention of the industry on condi- 
tions with which they seem to be con- 
fronted, which should have a serious 
consideration: 


The reports submitted by the mem- 
bers present and by the secretary indi- 
cated considerable activities in various 
districts with a view to legislation by 
the municipalities relative to licensing 
electrical contractors. The subject in 
various forms is now under consider- 
ation in Binghamton, Buffalo, Roches- 
ter, Syracuse, Watertown, Yonkers and 
New York City. Information available 
would indicate that no two districts or 
municipalities are considering similar 
arrangements, and it is to be feared 
that if this important subject is han- 
dled in this miscellaneous way, that it 
will resuit in a welter of rules and reg- 
ulations which will be contradictory and 
obviously embarrassing to contractors 
in attempting to execute work in differ- 
ent localities which will essentially re- 
sult in retarding our important and 
growing industry. It will undoubtedly 
have a tendency to bring about muni- 
cipal inspections which will be a dupli- 
cation of the present inspection system 
and result in controversies over the in- 
terpretation of rulings which will inevit- 
ably cause delays and expense to con- 
tractors in the execution of their work. 

Statistics indicate that 
where such laws exist, particularly in 
New York and Chicago, they have 
proved serious detriment and involved 
an expense to the contractors for which 
no adequate service has been rendered. 


available 








26 


The fundamental idea in the minds of 
contractors on this subject seems to be 
that the industry is suffering from the 
amount of work that is being done by 
others than those legitimately engaged 
in the contracting business. While this 
may be true, it is a serious question 
whether or not any license legislation 
will have any tendency whatever to ob- 
viate this condition. Such a law was 
enacted in New York City during 1914 
making the National Code a City Or- 
dinance, creating a license board and 
licensing of Over five 
years experience proves conclusively 


contractors, 


that there is a larger percentage of ir- 
responsible socalled contractors in 
business in the territory covered by this 
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ordinance than in any other section of 
the country. 


Only a Technical Standard 


It has been found impossible to set 
up any standard of qualification other 
than a technical one, and while it is to 
be regretted it is a statement of fact that 
in many cases the irresponsible man 
who makes a study of the Code with a 
view to circumventing it, makes a bet- 
ter showing on an examination than 
the man who is conducting his business 
in a reputable way. This examination, 
however, seems to be the only standard 
available, and all who qualify are neces- 
sarily granted licenses and are placed 
on equal footing. 
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This places the responsible contract- 
or who has an organized business at a 
disadvantage, as the purchasing public 
logically concludes that licenses granted 
by legal authority and under a given 
standard should be certificates of com- 
petence in all respects, leaving only the 
question of the lowest bidder to be con- 
sidered. The necessary result in many 
cases is that work is given to those to- 
tally incapable of performing it prop- 
erly and rendering the service to which 
the purchaser is entitled resulting in 
dissatisfaction ‘on the part of the pur- 
chaser, who logically concludes that 
there seems to be no reliable standard 
by which the responsibility of those in 
electrical contracting can be judged. 


Helping the Motor Repair Business 


Georce P. SVENDSEN 


President of the Boustead Electric & Manufacturing Company, Minneapolis, 
Presents Valuable Suggestions to the Motor Repair Committee of the A. E. I. 


During the last few years the posi- 
tion of the motor repair shops has be- 
come of considerable more importance 
than it was in the past. With the rapid 
extension of motor drives and other 
uses of electricity in the industries the 
motor repair and rewinding business 
has grown to a point where it can be 
considered a separate and distinct 
branch of the electrical industry. Years 
ago motor repair work was usually 
taken as a sort of side line with the 
average contractor and dealer, but to- 
day you will find in every large city 
at least one or more companies who 
devote almost their entire efforts to this 
class of work. 

The motor repair shop is a little 
more fortunate than the average con- 
tractor and dealer in that it is not both- 
ered by curbstoners or similar competi- 
tion, as it takes an appreciable amount 
of capital to start up even the smallest 
kind of a repair shop owing to the 
equipment required and the diversity 
of stock necessary to give satisfactory 
service. This matter of service is the 
whole essence of the motor repair busi- 
ness, so that until recently the price has 
been only a secondary consideration 
and service has been the thing demand- 
ed from the repair shop above all other 
considerations. 


Many Problems to Solve. 


There are a great many problems 
confronting the motor repair shop that 
are almost impossible of solution by in- 


dividual efforts, but which I believe can 
be quickly worked out with the backing 
of a strong motor repair section in 
the Association of Electragists— ~Inter- 
national. An interchange of ideas and 
methods used in different shops would 
be a great help to all; such an inter- 
change would never get very far without 
some central body for a clearinghouse, 
and the inauguration of a Motor Repair 
Committee in the A.E.I. can be of great 
service to the industry. 

As a starter there is the matter of fig- 
uring costs and distributing overhead 
in a repair shop, which is an entirely 
different proposition from that con- 
fronting the electrical contractor. 

The big problem in the cost of motor 
repair work is the method of distribut- 
The flat per- 
centage basis used in construction work 
no longer works out in the shop, and 
the problem must be treated more from 
the angle of the manufacturer. 

The master printers through their 
national association have worked up 
some wonderful cost data, and their 
shop problems are very similar to those 
of the motor repair shops. This data 
covers the problem of charging the job 
with the cost of operating expensive 
machinery, as well as the operators’ 
time. A study of this data will no 
doubt help us to solve our problem of 
properly charging the cost of operating 
repair shop machinery which is spread 
so inequitably by any of the simple 
percentage schemes in common use. 


ing overhead expenses. 


Schedule of Prices. 


The first thing usually suggested by 
the average repair man is a schedule 
of rewinding prices, and while there is 
a need for such a schedule it is quite 
a problem to work out, and at the same 
time reaches toward the shakey ground 
of price fixing. Probably the best way 
to get a satisfactory price schedule will 
be to make a study of the factors enter- 
ing into repair costs somewhat along 
the lines of the Manual of Estimating 
produced by the A.E.I. I feel sure that 
such a Manuel of Costs for the motor 
repair shop would have the unanimous 
support of all motor repair men if it 
can be produced. 


There is a great deal of valuable 
technical information needed which can 
be gathered by the Motor Repair Com- 
mittee from various manufacturers. 
Many motor repair shops have accumu- 
lated considerable of this information 
which, however is more or less incom- 
plete on competitive lines, and the 
Association would therefore be an ex- 
cellent medium for getting out a very 
complete data book on motor repair 
subjects. 

A line of data which would be of 
interest to repair men would be a series 
of connection diagrams of some of the 
older and standard makes of apparatus 
such as compensators, starters, drum 
controllers, etc. Blue prints and dia- 
grams can doubtless be secured from 
the manufacturers through the Associ- 
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ation where the individual concern can- 
not get them. This information will 
be especially valuable on some of the 
older types of apparatus which are no 
longer in production and on which it 
is difficult to secure such information. 
Technical information regarding check- 
ing of designs or making changes in 
existing winding data and simple for- 
mulas for figuring pulley sizes, belt 
sizes, etc., would be of value to every 
motor repair shop. 


Data on Trade Practice. 


Besides the technical data needed 
there are questions of trade practices 
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which seriously affect the motor repair 
business of the country, and which need 
careful study and correction. As in- 
dividuals the motor repair men have 
been unable to remedy this situation, 
but through Association activities it is 
hoped that worth while results will be 
obtained. 

One of the greatest of these problems 
which is met with almost all over the 
country is the prevailing habit of the 
large motor manufacturers of elimin- 
ating the motor dealer by quoting deal- 
er prices direct to the consumer. The 
minute a motor job runs into any ap- 
preciable size the manufacturer bids 
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direct to the consumer with prices that 
in many cases are below the regular 
dealers’ costs. 

The Motor Repair Committee of the 
A.E.I. has before it some very valuable 
work to perform, and I believe it will 
have the enthusiastic backing of all the 
motor repair shops in the country. I 
have only suggested in this article a 
few of the many problems on which the 
motor repair men will welcome author- 
itative data and information. As the 
work progresses unquestionably many 
other and equally important activities 
will suggest themselves to the committee 
in charge of this work. 


Profitable Division Conventions Held 


Meetings of A. E. I. Officials Across the Country Were 
Well Attended by Electragists and Other Electrical Men 


Reports of all the Divisional conven- 
tions held up to the time of going to 
press indicated that each meeting was 
put on according to schedule by Presi- 
dent James R. Strong and Director 
Laurence W. Davis of the A. E. I., who 
are to end their nationwide trip early 
this month. Local interests had carried 
out the desired plans and preparations 
for the conventions and meetings not 
Divisional in each locality, and each 
gathering was as instructive and profit- 
able as it was interesting and enjoy- 
able. 

The second Divisional convention was 
held in Chicago on July 12 at the Hotel 
Sherman. This was for the benefit of 
members and non members of the Great 
Lakes Division. It was begun by a 
luncheon at noon, after which was in- 
troduced the Glad Hand Committee com- 
posed of a prominent representative 
from each of the cities of Chicago, Mil- 
waukee, Gary, Toledo and Battle Creek. 
A detailed account of this convention 
was sent in letter form to A. E. I. Sec- 
retary Farquson Johnson by J. Walter 
Collins, secretary of the Chicago Asso- 
ciation, and this is appended to the 
running report of all the Divisional con- 
ventions here given—be it noted that J. 
Walter is the present Ring Lardner of 
the big city by the lake. 

On July 13 the officials held a meet- 
ing in Omaha. Israel Lovett, the city 
electrician, who had been placed in 
charge of arrangements, had everything 
in readiness for a big affair, and a rep- 
resentative body of electrical interests 
were in attendance. The Carter Lake 


Club House was the place of meeting, 
which was begun after a dinner at six 
o'clock. A business meeting followed 
the speaking of the evening. 

The Mountain Division convention 
was held at the Albany Hotel in Denver 
on July 16. After a luncheon at 12:30 
members of the Glad Hand Committee 
were introduced as follows: J. W. 
Hancock, chairman, D. D. Sturgeon and 
Clark Rider. 

The convention session started at two 
o'clock with a paper on “Organiza- 
tion” by John F. Greenawalt, manager 
publicity, The Mountain States Tele- 
phone & Telegraph Company, which 
was read by his assistant, J. E. Moor- 
head, as Mr. Greenawalt was prevented 
from attending. 

President Strong, who presided, then 
introduced Arthur P. Peterson, western 
field representative of the A. E. 1., who 
spoke on the subject of “Residence Wir- 
ing Survey.” He outlined the work be- 
ing undertaken at the present time by 
the Association to compile accurate data 
on house wiring to the end that a man- 
ual may be printed similar in purpose 
to the Manual of Estimating which 
covers more extensive work. 

Laurence W. Davis, director of Pro- 
motion and Development of the A. E. I., 
presented the subject of “Estimating and 
Selling the Job,” during which he en- 
larged on the statements made by Mr. 
Peterson with reference to the pro- 
posed manual on house wiring. He ex- 
plained the method of using the Manual 
of Estimating. 

A banquet was given in the evening 


under the chairmanship of E. C. Head- 
rick, the principal address being made 
by President Strong. Dancing was en- 
joyed by all until midnight. 

From Denver President Strong and 
Director Davis journeyed over to Salt 
Lake City where a brief meeting was 
held on July 18. E. H. Eardley, a for- 
mer Executive Committeeman of the As- 
sociation, was in charge of arrange- 
ments, and it was unfortunate that on 
account of a long train delay the off- 
cials could stay but about an hour 
here. The Rocky Mountain Electrical 
League, whose headquarters are in Salt 
Lake City, codperated in a splendid 
manner with local electragists in order 
that this meeting might be a successful 
one. 

On July 20 the officials held an un- 
usually profitable convention in Los 
Angeles, representative of the southern 
part of the Pacific Division, under the 
auspices of the Electrical Contractors 
and Dealers Association of that city. It 
was felt previous to the meeting that 
the time was somewhat inopportune for 
the holding of such an affair on account 
of the likelihood of many electrical men 
being away on vacation, but the result 
of the gathering was quite satisfactory 
to all, the local interests as well as the 
A. E. I. officials themselves. Local As- 
sociation headquarters was the meeting 
place. 

The convention at San Francisco on 
July 23 covered the middle territory of 
the Pacific Division. A luncheon at 
noon was held in connection with a 
meeting of the Electrical Development 
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League of the city at which President 
Strong was the principal speaker. 

At two o clock the convention session 
was begun in Parlor A of the Palace 
Hotel, the first address being made by 
President Strong on “The New York 
City Movement, The Eidlitz Plan.” He 
explained the purpose of this move- 
ment and emphasized the importance of 
the far reaching influence which Mr. 
Eidlitz is effecting through it in the po- 
sition of Commissioner. 

Director Davis spoke on “Estimating 
and Selling the Job” and pointed out 
the value of the new Manual of Esti- 
mating, and urged non electragists to 
join the Association in order to derive 
the benefit from its use. “Overcoming 
Sales Resistance to Electrical Sales” was 
the title of a talk presented by O. C. 
Small of the Society for Electrical De- 
velopment, who joined forces with the 
A. E.. IL. officials at LosAngeles. 

After dinner a session with the con- 
tractors and dealers was held at which 
President Strong spoke on “Association 
Activities.” He pointed out the value of 
membership in the Association of Elec- 
tragists—International, and said that 
contractor-dealers throughout the coun- 
try should realize that holding a mem- 
bership in that international body is as 
necessary to their welfare as is the hold- 
ing of a membership in any local or 
state group. This message was backed 
up with facts by Captain Davis and 
others including Clyde Chamblin who 
had charge of the arrangements of this 
meeting, and who by reason of his re- 
cent attendance at the annual meeting 
of the California State Association was 
in a position to support the officials’ 
statements in the light of local and 
state conditions. 
of the northern 
part of the Pacific Division were repre- 
sented at the convention which took 
place at Portland on July 25. In view 
of the comparatively small member- 
ship of the A. E. I. in that territory 
this convention was well attended, and 
the A. E. I. officials as well as the local 
interests were well pleased with the re- 
E. L. Knight was 
in charge of arrangements, assisted by 
Harold Smith. 

On July 26 a convention took place 
in Seattle under the auspices of the 
Seattle Electric Club. W. S. 
acted as chairman 


Electrical interests 


sult of the gathering. 


Jones 
leading ad- 
dresses were made by President Strong 


and 


and Director Davis on the subjects of 


and “Estima- 
ting and Selling the Job,” respectively. 


“Association Activities” 
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O. C. Small of the S. E. D. explained 
the value of the work of the Society 
under the topic, “Overcoming Sales Re- 
sistance to Electrical Sales.” This was 
an unusually enthusiastic gathering and 
all who attended expressed their desire 
to codperate closely with the A. E. I. 

The convention of the Western Cana- 
dian Division of the A. E. I. was held 
at Vancouver on July 27. A well rep- 
resented body of electrical contractors 
and dealers and other electrical men 
from this part of Canada were in at- 
tendance, as the interests im the interior 
of the province made it a combined 
pleasure and buying trip. 

The officials met at luncheon with 
the Electric Club of Vancouver in the 
Oval Room of the convention head- 
quarters, the Hotel Vancouver. During 
the afternoon session presided over by 
President Strong, speeches were made 
by O. C. Small of the S. E. D., and 
F. T. Groome, in addition to an ad- 
dress by President Strong. An. open 
forum was held after the speaking dur- 
ing which were centered 
around questions which had been pre- 
pared in advance by various electrical 
men. 

Dinner was indulged in at six thirty 
o'clock in the headquarters hotel, after 
which an evening session took place 
under the chairmanship of George Kidd, 
president of the Electrical Service 
League. The principal address was 
made by Director Laurence W. Davis 
of the A. E. I. 

The meeting at Calgary on July 30 
was attended by President Strong in 
company only with Mr. Small of the 
Society, as Director Davis’ trip was ter- 
minated at Vancouver as planned, from 
which city he began his schedule of fol- 
lowup work back over the course which 
had just been traveled. Although the 
full result of the meeting at Calgary 
could not be learned before going to 
press, it was known that the local in- 
terests cooperated in every way possi- 
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ble to make it interesting and success- 
ful. G. M. Wilkinson, president of 
the local association, and E. M. Dun- 
can of the Northern Electric Company 
were in charge of arrangements. 
President Strong and Mr. Small are 
now on their way back to New York 
City, after holding other meetings along 


the Canadian Pacific route. 


Report of Chicago Convention 


My dear Mr. Johnson: I herewith 
hand you a report of the goings-on of 
the Great Lakes Divisional meeting of 
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the Association of Electragists Interna- 
tional (and elsewhere). This report 
was demanded together with an ac- 
counting by our friend Larry Davis who 
discovered a 20 & 10 left over after the 
bills were paid. 

Well old dear, it would have done 
your spats and cane a lot of good to 
see the way the home folks took to this 
meeting—you know, kind of different 
from the old days when we had to close 
the bar to start the meeting. Why, over 
half the delegates had been cheerfully 
set back their five buck admission fee 
before it was time to sound the lunch 
chimes and by the time the toothpicks 
were passed, the ladies taking in the 
money and handing out the credentials 
reported to me that all the boys as sed 
they would be there, was, and the show 
could begin. 

Right here I want to tip you off to a 
winner. Always have a “easy-to-look- 
at” lady at the registration desk, and 
the boys will step up, take the bad news 
and like it, while if you have a fellow 
like me on the job they want to arbi- 
trate the matter. Keep this under your 
hat. . 

Well the convention opened with 
lunch, Uncle Jim Strong setting in the 
middle of the speakers’ end of the table 
and Larry asking delegates from the 
provinces to stand up and admit their 
right name and home address. Milwau- 
kee, being a suburb of Chicago was 
second best as to numbers, which was 
caused by enthusiasum or proximity, 
but at that you can always dope that 
Milwaukee crowd to be there in more 
ways than ordinally. 

After lunch the delegates were ush- 
ered into the meeting room and were 
reinforced by local representatives of 
the jobbers union, until a crowd of 
about one hundred were present to as- 
sist in the opening ode. 

Jim didn’t waste much time cuttmg 
short the “glad to be here” oratory 
and got right down to the advertised 
features. After an explanation of the 
intent of the meeting and again explan- 
ing the word Electragist, our former 
dues collector, Walter H. Morton, as- 
cended the rostrum and informed all 
the bovs as to—‘Should and Can the 
Electragist be a Retailer.” 

W. H. sure has been working fast 
since he went to Indianapolis to accu- 
milate all the dope he presented to the 
meeting, and to say his remarks were 
received with thunderous applause is 
putting it mildly. Summing up his re 
marks, it seems we must forget the last 





XUM 





August, 1923 


trial balance with red ink trimming and 
go to it again with wim, wigor and 
witality. 

Next came the ever welcome Stanley 
A. Dennis. Editor of Electrical Retail- 
ing. who has a faculty of reducing the 
world’s business to a simple card index 
and a few charts. He explains the peaks 
and valleys of the busines in such a 
manner that hereafter it will be a 
straight line but always on the assend- 
ing direction. 

Mr. Dennis. like myself, believes 
there are profits to be had from the 
business of electrical merchandising 
because no one has taken any out of it 
to date. so it must still be there—all 
we need is a safe-blower, on account of 
some careless individual having miss 
laid the combination. 

Next came Miss Alice Carroll, So- 
ciety for Electrical Development, who 
took the stand in her own defense. In 
her white dress and pleasing vocabu- 
lary she informed the assemblage that 
ringing the cash register was not the 
last verse of the sale but the seed of 
further sales, which would thrive only 
on the nourishment provided by the 
“Service after the Sale.” 

Miss Carroll has evidently  inter- 
viewed a lot of ladies who have been 
told to come around at two-oclock next 
week for service. She sure had it on 
the merchants assembled and I am sure 
they appreciate an insight to troubles 
on the other side of the fence. 

On cross-examination, Miss Carroll 
agreed to write a letter to all jobbers 
and central stations who run sales and 
give premiums and have the practice 
stopped immediately. 

Miss Carroll’s presentation of the 
housewife side of the story was well 
taken and if kept in mind by her audi- 
tors we may expect a decided change 
in policy with particular stress on the 
service end of the business. 

The jury reported favorably in the 
Carroll case by loud and long applause, 
and after order was secured by Uncle 
Jim. (If Jim secures orders as easy in 
his business as in meeting, what do the 
other contractors in N. Y. live on?), 
our own local President, Mr. L. D. 
Grey (Lyle for short) was announced 
together with his subject, “The Ethics 
of Estimating.” L. D. sure covered the 
subject thoroughly and with little minc- 
ing of words and to the point as to 
practi-al results to be gained. I no- 
ticed Larry appropriated Mr. Grey’s 
notes, and that means you will have 
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something real good for THE ELEcTRA- 
GIST. 

Next came Uncle Jim’s impersona- 
tion of our old friend Charlie Eidlitz 
and his plan. Jim is some little pre- 
senter and if Charlie knows any more 
of, or could explain any better than 
Uncle Jim, he must be a whale. The 
way I get this plan, the whole idea is 
to reduce the surplus contractor alibies 
and to give the public a chance for their 
alley on the extras. 

The final for the session was entitled, 
“Estimating and Selling the Job.” by 
Laurence W. Davis (and his lengthy 
title). Well, Larry used everything in 
sight including the hotel furniture to 
put over his subject and | wiil say 
without fear or favor that he made a 
nice job of it. His handling of the 
Manual of Estimating converted all 
present and as Walter Morton said to 
me, “How that boy has taken to this 
work.” You know Walter claims the 
credit of finding the right man for the 
right job. Well let him have it, it was 
a good job who ever did it. 

The banquet was put on according 
to schedule and as the boys all paid 
in advance for the eats a full attend- 
ance was on hand and everyone seemed 
to feel that way after the fingerbowls. 
Yes, we feed them well in Chicago. 

Our Mr. Grey presided as toastmas- 
ter and he got the delegates away early 
enough to do a little prowling around 
town and still get home without sus- 
picion. 

Our local Caruso, J. N. Pierce, was 
in good voice and sang, without encore, 
his usual solo. By the way, J. N. for- 
sook the banquet to insure the voice 
and had to go until morning on a sand- 
wich and coffee. These warblers air 
sure tempormental. 

While J. N. was eating his sandwich, 
Uncle Jim gave the boys a good tongue 
lashing on their neglect to properly 
support the industry in general and 
their own association in particular and 
after convincing the boys that they 
should mend their ways, L. D. sounded 
taps with the gavel aand the delegates 
all favored another meeting of this 
kind. So we put out the lights and 
called it a day. 

I took Jim and Larry out for a ride 
after the meeting so they could sleep 
on their way to Denver, so if they did 
not arrive in good shape it’s no fault 
of mine. 

Now Mr. Yonson, comes the part of 
this story that I will bet you read first, 


29 


Assets and Liabilities after adjourn- 
ment. Recap. and registration showed: 


54 for luncheon, meeting and dinner at $5.00 $270.00 
4 for luncheon, meeting and dinner at $2.50 10.00 
*} for meeting and dinner at 33.00 12.00 
10 for meeting and dinner at 34.00 40.00 
Total receipts ‘ ere Oe rn £332.00 
*While I was lunching Larry got generous and let in 
four customers at cut rates. 
Expenditu 
59 Lunches at $1.00 & 59.00 
63 Dinners at $2.50 157.09 
Musi 15.09 
Tips 23.00 
Cigars . 11.25 
Miscellaneous expense a 1.50 
otal expense $269.75 
Balance to A. f 1 manne Gee 


There were about thirty who attend- 
ed the meeting without record, making 
a total of about one hundred, whieh we 
consider a fair showing in view of ihe 
fact we have been a little out of ihe 
convention habit. You can rest assured 
that the result of this meeting is a guar- 
antee that the next one will be much bet- 
ter attended. 

With best personal regards and an 
apology for the composition of this 
report due to the fact that my assist- 
ant, Miss McGrew, is on her vacation 
and the typewriter doesn’t seem to turn 
out as good copy for me as it does for 
her.—signed, J. W. Collins. 


Modern Window Lighting 


Brooklyn Electragist Has Different Color 
Effect Each Day in Year 


D. M. Carr & Son have installed in 
their new store at 1237 Flatbush Av- 
enue, Brooklyn an equipment which 
gives them a different window lighting 
effect for every night in the year. Six- 
teen circuits in the window—twelve 
overhead and four at the floor—are 
wired to a distribution panel and ter- 
minated in flexible cords and American 
Beauty toaster plugs. 

Nine flasher circuits are wired sepa- 
rately from the motor flasher in the 
basement and connected to the General 
Electric iron terminal pins in the dis- 
tribution panel. A modern electrical 
sign is connected to this same distrib- 
ution panel in the same way. 

One of the lighting fixtures display 
circuits is also brought to this panel so 
that the window and sign may be snuf- 
fed out and one or more particularly 
pleasing fixtures are made to flare up 
against the background of an excep- 
tional wall decoration. 

Two hundred watt Pittsburgh Spot- 
lights with ball and socket joints deliver 
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light at any angle to any desired spot. 
The color light attachments are so easi- 
ly and quickly adjusted that each unit 
has a capacity of delivering four dif- 
ferent color effects at any angle includ- 
ed in a hemisphere. Five—one white 
and four colors— times all the angles 
in a hemisphere for each of sixteen spot 
lights available in sixteen locations. 
Times all the combinations available 
with the nine interconnecting flasher 
circuits. Times the available changes 
of segments and shifting of segments 
on the flasher. This window lighting 
equipment is efficiently regulated by a 
20 ampere, 3-pole Hartford time switch. 

Another rather novel feature of this 
window furnishes a space for two 
changeable signs in the base under the 
main window. Two boxes open in the 
back and covered in front by small 
lights of plate glass afford opportunity 
for two things. Transparent signs are 
slipped in on the back of these plates 
and their message driven home to the 
public day and night. By day they are 
persistant reminders of something use- 
ful to the passerby while at night the 
many flasher combinations bore this 
message through the indifference of Mr. 
or Mrs. Buyer. These boxes at the 
same time furnish a space for the use 
of two or four spot lights which play 
on the window display. 

The floor of the window is only four- 
teen inches deep and is designed to 
feature the large appliances in a space 
between this and the show cases. Six 
small plate glass shelves, three on each 
side, permit the showing of six small 
appliances each in its own individual 
setting. The single window projects 
about ten inches beyond the building, 
and one large plate glass extending 
from the floor to ceiling, without a mul- 
lion bar, is flanked by 
plates at each end. 

This arrangement, while perhaps con- 
sidered out of date, makes a window 
display of the whole store, and is par- 
ticularly satisfactory to the firm; who 
for years have advocated that a closed 
window is not an aid to merchandising 
electrical appliances. 

Mr. Carr believes that his firm sup- 
plies a concrete answer to a knotty 
which has been perplexing 

electrical contractor. His 
has been departmentalized. 
He is personally directly in charge of 
the wiring, fixture and re- 
pair work. His is handling the 
large appliance business, while Mrs. 
Care- prevents any possible neglect of 


two narrow 


question; 
the small 
business 


contracting, 


son 


THE ELECTRAGIST 


the small appliances and lamp business. 
The segregation of the overhead and 
profits of the three departments affords 
a friendly family rivalry, and assures 
the public of a complete electrical ser- 
wice with advantage of individual sup- 
ervision and responsibility. 


Important Promotions 

Franklin S. Terry, chairman of the 
advisory board of the National Lamp 
Works, Cleveland, and B. G. Tremaine, 
vice chairman of the same company, 
were named vice president and direct- 
or, respectively, of the General Electric 
Company at a recent meeting of the 
board of directors. 

These men have been long and promi- 
nently identified with the electrical in- 
dustry. After several years in the elec- 
trical industry Mr. Terry organized the 





B. G. Tremaine and F. S. Terry of National 
Lamp Works Who Enjoyed Recent Pro- 
motion 
Sunbeam Incandescent Lamp Company 
of Chicago, of which he took personal 
charge on leaving the Electrical Sup- 
ply Company of Ansonia, Conn., di- 
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recting his energies to the improvement 
of the product and demand for va- 
rious types and designs of lamps. In 
1901 the Sunbeam Company was pur- 
chased by the National Electric Lamp 
Company. In 1911 when the National 
Electric Lamp Company was merged 
with the General Electric Company, Mr. 
Terry became comanager with Mr. Tre- 
maine of the National Lamp Works at 
Nela Park, Cleveland, Ohio. 

Mr. Tremaine’s early business ven- 
tures were in the insurance and real 
estate lines. In 1898 he became con- 
nected with the Cleveland Gas and 
Electric Fixture Company, and in 1899 
became a director and stockholder of 
an electric railroad corporation in 
Fostoria. He helped to organize the 
Fostoria Incandescent Lamp Company. 

Up to this time, except for his con- 
tinued partnership in the insurance 
company which he organized, Mr. Tre- 
maine had in no way confined his ef- 
forts to any one particular line of work. 
But in the latter part of the same year, 
he made the acquaintance of Mr. Terry, 
then manager of the Sunbeam Incan- 
descent Lamp Company. 

Prior to this meeting, both Mr. Terry 
and Mr. Tremaine had conceived the 
idea of bringing together the numerous 
lamp companies that were fighting to 
maintain their existence. In 1901, with 
the aid of J. B. Crouse, J. R. Crouse, 
and H. A. Tremaine, their purposes 
were realized and the National Electric 
Lamp Company had its inception with 
Mr. Terry acting as general factory 
manager and Mr. Tremaine as general 
sales manager. 





PT Oe tes 


A Suggested Super Power System for North America Prepared pe Frank G. Baum, 
Hydro Electric Engineer for the Westinghouse Company, ‘Whose Chairman, General 
Guy E. Tripp, Advocated It, Saymg that it will Make Available Water Power and 


Coal Resources to the Entire Nation at Lowest Cost Possible 
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ORGANIZATION ACTIVITIES 


STATE CHAIRMEN AND SECRETARIES 


State Chairman —- State Chairman Secretary 
Ontario, Canada: Harry G. Hicks, J. A. McKay, Maryland: A. C,_ Brueckmann, C. Philip Pitt, 
203 Church St., Toronto 24 Adelaide St., W., Toronto Keyser Bldg., Baltimore 7 St. Paul St., Baltimore 
British Columbia: _S. E. Jarvis, a. & Graham, Michigan: Henry Roseberry, H. J. Shaw, ‘ 
570 Richards St., Vancouver 929 Pender Street, W. 41 Pearl St., Grand Rapids 613 Lincoln Bldg., Detroit 
Colorado: J. Fischer, H, Alex Hibbard, Missouri: A. J. Dunbar, G. E. Haarhaus, 
213 15th St., Denver E. & C. Building, Denver Frisco Bldg., St. Louis. St. Louis 
Connecticut: Tryon Smith, New Jersey: Geo. E. Davis, 
247 State St., New London 23 Central Ave., Newark 
District of Col.: Frank T. Shull, _ H. R. Harper, New York: F. A. Mott, H. F. Janick, 
Eliiott St., Washington 635 D St., N.W., Washingt’n 29 St. Paul St,, Rochester 29 St. Paul St., Rochester 
Indiana: T. F. Hatfield, A. I. Clifford, Oh‘o: C. L. Wall, Walter R. Keefer, 
102 S. Meridian St., Indiana’s 507 Odd F. Bldg., Indianapo’s 212 S. Main St., Akron 939 E. McMillan St., Cin’nati 
Iowa: Louis L. Corry, Pennsylvania: R. W. Keck, M. G. Sellers 
510 Brady St., Davenport Allentown 1518 Sansom St,, Philadelphia 
Kansas: C. S. Smallwood, _ Arthur Tucker, Tennessee: P. W. Curtis, J. A. Fowler, 
1017 N. 5th St., Kansas City 619 Jackson St., Topeka Chattanooga 10 S. Second St., Memphis 
Louisiana: Robley S. Stearnes, I. G. Marks, Wisconsin: L. G. Ross, H. M. Northrup, 
336 Camp St., New Orleans 406 Mar. Bk. B., N. Orleans 1305 Tower Ave., Superior 25 Erie St., Milwaukee 








LIST OF LOCAL ASSOCIATIONS AND MEETINGS 

















STATE AND CITY LOCAL SECRETARY STREET ADDRESS TIME OF MEETING ; \ PL AC E OF MEETING 
ALABAMA 
Piemiogh CET Bi POA a SRE Te oe J. > Wilcox 313 North 19th St Tuesday 10 a. m | ...-..--.-.-.... 
EN Seuidcevuininiaitbiadieahnihdenainiekindesiasininiee ‘rank Signer Sigler Electric Co. Wednesday 5 p. m. N ers’ ic 
ARIZONA | g ) p. m fembers’ Offices 
EINE ELE ee re Tuesday 4 p. m. j Builders Exc 
CALIFORNIA sii ae ee 
pO SPE PIE, eee Mr. Waite edema peaaiiertinininial Each Week, Friday Saitiatniaieniieeniei 
ae ica celia a aeiea Sei dene J. M. Gregory Oakland Friday 8 p. m. ~ Oakland 
oc: le Sa | RS re aes oe Ist & 3rd Monday Ontario 
| ee Clyde F. Smith 1162 Broadway Tuesday Evening Comm. Club 
CS) 7 reer ene A. H. Rosenburg Se Se Meee Ge fl wctkeeit idence Municipal Club 
SS eee Irvin C. Bruss eS ER See ae SRS IEA ies 
eee J. Gregory Pacific Building Tuesday 8 p. m. Pacific Building 
gS ea A. Elpins } 165 Jessie St. 12 Noon, Thursday States’ Cafe 
INI III si sitesi cnscscisteniihinssacatatice J. Jacobs es ee Cras Cham. Com. Bldg. 
LG a ee Los Angeles yh a Seer eas Tuesday 6:30 p. m. Pin Ton Cafe 
COLORADO 
BIE Sitiinccscnndnasvninencnaaeeenen Alex. Hibbard E. & C. Building 2d & 3rd Tuesdays | E. & C. Building 
Ree Sarees a ee eT EE RODE Friday Nights Col. Springs 
ee ee H. Ashcraft eee on 2nd Tuesday Commerce Club 
CONNECTICUT 
BES eee eee Mr. Cook Hart & Hegeman Ist Wednesday Hartford 
OC SRR eae aerees ie BR Se Re 
I nts nmiimninnsaniniiiimunntonce D. B. Neth | Conn. “Light & Power Co. 2d Tuesday Evening | Builders Exchange 
DISTRICT OF COLUMBIA 
i | a eT a 2d Thursday Dewey Hotel 
LORIDA 7 
LSS SERA fit ETT T AEE M. A. Ladd Stinson Electric Co. Ist Tuesday } 108 W. Bay Street 
| RR eee eae eee C. E. Pullen | ee ces. + © © @aeuseenabinnens | Pee De aS oS 
GEORGIA : | 
FRR Ra ay Ce ot Sy W. C. Drake } Ga. Ry. & Power Co. 12:30 Friday Dafodil Res. 
ILLINOIS | | 
SIO LLL TI POET IO J. W. Collins 179 W. Washington St. 2nd & 4th Wednesdays | Lumbermen’s Exchange 
SRE ae E. O. Went 114 E. William St. Ist Wednesday } Za oo a 
I C. A. Meadow | a a es )6=63—hC<CSt*tiCi*tf mek dtm cl ee Bers 
tS oS “eee C. F. Broderick 317 E. Broadway Saturday 2 p. m. Arcade Building 
“Perea eee Edward Blaine i” 5 gieleinesalaineemermeert a Ist & 2nd Tuesday | Post Hall 
OS ESSE John Harbison 18th & Broadway | 2d & 4th Wednesday 214°4 No. 6th Street 
Ogee } John Weishar ae eee ee Monthly EE ae ERT I a 
0 eee William Schroder 613 Tyler Street | _.............. ‘ait ndbanaananiivebdiuaia 
INDIANA | | 
ESE 5 SAREE SY ER Pa I. A. Welburn 404 Main Street Every Friday Y. = && 
I A. B. Harris S70 Washington St. § concccnccccncuee ciinaiaiaaiema a 
STEEL LEAL LEO E TE G. W.. Ball Peoples Bank Building Ist & 3rd Thursdays | Comm. Club. 
a a a J. B. Johnston West Sth Street 2d & 4th Monday Labor Hall 
I ae Mr. Moran, Jr. 832 N. St. Louis Ist Tuesday B. & T. Ex. Building 
ES, cociaeccedacananbadiannedeud L. F. Meyers 120 E. Market St. | Wednesday Evening aia REE RES 
IOWA 
REL LETTE TO ERO OTE Lewes FF. Corp | = nancoas adiabinseieannie Monday 6 p. m. Chamber Com. 
OS ES Aare ee i Monday 6 p. m. Jackson Hotel 
Re ee ere H. L. Hileman 600 Bluff Street cities: ee 
KANSAS 
INO, a) nda an ication aiedieiititions H. S._ Lee 816 Kansas_ Ave. Monday Noon Elks’ Club 
| ree ee oe | L. A. Harris 446 North Main Every Tuesday 7:30 United Elec. Co. 
KENTUCKY . 
a ne aes Chas. Daubert 921 S. Third St. 2d. 4th Thursdays B. of T. Building 
Paducah -- salience ee e ene ee Last Thursday Fe Re ee ESS 
LOUISIANA | 
New Orleans ----- anlieshcaoiniaiacaineas Frank Gacheck 405 Marine Bank Bldg. 2 p. m. Monday | 406 Marine Bank Bldg. 
I lit ccettrtnititnnnininasibil Percy Elliott Elliott Elec. Co. Every Monday CLES TEE OS 
MAINE ; 
eS N. S. Boothing 222 Middle Street On Call aces 
MARYLAND 
Baltimore ed George Robertson iia mien Bi-monthly Soathem Hall 
MASSACHUSETTS © A 
Fitchburg ___--- ee R. M. Gowell dieiioa . : Ist Monday Fay Club 
SS  — ar eee H. W. Porter 24 West St. 2nd Monday El. Light Station 
ee ee eee Mr. Ayers 103 Rochelle St. oe is Chamber of Comm. 
a Si sean H. J. Walton Malden Elec. Co. Monthly Various 
Worcester . SoS Heat J. W. Coghlin 259 Main St. 2d Thursday 44 Front Street 
MICHIGAN | 
Battle Creek _-.---- oe oo-2- +--+ ----e re Every other Tusday Post Tavern 
OE EEE H. Shaw 613 Lincoln Building Last Thursday G. A. R. Hall 
NE SEE, ORES TE J. Markle 718 S. Saginaw eae Soe . dat 
Grand Rapids - TEE EO) Henry Romyn 40 Tovia Av., N. W. Tuesday Noon Association of Com. 
EE REESE GE REIS M. Randall Exchange Place a eeiinincae Chamber Cemmerce 
ETT E. T. _Eas astman 209 Brewer Arc. cliinmntenatiiiats nanan neiyiainideaie 














STATI AND CITY 
MINNESOTA 
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MISSOURI 
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NEBRASKA 
Lit 
t) 
NEW HAMPSHIRE 
NEW JERSEY 
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p 
‘EW YORK 
B 
{ 
I 
K 
>. 1 
N ) N 
Inve 
Se N 
Ole 
() 
R 
Sotte 
Tr 
U tic: 
Wate 
W oodmere 
} nkers 
OHIO 
Akron hr 7 
Bellaire 
Canton 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Springfield 
Steubenville 
Toledo 
Youngstown 
OREGON 
Medford 
PENNSYLVANIA 
Allentown 
Bethlehem 
Catasauqua 
Dubois 
Easton 
Erie 
Lancaster 
Philadelphia 
Pittsburgh 
Scranton 
St. Marys 
Wilkes-Barre 
York 
RHODE ISLAND 


Providence 


Columbia 
Greenville 


OUTH CAROLINA 


TENNESSEE 
Chattanooga : ae 
Knoxville = 
Memphis pene’ 
Nashville . 

TEXAS 
Dallas 
El Paso 

UTAH 
Salt Lake Citv 

VIRGINIA 
Lynchburg . 
Norfolk 
Richmond 

WASHINGTON 
Seattle a 

WISCONSIN 
Green Bay , 
Milwaukee 
Racine 


CANADA 
Calgary ‘ 
Guelph 
Hamilton 
Kitchener 


Nee 
St. Catherine Re 


Toronto 
eee 
Windsor 

Winnipeg --- " 
Niagara Peninsular 


LOCAI 


SECRETARY 


H i Tani 
W. F. Camp 
Mr Sper gler 
H. N. Smith 
W. Tavlor 
H. W. Boudey 
W. C. Ballda 
L. B. Smith 


Geo. La Salle 


Mr. Mayer 


Harvey Uhl 


J]. Blumberg 


H. E. Sanders 
W. R. Keefer 
George D. Bury 
O. A. Robins 
O. J. Osmond 
M. H. Gray 
D. C. Hartford 
J. Kelly 


F. F. McBride 
Ss. C. Clark 


A. W. Hill 


A. H. Hill 
W. T. Kleppinger 
C. E. Blakeslee 


'G. E. Hill 
Earl Stokes 


A. Deen 
M. G. Sellers 
Fred Rebels 
A. J. Fowler 


C. E. Blakeslee 
Ambrose Saricks 
E. Harris 


Herbert C. Hill 


E. L. Cashion 
E. C. DeBruhl 


Carl Schnider 

H. M. Moses 
H. A. Street 
J. Shannon 


Brewster 
Murray 


a. 
R. 5S. 
Gus. Forsberg 
W. M. Elliott 
K. D. Briggs 
Ww. A. Cutlett 


Rush McCarger 


John B. Tingley 
Thos. W. Nixon 
F. H. Patrick 


E. W. Beard 
W. E. Lemon 
K. J. Donoghue 

O. S. Leyes 
A. C. McDe ynald 
A. J. Desand 
J. A. McKay 
R. A. Graham 
A. H. Cook 
R. N. Elgar 
W. H. Mackenzie 
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ORGANIZATION ACTIVITIES—( Continued. ) 


STREET ADDRESS 





ait W. Ist St 
] S. Third St 
S« Avenue 
é Adi Boule ird 
44 Ce Building 
2 $s 2th Street 
Cit Hall 
Kitte 
Ohi Ay 


462 Bath Ave. 
é Central Ave 
ee | Ss S 
; ie Plac 
44 Cou Street 


street 


Ole 41 in Oo 2 ' 


> St. Paul Street 


So. Glen Falls 
McClellan St. 
P. O tox 809 


Tottenville, S. I. 
First Street 

228 Genesee Street 
Roth Block 
Westbury 

Manor House Sq. 


211 Water Street 
Bellaire 

4th St. and Walnut 

939 E. McMillan 

Electric League 

9 E. Long Street 

41 Fountain Av. 


Builders’ Exchange 


‘al. Ore & Power Co. 


Bethlehem 
510 W. Main Street 


Bethlehem 
Builders’ Exchange 
434 S. Sheppen 
1518 Sansom St. 
4th Avenue 
Board of Trade Bldg. 
ubois 
Penn. Pr. & Lt. Co. 
>. King Street 


35 Westminster Street 


Sumter, S. C. 
Ideal Electric 


412 Kirby Avenue 
615 Market Street 
285 Madison Av. 
8 Ave. and Church 


wy) S. 
1515 No 


Eway 
Campbell 


69 E. 4th South 


Lynchburg 
Arcade Building 


Jefferson and Grace Sts. 


3rd and Madison St. 


223 Cherry St. 
719 Majestic Bldg. 
1545 W. Boulevard 


The Gringer Co. 
clo N. Electric Co. 
clo Doerr El. Co. 
128 Osgoode St. 
Electric Shop 
24 Adelaide St. 
929 Pender Street 
609 Moy Ave. 
General Elec. Co. 
609 Moy Ave., W. 


TIME OF MEETING 


Subject to Call 
2d & 4th Monday 
2d & 4th Tuesday 
3 ) p m 
1 Tuesday 


Ist Wednesday 


Ist & 3rd Monda 


Ist & 3d Tuesdays 


Ist & 3rd M ys 
st Monday 
Last Friday 
7 
st & rd Wednesdays 
I lays 
! Tuesday 
Tuesdays 
Monda 
Ist Thursday 
2nd and 4th Wednesdays 
Monthly 
3rd ~Thursday 
Ist and 4th Mondays 


2d and 4th Thur 
Subiect to Call 
Ist and 3rd Mondays 
Ist and 3rd Thursdays 
Ist Tuesday 
Ist Tuesday 
3rd s“ Fridays 
Monthly 


Alternate . Thursdays 
Call of Secretary 
Ist Tuesdays 
Tuesday 3 p. m. 
Ist and 3rd Thursdays 
Every Thursday 
Ist and 3rd Mondays 
On Call 
Ist Wednesday 
Every Wednesday 8 p. m. 
Monday Noon 
3rd Monday 
Last Thursday 
Last Thursday 
Monthly 
Monthly 
3rd_—‘*Friday 
2nd Thursday 
Ist Thursday 
Tuesdays 
Mondays 
Tuesday Evenings 
2d & 4th Tuesdays 


Ist Thursdays 


Wednesday 
Noons 
Monthly 
Every other Wednesday 


On Call 
Ev. Tuesday 


Wednesday 12:15 p. m. 
Ist Wednesday 


Wednesdays 


Thursdays 


Ist Thursday 
2nd Tuesday 
Ist Tuesday 


Bi-weekly 
2d and 4th Monday 
Monday 8:00 p. m. 
lst and 3rd Wednesday 
2nd Tuesday 
Every Tuesday 


PLACE OF 
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MEETING 


University Clul 
American Hotel 
( C. Building 
B ers’ Exchange 


Malatesta 
P. S. Bailding 
Cornmercial Hotel 
é Central Ave 
P. S. Building 


Hote! 


Pekin Restaurant 


Johnston Building 
“07 Elec. Buildi 


Manutacturers Ass’: 


Building Trades 
226 W. 58th St. 
Various Stores 
rgleston Hotel 





aratoga and Glens Falls 


St. George, S. I. 
Gias Office 
Elks’ Club 

Utilities Building 


2nd Nat. Bank Bldg. 
Bellaire 
Industrial Com, 
Chamber of Com. 
Hotel Statler 
Girls Athletic Club 
Builders’ Exchange 
Various 
Nat. Exchange Bank 
16 Huron Building 
so 


Builders’ Exchange 
Underwriters Office 
1518 Samson St. 
4th Avenue 
Zenke's 


Penn. Pr. and Lt. -Co. 


Manhattan Cafe 
Railway Light Co. 
Allyn Cafe 
Tribune Hotel 


409 So. Eway 
303 Martin Building 


Newhouse Hotel 


Local Stores 
Old Colonial Club 


Elk’s Club 


Nicolet Building 
Republican Hotel 
Racine Building 


Christie Elec. Co. 


Elec, Inspection Office 
Chamber Commerce 
Board of Trade 
425 Pacific Building 
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Southern Trip Planned 
A. E. lL. Officials to Make Another Tour 

in November 

A southern trip is to be undertaken 
by President James R. Strong and Di- 
rector Laurence W. Davis of the Associ- 
ation of Electragists during the month 
of November. This is in furtherance 
of the plan of holding Divisional con- 
yentions in the respective Divisions of 
the Association throughout the United 
States and Canada, although these con- 
ventions in the south will not be actual- 
ly Divisiopal on account of the un- 
usually large area covered by the South- 
ern Division where most of the meetings 
will be held. 

It is thought that the month of Nov- 
ember is a most appropriate time for 
the Association officials to take a trip 
through this part of the country. Not 
only will the climatic conditions be 
most favorable but attendance at these 
conventions should be influenced by 
reason of their coming so soon after 
the annual convention of the Associa- 
tion to be held at Washington during 
the week of October 8. Also the period 
preceding Thanksgiving it is felt is a 
good time for the Association officials 
to bring their message to the member- 
ship in the south. 

Leaving New York on Saturday, No- 
vember 3, the officials will arrive in 
Atlanta, Georgia, on Monday, Novem- 
ber 5, in time for a dinner meeting on 
that day. On the following day, No- 
vember 6, a dinner meeting will take 
place at Birmingham, Alabama. 

By leaving Birmingham late on the 
night of November 6 the party plans 
to arrive in Memphis, Tennessee, early 
enough on the following day to hold a 
luncheon meeting there in addition to 
a dinner meeting in the evening. Dur- 
ing the afternoon members of the Asso- 
ciation and other local electrical inter- 
ests will be visited. 

Then after a two day trip Mr. Strong 
and Mr. Davis will arrive in New Or- 
leans, Louisiana, where the same sched- 
ule is planned as is to be carried out 
at Memphis—a luncheon meeting, the 
afternoon devoted to Association bus- 
iness, and a dinner meeting held in the 
evening. This will be on November 9. 

At Dallas, Texas, a dinner meeting 
will take place on November 12 pre- 
ceded by afternoon field work and a 
luncheon at noon. St. Louis, Missouri, 
will be favored with a lunchean and a 
dinner meeting on November 14. From 
here the officials will go to Louisville, 
Kentucky, where a dinner meeting will 


be held on the following day. 
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The official trip will end with a meet- 
ing at Indianapolis, Indiana, on Novem- 
ber 16. Plans are not yet complete as 
to whether this will be a luncheon or 
dinner affair. From here President 
Strong will return to New York City 
and Mr. Davis will stop at several other 
cities before returning. 


A. E. I. Vacations 


Beginning August 20 the headquar- 
ters office of the Association of Electra- 
gists, 15 West 37th Street, New York 
City, will be closed for two weeks on 
account of vacations, All matters there- 
fore which should be taken up with any 
members of the staff of the Association 
during that time must be handled either 
before or after the two week period 
ending September 3. 

The plan of closing the headquarters 
office of the A.E.I. for two weeks during 
the summer so that all employes may 
have their vacations ‘at one and the 
same time, have been in force for sev- 
eral years. 

It has been found that the routine 
work can be so scheduled that it 
will not be hampered to any ex- 
tent by this arrangement. At the 
same time the annoyance is _ over- 
come of having one or more persons 
away from the office for periods of two 
weeks at a time during a period which 
would necessarily have to be spread 
throughout the entire summer. Obvi- 
ously this cannot result in as great a 
saving to the Association as if all take 
their vacation at one time and have the 
office closed for two weeks. 

Do not forget then that the head- 
quarters office of the A. E. I. will be 
closed from Monday, August 20, to Sat- 
urday, September 1—two weeks—dur- 
ing which time the staff employes will 
take their vacation. 


Yearly New Jersey Outing 


The regular summer outing of the 
New Jersey Association of Electrical 
Contractors and Dealers was held at 
Wanamassa Gardens, Asbury Park, N. 
J., on Saturday, July 14. A well repre- 
sented body of electrical interests from 
all over the state were in attendance, 
and the pleasures of the day were keen- 
ly enjoyed by all. 

The meeting place at Asbury Park 
was at Van Dyke’s electrical store, lo- 
cated near the railroad station. From 
here to the scene of the outing activities 
the attendants were conveyed in free 
busses and private automobiles. 

Various forms of entertainment were 
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indulged in alike by electragists, job- 
bers, and others of the electrical fra- 
ternity. A lively ball game was played 
late in the afternoon between the con- 
tractor-dealers and the jobbers, under 
the captainship respectively of Elmer 
Wilson and O. Fred Rost. 

True to the announcement made by 
President George E. Davis previous to 
the affair, the shore dinner included 
such exceptional treats that it will be 
long remembered as one of the finest 
examples of culinary art and planning 
ever known by these New Jersey electri- 
cal men. After the dinner dancing was 
enjoyed until midnight. 

A business meeting took place early 
in the afternoon at which new officers 
were elected as well as executive com- 
mitteeman for the coming year. A 
number of important matters were 
brought up which were fully and bene- 
ficially discussed, after which an ad- 
dress was listened to. The ladies dur- 
ing the business meeting were taken on 
a boat ride. 


New York Annual Outing 


Independent Associated Organization Re- 
peats Past Successes 

After nineteen years of experience in 
holding annual outings, it is little won- 
der that the members of the Indepen- 
dent Associated Electrical Contractor- 
Dealers of Greater New York know how 
to pull off such an event. This year 
they went down to Oakwood Arms. 
Staten Island, and as usual they had as 
their guests the greater city inspection 
departments and representatives from 
other organizations. 

From the time when Harry Walcott 
with his million dollar sedan led the 
Kook-Rite caravan, guided by Otto 
Fuchs and Apex McKenna, across the 
corrugated roads of the Island, back to 
the end of a perfect day when two be- 
nighted visitors from Cincinnati were 
lulled to sleep by the swishing waves 
of the municipal ferry on its return 
trip, everybody was happy—well we 
should say. 

One essential thing that contributes 
to the success of these outings is that 
everybody in the Independent Associ- 
ated organization works intensively to 
that end. From the president, Harry 
A. Hanft, down to—or up to—Steve 
O’Brien, the sergeant-at-arms, all the of- 
ficers and committees join in the one 
big purpose—to make a success of this 
annual affair. 

Anton Newburger, who has filled 
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onsecutive vears. was chairman of the 


entertainment committee, along with A. 


Lincoln Bush. vice chairman; Alfred 
Whitely. treasurer: Charles B. Monta- 
oriff. secretarv: and H. M. Walter, 
Louis Freund. S. J. O’Brien, W.  D. 


Munro. Louis Freed. A. F. Berry, and 
Irving Gaynor. 

\ baseball game between the single 
nen and the married men was won by 
the latter with a score of 17 to 6. There 
were also other athletic events for all 
Other 
prizes were also given out through a 
electrical 


of which prizes were awarded. 


drawing 
appliances presented by the members 
and their friends—thirty-twe, 
valuable prizes in all. Harry Walter 
acted as Santa Claus, ably supported 
hy Messrs. Newburger and Freund, who 
really had an easy and enjoyable task 


a grand array of 


many 


to perform. 
After the official 
taken. the guests were escorted into the 


photograph was 
main dining hall, where they enjoved a 
fine dinner, accompanied by a_ brass 
hand directed by Herr Freund, inter- 
spersed with group singing led by 
Frank Watts, editor of the Electrical 
Record. who Barney Googled and No 
Bananaed to the great delight of an 
admiring audience. 
About eight o'clock in the evening, 
after a few quiet games of pinochle and 
the Ab- 
put on a 
Feeling that 


casino had been indulged in, 
bey Amusement Company 
vaudeville performance. 

some of the professionals were barely 
able to do their 


teers were selected from the audience 


stunts alone, volun- 
to help out, which seemed to add large- 


ly to the enjoyment of those who so 


this unenviable position for nineteen 


aa hf i 

















All Babe Ruths, Except in the Foreground Where Some Critics 


Are Pointing Out 


Umpire Freund 


kindly offered their services. Ask dad, 
he knows. 

Another added attraction was a prize 
drawing offered by the Mutual Electric 
and Machine Co., Detroit. G. A. Wil- 
son district sales manager of that com- 
pany announced the following names 


? 





A Quartet of Notables, Left to Right, An- 


ton Newburger, A. Lincoln Bush, Louis 
Kalischer, and Harry Hanft 


who held the lucky numbers that en- 
titled each of them to a life size bull- 
dog, emblematic of the safety switch 
bearing that name: 

J. Ewing McGirr, Stanley & Patter- 
son. New York City. 

Harry L. Langer, H. F. Electric Co., 
Brooklyn. N. Y. 

W. Woboshell, John Leahy Electric 
Co.. New York City. 

Ernest Craske, 649 Columbus Ave.. 
New York City. 

Edwin Hess, Amer, Steel & Wire Co.. 
New York City. , 

J. B. Stevens, Edison Lamp. Works, 
New York City. 

A. Jochum, Knickerbocker Annunci- 
ator Co., New York City. 

Chas. H. Avery, Pass & Seymour, New 
York City. 

Ben Strauss, 441 West 49th St.. New 
York City. 

Harry Merkur, 955 Whitlock Ave.. 
New York City. 





The Parade From the Train, Led by a Silver Cornet Band, of Course, as Nothing is Too Good for the Independent-Associated Crowd 
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The Eidlitz Plan 

In an interview with Charles L. Eid- 
litz, New York City’s electrical com- 
missioner, on how the movement of 
“Quality, Sane Cosis and Fair Dealing” 
can be spread to other localities, he 
said, “That’s simple -and yet it’s ter- 
ribly hard”. Simmered dewn to a few 
brief statements in a nut shell his ex- 
pressions on this subject are as follows: 

You must first unite on a man in 
whom you have absolute confidence and 
faith, and to whom you are willing to 
give the power to speak and act for you. 

He must have a thorough knowledge 
of your business. 

He must have the confidence of the 
public, the press, the manufacturer, the 
dealer, the architect, owner and engine- 
er. He must be willing to set aside all 
his personal animosities, likes and dis- 
likes. : 

He must be able to support himself 
without your help. He must be willing 
to work eighteen hours a day, includ- 
ing Sundays and Holidays, and while 
you sleep. 

He must be old enough to have had 
experiences of all kinds and to have 
acquired a judicial way of looking upon 
all controversies and discussions, yet 
young enough to have pep and am- 
bition. 

He must be able to write and talk 
convincingly; i. e., he must be a sales- 
man, a general manager, a chief ex- 
ecutive, a judge, a jury, a prosecutor 
and defendant attorney. 

When you find this man, give him the 
job, back him up 100 percent and you 
will get results. 


Joint Vancouver Dinner 


Kenneth A. McIntyre, special repre- 
sentative of the Society for Electrical 
Development, addressed a joint dinner 
of the members of the Vancouver 
Association of Electragists and _ the 
Electrical Service League of British 
Columbia at the Hotel Elysium on June 
26. The entire industry was well rep- 
resented. 

In the absence of E. E. Walker, chair- 
man of the advisory council of the 
Electrical Service League, John R. Read, 
local manager of the Canadian West- 
inghouse Company, presided. 

The subject of Mr. MclIntyre’s ad- 
dress was “League Work—lIts Purposes, 
Possibilities and Limitations”. Mr. 
McIntyre stated that codperative work 
is preparing the consumer through vari- 
ous mediums of publicity for the indi- 
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vidual effort of the contractor-dealer, 
manufacturer. jobber and central sta- 
tion representative. He stressed the 
point that codperative work could never 
hope to supplant the results of indivi- 
dual effort, but that through codpera- 
tion the individual could receive the 
benefit of much publicity which could 
not be financed by any particular 
branch of the industry alone. 

He also stressed the fact that the 
electrical field is far from saturation, 
either as to wiring, lighting or appli- 
ances, and that the industry as a whole 
must not overlook the opportunity af- 
forded through League work to break 
down sales resistance on the part of the 
public, which barrier must be broken 
down through education. 

Following Mr. MclIntyre’s address an 
open forum was held for an hour, the 
chief topic under discussion being the 
solution of the present unsatisfactory 
system of distribution, which gave the 
contractor-dealer branch of the industry 
little or no protection as against large 
consumers. It was apparent from the 
number of contractor-dealers who spoke 
on this point that the question of pro- 
tection as against consumers is of vital 
importance to that branch of the indus- 
try and the problem must be solved at 
no far distant date by the industry as 
a whole. 


West Texas Electric Home 

The exhibition of a model electric 
home took place for the first three 
weeks in July at Abilene, Texas. The 
Abilene Daily Reporter and the West 
Texas Utilities Company were the spon- 
sers. 

Preparations for this electric home, 
known as the Electric Home Beautiful, 
were carried on for six months by the 
central station company before the for- 
mal opening took place. It was en- 
deavored to make it one of the hand- 
somest small dwellings ever constructed 
in the state, and from the standpoint of 
electric convenience, utility and sani- 
tation it is perfect. 

A most beautiful spot was chosen as 
the site for the home, and according 
to the West Texas Utilities Company, 
“Neither pains nor expense were spared 
on the architectural planning, and 
meticulous care and attention were 
given to the construction work.” 

There was no selfish motive back of 
the purpose to build this model dwell- 
ing. It was simply a desire on the part 
of the central station to demonstrate 


of 


00 


what could be accomplished in the con- 
struction of a small home by a com- 
bination of native genius including a 
West Texas architect, West Texas build- 
ers, and West Texas material, plus the 
electrical conveniences and comforts 
which the power company itself is pre- 
pared to furnish any other home at 
modest cost. 


New Products Hearing 


Public hearings were held on July 
17 by the Committee on New Develop- 
ments, Electrical Committee, N. F. P. 
A., on the Underfloor Duct System of 
the Johns-Manville Company, and on 
Rome X, a new wiring material made 
by the Rome Wire Company. 

At a meeting of this committee held 
on July 18 it was voted that the com- 
mittee should notify the submittors of 
these two materials, and the electrical 
industry as represented at the public 
hearings to the effect that the com- 
mittee extends the period within which 
briefs on these products may be filed 
to October 1, and that it is the expecta- 
tion of the committee that action will 
be taken on these subjects at a meeting 
of the committee to be held as soon 
after this date as possible. 

The committee requests that briefs 
submitted be sent with twelve copies, 
one for each committee member and 
that all briefs should be sent to Dana 
Pierce, Chairman, 109 Leonard St., 
New York City. 


All Leagues to Meet 


A conference of all electric leagues 
similar to the one held last year at As- 
sociation Island will take place from 
September 16 to 19, and Association 
Island has again been decided on as 
the location for the meeting. Through 
an appropriation made by the executive 
committee of the Society for Electrical 
Development funds are available to de- 
fray the expense for such a confer- 
ence. 

It is announced that the coédperation 
of the Joint Committee for Business 
Development and such other associa- 
tions as may wish to participate is en- 
listed, but the main object of the con- 
ference will be to gather together rep- 
resentatives of electric leagues, and of 
communities where it is desired to form 
leagues, for the purpose of exchanging 
ideas and formulating plans to the end 
that the closest codperation possible 
may be brought about during the com- 
ing year. 
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S. E. D. officials express the hope that 
every league will have one or more 
delegates in attendance, as the greater 
the representation the greater the value 
to those attending and to the organ- 
izations which are represented. A meet- 
ing of the directors of the Society will 
take place on the two days preceding 
the time set for the league gathering. 


Pennsylvania State to Meet 


In a preliminary announcement Sec- 
retarv M. G. Sellars of the Pennsylva- 
nia State Association of Electrical Con- 
tractors and Dealers states that the 
semi-annual meeting of that body will 
be held in Wilkes-Barre in the fore part 
of September. He anticipates a large 
attendance. 

It is also announced by Mr. Sellers, 
who is also secretary of the Philadelphia 
District Association, that electric 
homes are planned to be exhibited to 
the people of Philadelphia sometime 
during this fall. The financing of these 
homes is already under way. 


two 


Providence Group Meets 

The Master 
Providence, R. L., 
composed of concerns doing contracting 
work and dealing in electrical appli- 
ances; that is, concerns engaged solely 
in the electrical holds 
meetings once a month throughout the 
year except possibly during the hottest 
months of the year. 

These meetings are usually informal 
affairs where the men get together at a 
dinner and talk over the problems with 
which they are faced. It serves to get 
them much better acquainted with each 
other and to create a much better feel- 


Electrical Association, 
is an organization 


business It 


ing. 

Practically. all of the leading con- 
cerns in the city doing contracting are 
members and many of these concerns 
also do a good business in the sale of 
appliances or lighting fixtures. It is a 
live, strong, healthy organization, ready 
to deal with problem that may 
come up. 

At a meeting held on Thursday, July 
5, the matter under discussion was the 
big outing of electrical men to be held 
at the Hummocks August 14th. The 
Rhode Island Electrical League and the 
Master Electrical Association make this 
a joint outing with the secretary of the 
League, H. E. Dawson, serving as act- 
ing secretary of the combined commit- 


any 


tee. 
The plans now being developed in- 
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dicate that this outing will be one of 
the most successful and the largest yet 
held. Many of the Master Electrical 
Association members are also members 
of the League but there are 
League members not eligible for mem- 
bership in the Master Electrical Asso- 
siation and there are some members of 
the latter association who do not be- 
long to the League. Between the two 
organizations, however, the member- 
ship includes a good proportion of all 
the electrical men in the state. 

In addition to the Rhode Island men 
who attend the outing there is always 
a goodly representation from Boston. 


some 


Manufacturers, jobbers, dealers, con- 
tractors, central station men and city 
inspectors all get together at these out- 
ings and get better acquainted in addi- 
tion to having a good time. 

This is just one of the movements 
fathered by the Master Electrical Asso- 
ciation. Up to date not so much has 
been done along the line of education 
as has been done along the line of good 
fellowship and better feeling in the elec- 
trical fraternity and of solving some of 
the problems that must be solved by 
the association members as a body. 

Because of the warm weather and the 
fact that the outing comes in August, 
it was decided at this meeting to hold 
no meeting in August. The next meet- 
ing will be held the first Thursday of 


September. 


Safety Conference Meeting 


On June 20 a meeting of the Electri- 
cal Safety Conference took place in 
New York City under the chairmanship 
of Dana Pierce, secretary-treasurer of 
that body. W. C. Peet of New York 
City alternated for A. Penn Denton of 
Kansas city, chairman of the code Com- 
mittee of the Association of Electra- 
gists, who had been invited to attend. 
Representatives from the National Elec- 
tric Light Association and the Bureau 
of Standards also were in attendance. 

There was a general discussion of 
future plans for the Conference, partic- 
ularly methods of extending informa- 
tion about the Conference work and 
standards to the National Fire Protec- 
tion Association and the contractors, for 
which plans are now being developed 
by Mr. Pierce through the codperation 
of the A. E. I. and the N. E. L. A. 

The next regular meeting of the Con- 
ference, according to schedule, it was 
announced will be on October 17, and 
it is urged that a representative body 
‘be in attendance. 
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Lighting Convention 


Fixture Manufacturers Have Important 


Gathering at Buffalo 

The three day convention of the Na- 
tional Council Lighting Fixture Man- 
ufacturers from June 26 to 28 inclusive 
at Buffalo, New York, emphasized three 
avenues of decidedly distinct and vitally 
correlated activities—design, Associa- 
tion business, and pleasure. The fol- 
lowing were elected as officers: Presi- 





Herman Plaut 


dent, Herman Plaut; vice president, D. 
C. DeLancy: and treasurer, B. F. Klein. 
Chas. H. Hofrichter is secretary with 
headquarters at the Gordon Square 
Building, Cleveland. 

Design was the topic for discussion 
on the first day. E. T. Caldwell and 
Dr. M. Luckiesh, well known authori- 
ties in this field were the principal 
speakers, and with their explanations 
of the history of design and its practi- 
cal application to lighting devices, con- 
ceptions became clarified. 

The final day was devoted to business 
of the Association. Col. Edward T. 
Miller, secretary, United Typothetae of 
America, who spoke at the Cincinnati 
convention of the Association of Elec- 
tragists, told “Why Trade Associations 
Should Promote Cost Accounting”. 

The annual reports of the retiring 
president, Robert Biddle; the secre: 
tary, Chas. H. Hofrichter, and the treas- 
urer, B. F. Klein, proved the financial 
soundness of the Association, and an 
interesting market discussion pointed 
out the value of the Associated Light- 
ing Industries, an organization recently 
created by the Association. 

Considerable interest was developed 
in the slogan “Notice the Lighting 
Equipment”, which has been promoted 
widely by all branches of the Associa- 
tion during the past year. R. B. Wag- 
ner, secretary of the International Dis- 
plays Company spoke on “How to Con- 
nect the Dealer Locally with a Nation- 
al Campaign”, and he was followed by 
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C. C. Parlin; director of the department 
of commercial research of the Curtis 
Publishing Company, who told of “The 
Value of a Nationa! Publicity Cam- 
paign to an Association”. 

It was pointed out that the “Notice 
the Lighting Equipment” campaign is 
still in its preliminary stages as far 
as national publicity is concerned, and 
it will remain so until it is promoted 
by greater financial backing. The am- 
ount which the Association hopes to 
get in order to promote this slogan in 
the proper way for the next three years 
is $100,000. In the anteroom leading 
to the convention hall were samples of 
printed matter showing how extensively 
dealers and manufacturers are employ- 
ing the slogan in their business. 

Features of play were made a dis- 
tinct part of the convention program. 
A trip to Niagara Falls on which an in- 
spection of the great power plants took 
place was thoroughly enjoyed by the 
large number of attendants who took 
in this entertainment feature of the con- 
vention. 

From the hotly contested golf tourna- 
ments there emerged as victors, E. C. 
McKinnie of the National X-Ray Re- 
flector Company, Chicago, and E. H. 
Peck of the Phoenix Glass Company, 
Pittsburgh. The former won the pres- 
ident’s cup while the latter secured the 


trophy which was the gift of E. T. Cald- 


well. 

The honors were fittingly bestowed 
upon these gentlemen at the convention 
banquet at the Lafayette Hotel on Wed- 
nesday evening. This was done in an 
inimitable manner by Fred Sulzer and 
formed a part of the rollicking humor 
with which this prince of entertainers— 
sans wig—regalled those present. “We 
are glad we were there”, was the ver- 
dict on leaving Buffalo. 


Denver Men to Have Picnic 
A half holiday is to be declared by 


the electrical industry of Denver on the 
occasion of the annual outing and pic- 
nic of the Electric League of that city 
to take place on August 16 at Elitch’s 
Gardens. Many forms of entertainment 
are planned. 

Single admissions will be twenty five 
cents each, which will entitle the holder 
to any or all of the following privi- 
leges: Merry-go-round ride, miniature 
train ride, sight seeing trip through the 
Old Mill, free dancing in the evening, 
the checking of wraps, and a choice of 
coffee or ice cream cones for refresh- 
ments. A special attraction is a head 
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liner baseball game to be played by the 
Telephone Company nine and the cen- 
tral station team, the latter composed of 
the crack players of the city league. 


Convention Dates 
A catalog of convention dates sup- 
plied by The Society for Electrical De- 
velopment for the months of August 
and September is as follows: 


August 

9-10—National Electrical Credit Association, 
Silver Jubilee Convention, Boston, Mass. 
F. A. Booth, Chairman, Program Commit- 
tee. Westinghouse Elec. & Mfg. Co., 165 
Broadway. New York, N. Y. 

September 

6-8—-New England Division—N. E. L. A. 
New Ocean House, Swampscott, Mass. 
(Miss) O. A. Bursiel, Secy., 149 Tremont 
St.. Boston, Mass. 

11-13—Michigan Electric Light Association, 
Grand Rapids, Michigan. Herbert Silves- 
ter, Secy.. Detroit Edison Co., Ann Arbor, 
Mich. 

17—International Brotherhood of Electrical 
Workers. Montreal. Que. C. P. Ford, Secy., 
Machinists Bldg., Washington, D. C. 

17-19—Rocky Mountain Division, N. E. L. A., 
Glenwood Springs, Colo. O. A. Weller, 
Secy., Denver Gas & Elec. Bldg. Denver, 
Colo. 

17-19—Colorado Public Service Co., Glenwood 
Springs. Colo. 

18-19-20—Indiana Telephone Asso., Claypool 
Hotel, Indianapolis, Ind. F. O. Cuppy, 
Secy., Lafayette, Ind. 

19-22—Association Iron and Steel Electrical 
Engineers, Buffalo, N. Y. J. F. Kelly, Secy., 
513 Empire Bldg., Pittsburgh, Pa. ; 

22.23—Central Electric Traffic Association, 
Webster Lake, Ind. L. E. Earlywine, Secy., 
308 Trac. Term. Bldg., Indianapolis, Ind. 

24-28—Illuminating Engineering Society, Lake 
George, N. Y. (Fort William Henry 
Hotel.) Samuel G. Hibben, Secy., 29 West 
39th St., New York City. 

24-28—American Association of Iron & Steel 
Electrical Engineers, Broadway Audito- 
rium, Buffalo, N. Y. (Meets for first time 
in its history.) J. F. Kelly, Secy., 513 Em- 
pire, Bldg.. Pittsburgh, Pa. ‘ 

26-29—American Institute of Electrical Engi- 


neers (Pacific Coast Convention), Del 
Monte, Cal. Ee 
26-29—Indiana Electric Light Association 


(Great Lakes Division, N. E. L. A.), French 
Lick Springs, Ind. T. Donahue, Secy., 
Northern Ind. Gas & Elec. Co., Lafayette, 
Ind. 


27-29—American Electrochemical Society, 
Dayton, Ohio. Colin G. Fink, Secy., Co- 


lumbia University, New York, N. Y. 


Seaitle Exhibition 


An electric home and appliance show 
is to be held in Seattle from August 25 
to September 8 under the auspices of 
the Electric Club of that city. Visitors 
will be entertained by the exhibition 
and demonstration of all kinds of elec- 
trical devices and appliances in a large 
tent adjoining the home. 

The electric home, which will contain 
seven rooms located on one floor, will 
be built by Gardner J. Gwinn, and will 
be sold for in the neighborhood of $9,- 


37 
000, exclusive of furnishings and elec- 
trical equipment. Local jobbers. deal- 
ers and manufacturers’ representatives 
are expected to furnish the electrical 
exhibits. 

The committee under whose direction 
the appliances will be selected is com- 
posed of the following: J. R. Wells. 
Fobes Supply Company, chairman; V. 
E. McCain, Western Electric Company; 
George Reiniger, Globe Electric Com- 
pany. The executive committee of the 
electric home includes: W. M. Mea- 
cham, Meacham & Babcock, chairman; 
J. R. Wells; V. E. McSain; S. P. Rus- 
sell, Pacific States Electri¢ Company; 
George Reiniger; C. H. Birkel, Brickel 
Electric Company; J. R. Grant, Puget 
Sound Power & Light Company: J. D. 
Ross, Seattle Municipal Lighting De- 
partment; Harry Byrne, North Coast 
Electric Company; and W. E. Jones, 
Economy Fuse Company. 


Annual Credit Meeting 


The twenty fifth annual convention of 
the National Electric Credit Association 
will take place in Boston at the Copley- 
Plaza Hotel on August 9-10. Promin- 
ent speakers are scheduled to address 
this meeting and the program indicates 
that considerable important business 
will be taken up. 

President Kaeber is expected to call 
the convention to order promptly at 9.30 
on the morning of the first day, after 
which the addresses of welcome will be 
given by Hon. James J. Curley, mayor 
of the city. S. B. Anderson of San 
Francisco is to respond. 

Charles M. Wilkins, known as the 
father of the idea of the Association, at 
the first session is to review the work 
of the Association during the first quar- 
ter century that the body has existed. 
Speakers to take the floor after him are 
E. W. Shepard, Western Electric Com- 
pany, New York City; Joseph C. Bel- 
den, Belden Mfg. Company, Chicago; 
Paul Hollister, Barton, Durstein & Os 
borne, Boston; and R. E. Gallagher, 
first president of the N.E.C.A. 

The second day of the convention 
will be devoted to speeches which deal 
more closely with the business of the 
industry, in addition to carrying on the 
regular Association business, and the 
usual entertainment features. These 
men will make addresses: S. E. Ken- 
nedy, Central Electric Company, Chi- 
cago; Mercantile Agency Reports, J. S. 
Thomas, Elliott-Lewis Company, Phil- 
adelphia; H. D. Clark, Brunt Porcelain 
Company, Columbus; Charles L. Edgar. 
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Boston: Wal- 


Boston Edison Company; 


lace B. Domham. Boston: and Hon. 
Channing Fox, governor of Massachu- 
setts. 


1 — a 
I. E. S. Elects Officers 
The newly elected officers of the il- 
luminating Society 


Engineering are: 


President, Clarence L. Law; general 
secretary, Samuel G. Hibben; treasurer, 
L. B. Marks; vice president, D. McFar- 
lan Moore; and directors, James P. 
Hanlan, Howard Lyon, and H. F. Wal- 
lace. 

The election of section officers for 
the fiscal year 1923-24 resulted in the 
following being elected to the office of 
chairman and secretary, respectively: 
New York section, L. J. Lewinson and 
J. E. Buckley; New England section, 
Walter V. Batson and Julius Daniels: 
Philadelphia section, H. Calvert and J. 
J. Reilly; and Chicago section, F. A. 
Rogers and E. J. Teberg. 


Fire Prevention Week 

At the meeting of the committee on 
fire prevention week of the National 
Fire Protection Association, T. Alfred 
Fleming chairman, in New York on 
June 12, comprehensive plans were for- 
mulated for observing October 7-13 as 
Fire Prevention Week. 

The plan is to codrdinate the activi- 
ties of all local interests under the 
leadership of the Chamber of Com- 
merce, and to secure as permanent re- 
sults as far as possible: (1) Better fire 
protection for schools and institutions: 
(2) Fire prevention instruction in 
schools where not already taught; (3) 
Inspection of buildings by fire depart- 
ment fire prevention bureaus, or exten- 
sicn of this work where a system of in- 
spection is already in force; (4) Cor- 
rection of deficiencies in building codes. 


New York’s Electric Show 


With more than seventy percent of 
the spaces already contracted for, the 
New York Electrical and Industrial Ex- 
position to be held at the Grand Central 
Palace in that city from October 17th 
to 27th promises to surpass any of ihe 
preceding shows. 

“Public interest in things electrical 
has never been greater than now” says 
Lincoln Bancroft, general manager of 
the show. “This interest is not only 
in electric labor saving apparatus for 
the home, but also shows itself in the 
industrial uses of electricity, the use 
of electric motors for factory operation, 
for refrigeration service, and for trans- 
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portation. Interest in electrical signs 
and industrial heating is also at a high 
point.” 

“All of these applications of electri- 
city will be seen at the show” continues 
Mr. Bancroft, “and just as each prev- 
ious show has been an improvement in 
size, character and public interest over 
its predecessor, this year’s exposition 
will surpass last year’s efforts.” 

The exhibits will occupy three floors 
of the big building, the third floor be- 
ing given over entirely to government 
Visitors to the 
will find a pleasant change from last 


displays. exposition 
year’s physical arrangements which will 
expedite trafhic. 


Electrical interests of Cincinnati are 
to hold an electrical show in connection 
with a great exhibition known as the 
Cincinnati Fall Festival and Industrial 





Illumination of Washington Park, Cin- 
cinnati Fall Festival, by the General Elec- 
tric Co. 


Exposition to be held in that city from 
August 25 to September 8. 

The purpese of this exposition, which 
is being held under the auspices of the 
Chamber of Commerce and underwrit- 
ten by the business men of the city, is 
to focus the attention of the midwest 
on the city of Cincinnati. An extra- 
ordinarily large appropriation has been 
made for advertising it throughout the 
city’s wide trade territory, and it is 
hoped that its message will reach mil- 
lions of people living within a radius 
of three hundred and fifty miles. 

Educational exhibits have been pro- 
pared at a cost of more than a quarter 
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of million dollars, which include mag- 
ical electric displays of rare beauty. 
Substantial buildings constructed of new 
lumber and decorated in an artistic and 
festive manner will house the exhibits. 
and unusual entertainment features will 
be provided which could be secured 
only at great expense. 

The entire area of Washington Park 
will be placed under the enchantment of 
a spectacle unique among lighting dis- 
plays heretofore shown by American 
Walter D’Arcy Ryan, director 
of the General Electric Company’s il- 
luminating engineering laboratory, has 
supervised the lighting preparations. 

Five thousand miniature 
lights, mounted on twenty sunburst 
standards bearing the city’s seal, 250 
lights to each standard, will enclose the 
area. In the center will rise a sight 
of rare splendor, a group of Oriental 
minarets, tapering ninety feet into the 
air, festooned with sparkling jewels in 
every hue. 


cities. 


electric 


Hanging clusters of these 


jewels will adorn their peaks, and four 
tall steaming urns will stand at the cor- 


ners of each foundation base, which 
will be forty feet square. 
Between the minarets, stretching 


criss-cross, will hang a marvelous lace- 
work of jewels, worked into a handsome 
design, and adorned with jeweled tas- 
sels, finials and medallions. 

In the dazzling brilliance of forty 
great 18-inch searchlights, each of 7, 
500,000 beam candlepower, the jewels 
will radiate reflected light in a great 
variety of vivid tints. Their number 
will be close to 50,000, in crystal jon- 
quil, ruby, aqua marine, amethyst, em- 
erald and rose. The minarets will har- 
with this galaxy of color 
under the beams of the searchlights 
for they will be decorated in soft 
Venetian shades of reds, yellows and 
blues. 

Fountains on each side of the min- 
arets will also come under the illumin- 
ation, and the steam from the urns will 
catch the tinted beams from the project- 
ers. Beneath the jeweled lacework, be- 
tween the four minarets, will be placed 
a pillared band-stand. 

Twenty other searchlights, of the 
same size will play upon the foliage of 
the trees all over the park, their shafts 
passing through colored prisms. All 
these projectors, totaling sixty, will be 
grouped in four batteries, opposite the 
four corners of the park, from which 
positions they will send their -shafts in 
every direction. 

The total illumination by 
lights alone will be equivalent to the 


monize 


search- 
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Why This New 
Motor Breathes 


Blow a puff of smoke toward one of the new 
type Robbins & Myers Motors. See it go swirl- 
ing into the end head—then rush out and away 
through the frame openings. 





The motor breathes! Deterioration is 
reduced and life lengthened. - All by 
means of a principle that enables the 
motor to fan itself. This is motor ven- 
tilation in its perfected form. 


Equally advantageous are other features com- 
bined in the New Type ‘*L”’ Polyphase Mo- 
tors. They have higher starting torque; bear- 
ings that are dust-proof; reversible terminal 
box with cover removable; size and weight are 
decreased with added rigidity and strength— 
all to obtain maximum economical service. 


To motor dealers, the introduction of the new 
Type ‘*L’’ Motors, is an opportunity for great- 
er sales in the polyphase field. It will be to 
your advantage to write, today, for particulars 
covering this new line of motors embodying 
these remarkable engineering achievements. 
* * * * * 

In addition, these New Type ‘‘L’’ Motors introduce an 

expansion of R & M manufacturing and sales pro- 

grams. Dealers, now, are afforded an opportunity to 


sell a complete line of R & M Motors. Call, or write 
us, for details. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANCH OFFICES: BRANTFORD, ONTARIO 
NEW YORK, 30 Church St. CLEVELAND, 1239 W. Third St. CINCINNATI, 9 E. Third St. 
CHICAGO, 1444 Conway Bidg. ST. LOUIS, 1522 Chemical Bldg. BUFFALO, 827 Ellicott Square Bldg. 
PHILADELPHIA, 1418 Walnut St. SAN FRANCISCO, 701 Rialto Bldg. BOSTON, 74 Pearl St. 


CHARLOTTE, N. C., 217 Latonia Bldg. 


& Myers 


and Fans 


Robbins 
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light of about 450 million candles. The 
rays from these powerful lights will 
pass up into the air, above the minar- 
ets, combining into an aurora which 
will be visible at a great distance. 

The Music Hall, opposite the central 
entrance to the park where the electri- 
cal show of the festival is to be assem- 
bled, will be richly illuminated. The 
entire facade will be treated with spec- 
ial effects. Eight banner standards will 
be erected, each having six 1,000 watt 
mazda lamps which will be trained up- 
on the building front. The entire light- 
ing display will represent a total cost 
of between $40,000 and $50,000. 


Your Trade Convention 
By Stantey A. DENNIS 
Why You Should Attend It is Explained 
by Editor of Electrical Retailing 


[NOTE: This article was written by Mr. 
Dennis for “Electrical Retailing’ and it 
appeared as a feature in a recent issue 
of that publication. It so clearly de- 
picts the reasons for all electrical con- 
tractor-dealers to attend this year’s 
annual convention of the A. E. I. at 
Washington during the week of 
October 8 that permission to reprint it 


has been secured—The Editor. ] 
Get a New Vision. 

Mountains would be worth all the 
space they occupy on this whirling 
globe, if they contributed nothing else 
to human life than the view from their 
tops. Just so a convention is worth all 
it costs, if it does nothing else than 
bring new vision to those who attend it. 
A vision is born of the power to see 
farther than others see, to see what 
others do not see, and to see before 
others see. A convention builds this 
power into a man. It gives him new 
vision, and new vision is new life. 


Add to Your Knowledge. 

Every suggestion bristles with facts, 
ideas, methods, policies, suggestions 
and plans. This is business building 
knowledge, and while the world stands, 
knowledge will always be power. If 
the man who attends a convention were 
to put to work in his own business only 
a bit of the knowledge he may gain at 
a convention, he would double his man- 
power and triple his profits. 


Gain a Better Understanding 

Any field of business is as compli- 
cated as a banquet with thirty-nine var- 
ieties of knives, forks and spoons ar- 
rayed in marching order on both sides 
of each plate. A convention interprets 
conditions, forces, movements, and ten- 
dencies at work in its field. It changes 
a mob into an army, determines a stra- 
tegy, lays out a campaign, and sets the 





Tern Beecteacts? 
zero hour. 
“Where do I go from here?” 
every mali find his place. 


It answers your question. 


It helps 


Find New Inspiration. 

If icicl®S grow in your heart, a con- 
vention is the place to thaw them out. 
If cobwebs are clustered in the empty 
corners of your brain, a convention is 
the place to have them swept away. If 
the windows of your soul are dusty, a 
convention is the place to clean them off 
and to let in the sunlight. If you want 
youth’ and enthusiasm and action and 
achievement to flow through your veins 
and arteries, a convention is the place to 
renew your circulation. If you don't 
want these things, you are just a skin 
stretched over a skeleton. If you do 
want them, you are still a man. Strike 
hands with your fellow men, find new 
inspiration, and make a friend. 


Conducts Cooking School 


People of Indianapolis Given Lessons in 
Electric Culinary Art 


An electrical cooking school was held 
in Indianapolis for four days in June 
under the auspices of the Home Eco- 
nomics Club and the Sanborn Electric 
Company of that city. Sessions were 
held in the auditorium of the Athen- 
aeum from two to four o'clock in the 
afternoon, with a half hour being de- 
voted to a disciussion of the lecture. 

The work was directed by Miss May 
Neville, a graduate of Lewis Institute 
of Chicago, who has taught the subject 
of domestic science in various schools 
throughout the country, and who has 
been dietitian in Roosevelt hospital, 
New York, American hospital, Chicago, 
and other large hospitals. She was 
assisted by Mrs. W. J. Marks, a leader 
in all local economic work. 

The stage of the auditorium was 
equipped as an electric kitchen, show- 
ing a washing machine, electric range, 
dishwasher, vacuum cleaner, and two 
cookers which were used for demon- 
stration purposes. 

In order to secure a large attendance 
members of the club were furnished 
with invitations which they mailed to 
their friends. Prominent advertising 
space was also taken in one of the lead- 
ing newspapers of the city. 

The course of lessons was very com- 
prehensive and covered every phase of 
cookery from the baking of cakes to 
the preparing of salads, as well as sim- 
ple dishes for breakfast and luncheon— 
and menu planning for the different 
seasons and nutritious desserts. 
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At the beginning of each day’s lesson, 
the instructor in charge of the cluss 
gave short talks on the proper diet, 
food values and combinations, proper 
feeding of children, etc. The latter 
part of this lesson was devoted to the 
preparation of various dishes, previous- 
ly discussed, so that those in attendance 
at the school reaped the full benefit 
of the instructions given. 

There were special features each day 
in addition to the regular program. 
For example—on the cake-making day, 
instructions were given in the prepar- 
ation of decorative icings for French 
pastry of birthday cakes. 

At each session a number of pieces 
of aluminum ware were given away. 
This was arranged by having each per- 
son present fill out a card with name 
and address and comments on the school. 
The first names up to a certain number 
which were drawn received prizes. Thus 
a list of the people interested in cooking 
electrically was secured. 

The attendance averaged about two 
hundred and fifty, and it was felt by 
the promoters after the affair that the 
undertaking was most worthwhile from 
the standpoint of advertising a partic- 
ular electrical device and also as a gen- 
eral publicity proposition in behalf of 
the electrical business. 


Feiker Joins S. E. D. Staff 


F. M. Feiker, formerly vice president 
of the McGraw-Hill Company, Inc., and 
more recently on leave of absence as 
special agent to the Department of 
Commerce at Washington, after his re- 
turn from Washington will be associ- 
ated with the staff of The Society for 
Electrical Development. 


Through the appointment of Mr. 
Feiker the various branches of the elec- 
trical industry served by the Society 
will secure the benefit of Mr. Feiker’s 
experience and background, and in ad- 
dition he will have a unique opportun- 
ity to act as special counselor to all 
branches of the electrical industry, put- 
ting at the service of the engineers, the 
manufacturers, central stations, jobbers, 
contractor-dealers and publishers, his 
special training and wide knowledge in 
the publishing and public relations 


fields of many industries. 

Mr. Feiker will retain a consulting 
relation to the McGraw-Hill Company, 
Inc., and he will continue in a similar 
capacity his relation to the problems of 
personnel and organization of the De- 
partment of Commerce at Washington. 
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Use All the DURABILT Products 


If you have used DURADUCT, the first of the 
Durabilt family, you know that is a high class 
non-metallic conduit, easy to fish, easy to install, 
and uniform in Quality. You know that you can 


rely on it, day in and day out. 


In the same way, you can rely on the other 
Durabilt products, as they are made with the 
same care, by the same workmen, in the same 


Factory. 


So specify DURACORD for Heavy Duty 
Portable Cord, DURAWIRE for Rubber 
Covered Wire and Flexible Cords, and 
DURAFLEX for armored conductor, in 
addition to DURADUCT for Loom. 


If you have used none of these Quality Products 


you have a treat in store for you. 


TUBULAR WOVEN FABRIC CO. 
PAWTUCKET, R. I. 
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Denver Better Homes Show 
League Played Important Part 
in Arranging Exhibits 


Electric 


One of the planks in the platform of 
the Electrical 
Denver 


Coédperative League of 
is “the encouragement and co- 
Ordination of electrical exhibits at vari- 
ous expositions”. Development of this 
with the Better 


Homes Show recently staged in that city 


idea in connection 
under the auspices of a local newspa- 
per. provided an opportunity, second 
only to an electrical home, of conveying 
the message of “Do It Electrically” to 
the public of Denver. 

The exhibition proper was purely of 
an educational nature. It consisted of 
26 model rooms, a garden, and a stage 
from which the lectures were delivered 
afternoon and evening. Surrounding 
this setting in the municipal auditorium 
were nearly a hundred booths of Den- 


ver business firms, through the efforts 


of which the cost of the show was 
underwritten. In these booths, in the 
boxes. and in the corridors trade 


names and prices could be mentioned. 
and 
demonstrations were also permitted. 


Individual advertising personal 

According to the established practise 
of the 
headquarters in Chicago, the organi- 
the 
the country and providing 


American Homes Bureau with 


zation various shows 


throughout 


staging 


the lecturers, the model rooms were not 
than through 
small artistic signs indicating that a 


commercialized other 
special service had been rendered by 


the individuals or firms mentioned. 
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The Model Electric Laundry Exhibited at the Better Homes Show in Denver was Ad- 
mired by All Who Attended This Successful Affair 


When the Denver newspaper 
soring the show first considered 
undertaking, the Electrical 
tive League was consulted relative to 
the electrical features to be developed. 
As a result a standard of 
wiring was established, considering the 


nature of the wall construction. 


spon- 
the 
Coopera 


minimum 


At least one convenience outlet was 
established in each room, and notably 
in the case of some of the model living 
rooms two and three outlets, some of 
them duplex, were installed. It was 
not possible to standardize this feature, 





At the Breakfast Room Display Booth of the Denver Gas & Electric Co. Miss Ruth Car- 
lington, the Hostess, Demonstrated the Method of Cooking Electrically 


because of there being no hollow sepa- 


rating partitions between many of the 
rooms. 
The same condition prevented the in- 


stallation of the desired number of 
bracket lights. With no ceilings to the 
rooms, it was impossible to hang ceil- 
ing fixtures but the illumination did 
not suffer because of the great number 
of portable lamps used in addition to 
the brackets. In addition a channel re- 
flector was located overhead at the front 
of each room, and from this source 
general illumination was secured. 

In the case of convenience outlets 
where visible to the eye, a sign was at- 
tached indicating the name and nature 
of the device. Special attention was 
invited to the duplex receptacles. At 
various places conspicious to the visi- 
tors but not in proximity to the cutlets 
similar signs were employed advising 
that every room in every home should 
have at least one convenience outlet. 

Several of the model rooms were 
turned over to the League for arrange- 
ment, notably an electric kitchen, laun- 
dry, and radio room. The equipment re- 
quired in these rooms was secured from 
the electrical firms maintaniing exhibi- 
tion booths. A large number of ap- 
pliances also placed in other rooms, 
following the scheme employed at the 
exhibition of the electrical 
Denver. 


home in 


A special advertising section was is- 
sued the day before the show opened 
and over 300 inches of editorial matter 
on electrical subjects was used. The 
syndicate matter was passed upon by 
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‘SAF ETY FIRST 


"_ YNDERGROUND 
CONSTRUCTION 


| Per onbur FIBRE 
__AONDUIT 











“Safety first” 


means Fibre Conduit 


OMPARE the cost of a duct line with the cost 

of the cables it carries, to say nothing of the 

expense of service interruptions, and you will realize 

that the most vital requirement of underground 
duct is safety and reliability. 

Orangeburg Fibre Conduit gives you the safest 
duct line. Its smooth bore prevents damage to the 
cable when drawing in, a frequent cause of failure. 
Every cable is isolated from the rest by a wall of 
concrete, localizing the effect of burnouts. The sys- 
tem resists water and gas seepage, a protection 
against electrolysis and manhole explosions. 

No ordinary hazard can break through the pro- 
tection of Orangeburg Fibre Conduit. 


JOHNS-MANVILLE Inc., Madison Ave. at 41st St., New York City 
Branches in 56 Large Cities 
For Canada: CANADIAN JOHNS-MANVILLE CO., Ltd., Toronto 


JOHNS-MANVILLE 


SOLE SELLING AGENTS 









Electrical 
Materials 


FOR 
Utilities 
Jobber 
Contractor 


AND 
Dealer 
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the League and a number oj articles 
were also written by the League staff. 
On the last night of the show a talk 
made bv S. W. 


manager of the Denver organization, on 


was Bishop, executive 


the application of electrical features 


found in the show in the homes of all 

visitors. 
Attendance fo: 

65,000 and the only cost to the League 


for its participation was the time re- 


the week totaled over 


quired o1 staft members, excepting for 


the expense of a few signs. 


Give Them the Best 


So spake O. Fred Rost of Newark 
Electrical Supply Company fame in re- 
ply to an argument on the question of 
how to get the job away from the irre- 
sponsible that 
He says: 


Every reliable contractor-dealer who 


contractor underbids. 


values his reputation is today losing 
money on wiring contracts because some 
less conscientious and more or less ir- 
responsible contractor underbids him. 
We have heard of a recipe by which the 
reliable contractor can snatch many 
contracts from the irresponsible fellow. 

After you have bid on a job which 
you would like to get and find that you 
have been underbid, put in your pocket 
samples of the kind of wire you pro- 
pose to use, and switches, sockets and 
other items which will be used in the 
installation. Get into conversation with 
your prospective customer and talk up 
quality materials, incidentally showing 
some of the samples. Point out to 
him the value of quality material in 
that it trouble, annoyance, ex- 
pense, and last but not least, insures ab- 
solute safety. 


saves 


In the final analysis every man wants 
the best he can get, and when he finds 
that for but a few dollars additional 
he can get a first class job, in nine 
cases out of ten he is going to give the 
job to you, even at a higher figure, 
just because he wants to be sure that 
he gets the best there is. 


ELECTRAGIST 


THE 





Although You Can Hardly Recognize Him 

the Young Man with the Air of Proprie- 

torship Parked Just Off the Bow of This 

Cc. M. & St. P. Electric is None Other 

Than Ken McIntyre of the S. E. D. Who 
Would Believe It? 


Electric Range Program 
An all year round electric range 
business development program has been 
formed under the direction of the com- 
mercial section of the National Elec- 
tric Light Association, with The So- 
ciety for Electrical Development func- 
tioning as the workshop to prepare and 
issue the manuals, advertising and sales 
helps. and general publicity that are 
called for. At the recent N. E. L. A. 
convention in New York, Chairman C. 
O. Dunton of the electric range com- 
mittee made his report, which included 
the reading’ of the program for elec- 
tric range business development pre- 
pared by the Society. The program 
was received enthusiastically. 

Prior to that it had the approval of 
the chairman of the commercial na- 
tional section, Oliver R. Hogue; also of 
the merchandise sales bureau through 
Chairman F. D. Pembleton. This pro- 
sram came in for further attention dur- 
ing the N. FE. L. A. executive committee 
meeting last month. In the meantime 
the Society is going ahead with the pre- 
liminary activities incident to announc- 
ing the plan and getting it under way. 

A special mailing list of all inter- 
ested in electric range business devel- 
opment is being prepared. All who are 
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interested in this activity are invited to 
send their name and business address 
to the Society. 


Industrial Heating School 


A very thorough course of instruc- 
tion marked the third year of the Cen- 
tral Station School of Industrial Heat- 
ing of the N. E. L. A. and the response 
met with among central station com- 
panies has been so encouraging that it 
is planned to continue the school in 
future years and to organize similar 
schools in the different geographic di- 
visions of the Association. 

The courses this year were given by 
the Westinghouse Electric & Manufac- 
turing Company at East Pittsburgh and 
the General Electric Company at Sche- 
nectady and included lectures on prac- 
tically every phase of industrial heat- 
ing and inspection. 


Branch Established 


In order to handle more properly 
the extreme southern business which 
comes within its field of service the 
Baltimore Electrical Supply Company 
of Baltimore opened a branch house 
at 17 Ocean Street, Jacksonville, Flor- 
ida, as of August 1. 

The company advises, however, that 
this will be an entirely separate cor- 
poration to be known as the Jackson- 
ville Electrical Supply Company, Inc., 
of Florida. The officers are W. J. Flan- 
nery, president; J. J. Smith, secretary 
and treasurer; and Oscar A. Flannery, 
sales manager. The premises contain 
about 6,000 square feet of floor space. 


Takes New Position 


It is announced that Wilson Craw- 
ford, Jr., has withdrawn as a member 
of the partnership of the Traher Elec- 
tric Company of Wilkes-Barre, Pa., to 
become sales manager of the Utica 
Electric Supply Company, a branch of 
the Robertson-Cataract Electric Com- 
pany at Utica, New York. 





The Annual Outing of the Nassau-Suffolk Boys, an Account of Which was Given in the July Issue, was Well Attended. On the Left 
is Shown the Happy Crowd Just after the More or Less Sumptuous Repast Had Been Indulged in, While on the Right is Pictured the 


String of Autos Which had been Parked Off the Ball Field 
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Can be used 

with either 

open wiring 

or conduit 
z 


Approved combi- 
nation cutout and 
safety switch. For 
general protection 
and controlof light 
and power circuits. 
Used with open 
wiring or supplied 
with special fit- 
tings for conduit. 


Fuses, Clips, Cutout Bases, Service Boxes 
N.E.C. Standard 


LP, ICE 


The Johns-Pratt Company 


Hartford, ~ Conn., U.S.A. 


BOSTON (9) CHICAGO CLEVELAND NEW YORK PHILADELPHIA PITTSBURGH ST. LOUIS SAN FRANCISCO 
161 Summer St. 35-37 So. Desplaines St. 1365 Ontario St. 41 East 42nd St. 22 So. 15th St. 104 Sixth St. 314N. Broadway 74 New Montgomery St. 





EXPORT DEPARTMENT, 30 Church Street, New York, N. Y., U.S.A. 
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News Notes Concerning Elec- 
trical Contractor-Dealers 
Business Changes, Store Improvements, 

and New Establishments Opened 


Amery Electric Company will erect 
a two-story building at Amery, Wiscon- 
which it will soon as 


sin, occupy as 


completed. An extensive line of elec- 


trical supplies will be handled. 


Electrical Supply Company, now in 
business at 431 St. Clair Street, Toledo, 
Ohio, will move to Erie Street, Toledo, 
as soon as building is completed. 


Beacon Light Company will enlarge 
electrical appliance and fixture busi- 
ness at 716 South Hill Street, Los An- 
celes, California. Estimate worth of 
concern, $50,000. 


National Electrical Decorating Com- 
pany, Incorporated, is locating at 624 
Grand Street. Hoboken, New Jersey. 


Public Electrical Supply House will 
feature an extensive line of electrical 
supplies at 62 Essex Street, New York 
City. 

West Side Electrical Company has es- 
tablished headquarters at 116 Charles- 
ton Street, Charleston, West Virginia. 
Incorporated capital, $25,000. 
porators: R. E. Perry, Charleston, and 


Incor- 


others. 


Jacksonville Electrical Supply Com- 
pany is open for business at Jackson- 
ville. Florida. Incorporated capital, 
$25,000. Incorporators: Edgar W. 
Waybright, president, St. James Build- 
ing, Jacksonville, and others. 


English Electrical Company will lo- 


cate at Buffalo, New York. Incorpo- 
rators: Robert V. English, 226 Gold 
Street, Buffalo, and others. 


The 100 Percent Service Plan Com- 
pany is featuring an extensive line of 
electrical supplies and appliances at 
5177 Hollywood Blvd., Hollywood, 


California. Estimate worth of concern. 


$50,000. 

Oklahoma Gas & Electric Company 
will erect $100,000 building on West 
Okmulgee Street, Muskogee, Oklahoma, 
and will occupy as soon as completed. 


Paterson Radio Company, Incorpo- 
rated, will conduct a radio supply busi- 
ness at 213 Market Street, 
New  Jersev. Incorporated 
$ 125.000. 
812 East 


Paterson, 
capital, 
Smith. 


Paterson. 


Incor porators; a 


24th 


street. and 
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W. G. Newby has opened an electri- 
cal supply store at Sheridan, Indiana. 
Mr. Newby will be in the market for 
electrical and building supplies. 

M. Brown 
trical contracting business at 328 North 
Street, San Antonio, Texas. 


has established an elec- 


Athens Electric Shop will locate at 
11869 South Vermont Avenue, Los An- 
geles, California, where a complete line 
of electrical supplies will be carried. 


J. E. Paine has established headquar- 
ters at Broken Bow, Nebraska, and will 
feature a full line of electrical supplies. 
Estimated worth of concern, $12,000. 


The Norwalk Electric Company is 
conducting an electrical supply busi- 
ness at 1061 First Street, Norwalk, Cali- 
fornia. 


Gold Seal Electric Company has lo- 
cated at Cleveland, Ohio, where a com- 
plete line of electrical supplies will be 
carried. Incorporated capital, $10,000. 
Incorporators: H. D. Weinstein, Engi- 
neers Building, Cleveland, and others. 


Ohmer Electric shop is reported to 
have established headquarters at 207 
South Main Street, Elkhart, Indiana. 


The Torrington Shop will feature 
electrical supplies at new store located 
at 655 South Third Street, Louisville, 
Kentucky. 

Heumphreus-Smith Electric Company 
is conducting an electrical supply busi- 
ness at 722 State Street, Santa Barbara, 
California. 

G. A. Webster Electric Company, in 
the electrical supply business at 24 
North Phelps Street, Youngstown, 
Ohio, will erect a two-story building at 
117 North Phelps Street, Youngstown, 
to cost $14,000. Work was started sev- 
eral ago, and be completed 
about August, when it will be occu- 
pied by the G. A. Webster Electric Com- 


pany. 


months 


Caraway Engineering Company of 
which T. W. Caraway is -proprietor, 
will continue to conduct electrical con- 
tracting business at 409 Main Avenue, 
San Antonio, Texas. 


Economy Electric Company has 
opened a new electrical supply store at 
912 Eliot Street, Detroit, Michigan. 
King Electric Company is establish- 
ing headquarters at 221 West Second 
Street, Los Angeles, California, where 
an electrical contracting business will 
be opened. Formerly at 1329 Fifth 


Street, Los Angeles. 
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Weir & Hines, electrical contractors, 
have 6530 South Ashland 
Avenue, Chicago, Illinois. 


located at 


Coast Specialty Company will con- 
duct an electrical supply business at 


351 East 39th Street, Portland, Ore- 
gon. Incorporated capital, $25,000. 


Robert Marshall has opened a radio 
supply store in the Richmond Hotel 
Building, Richmond, Missouri. 


Southwest Electric Company has es- 
tablished headquarters at 4903 South 
Western Avenue, Los Angeles, Califor- 
nia. 
OOO. 

The Electric Service Company, an 
electrical appliance and supply busi- 
ness, will locate at 5101 York Boule. 
vard, Highland Park, Los Angeles, Cal- 


ifornia. 


Estimate worth of concern, $25.. 


Radio Electric Shop is open for 
business at 421 East 31st Street. Kan- 
sas City, Missouri. 

Sharp Battery & Electric Company, 
an old established concern, has estab- 
lished headquarters at 529 Broad Street, 
Chattanooga, Tennessee. Incorporated 
capital, $25,000. 

United Electric Company of which 
B. E. Wyon is proprietor, will conduct 
an electrical supply business ‘at 609 
North Illinois Street, Indianapolis, In- 
diana. 


Century Electric Company, an old es- 
tablished concern, will locate at Cen- 
terburg, Ohio, where a complete line of 
electrical supplies will be carried. In- 
corporated capital, $50,000. 

A. M. White Electric Company will 
move to 878 Willamett Street, Eugene, 
Oregon, as soon as remodelling is com- 
plete. Electrical supplies will be fea- 
tured. 

Bolton Electric Company has opened 
an electrical supply store at Lancaster, 
Missouri. 


Jacobs Bros. Electrical Company has 
established headquarters at Austin, 
Texas. Incorporated capital, $50,000. 
Incorporators: R. L. Jacobs and others. 

The Reid Clipper Company will fea- 
ture an extensive line of electrical fix- 
tures at Genoa, Illinois. 
Harry Cochran and others. 


Incorporators: 


Pierce Electric Corporation will con- 
duct an electrical supply business at 
142 South Avenue, corner Court Street. 
Rochester, New York. Incorporators: 
Attorneys Warren, Shuster and Case, E. 
&. B. Building, Rochester. and others. 
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Motor Starting Switches 
lO 
el With Inverse Time Element Overload Relays and Under Voltage Release 
th ’ . 
oa 1. The overload Relays are indestrucible. 
>" 2. They reset themselves. 
= 3. In case of overload the Relay automatically breaks the 
SI Under Voltage Release Coil Circuit which causes the 
le- switch to trip open. 
al- 
4. Relays good on any Voltage, 100 to 600. 
e 5. Protects against single phase operation as it makes no 
- diffzrence which relay operates, the U. V. R. coil circuit 
' is opened thus opening the switch breaking the entire 
LY, — oo motor circuit. Or suppose one main fuse blows, the 
tb- motor working single phase overloads the relay in this 
“* phase which opens the U. V. R. coil circuit causing the 
ed switch to open as before 
6. U. V. R. Coils are inside the Box—110 to 550 Volts 
ich A. C.; 60, 25 Cycles; Switch automatically opens when 
uct voltage drops approximately 60% of normal. 
19 
In- 7. Switch is of 60 Amp. Construction—30 ampere spacings 
(break and separation) 
es 8. Boxes are same size for 2 or 3 Pole. 
en- 
of 9. 440, 550 V KC switches equipped with “‘Snuf-arcs’’. 
In- 
10. Prices most reasonable. 
ill No. 96351 : 
| with “Snuf-Arcs” 11. Does the work better than switches costing twice as 
-_ much. 
ym- 
ea- 12. THE Switch of the Year. 
- [he I bull Electric Mfg. C 
ter e lrum ectric g. Lo. 
has Plainville, Conn. 
tin, NEW YORK CHICAGO SAN FRANCISCO 
OU. 114 Liberty St. 2001 W. Pershing Road 595 Mission St. 
ers. BOSTON PHILADELPHIA 
fea- 
fix- The Trumbull Elec. Mfg. Co. ee 1923 
yrs: Plainville, Connecticut 
Please send me literature on the new Trumbull @ Motor Starting Switch with Overload Protection and 
-on- U. Vv. Release. 
. at Remarks: 
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*-MANUFACTURING: 


} A Department Devoted to the Latest Devices Used by the Electrical 


Contractor and Dealer 














New Kitchen Fixture 


A new fixture designed especially for 
kitchen lighting has been produced by 
The Edwin F. Guth Company of St. 
Louis which incorporates several novel 
features. The ceiling fitting and holder 
are white porcelain enamel on steel. 
A patented spring holder is used to 
secure the glass in position which does 
with troublesome set 


away entirely 





screws and offers no dirt accumulating 
projections. 

The glass is high grade white dif- 
fusing 9 inch diameter with 5 inch 
fitter which permits the use of lamps 
up to 150 watts. 

The fixture is supplied both with 
and without pull switch. Pull switch 
types are equipped with a radium pen- 
dant to facilitate operation of switch 
in the dark. 


New Motor Starting Switch 

A new Motor Starting Switch with 
an overload relay and an under volt- 
age release coil so constructed as to 
give protection against single phase op- 
eration has been placed on the market 
by The Trumbull Electric Mfg. Com- 
pany of Plainville, Conn. 

The main points of this switch which 
are emphasized by the manufacturer 
are as follow: The overload relays 
are indestructable; they reset them- 
selves. In case of overload the relay 
automatically breaks the under voltage 
release coil circuit which causes the 





switch to trip open. The relays are 
good on any voltage from 100 to 600. 

Protection is given against single 
phase operation as the U.V.R. coil cir- 
cuit is opened whichever relay is oper- 
ated, thus opening the switch and break- 
ing the entire motor circu‘t. If one 
main fuse blows the motor working 
single phase overloads the relay in this 
phase which opens the U.V.R. coil cir- 
cuit, causing the sw:tch to open as be- 
fore. 

U.V.R. coils are inside the box, 110 
to 550 volts, A.C., 60, 25 cycles; and 
the switch automatically opens when 
voltage drops approximately 60 percent 


of normal. Switch is of 60 ampere 
construction — 30 ampere spacings, 


Boxes are same 
1440, 550 VK C 


switches equipped with Snuf-arcs. 


break and separation. 
size for 2 or 3 pole. 


New Enclosed Switch 


The Mutual Electric and Machine 
Company, Detroit, is placing on the 
market a line of Enclosed Switches 


under the JUNIOR trade name. 





The Junior Switch has 
parts, usually known among the trade 
as type C and is somewhat lighter in 
construction than the heavy and studier 
line of Bull Dog Safety Switches. 

The Junior Switch is quick make and 
break and is a companion of the senior 
Bull Dog Sefety Switch but much lower 
in cost and designed to meet conditions 
where severe service is not required. 
The One Spring principal is incorpor- 
ated in the Junior Switch. 


punched 


New Polyphase Motor 
The Robbins & Myers Company 


Springfield, Ohio, is now marketing its 
new type L Polyphase Motor. 

These motors are being made in a 
large range of sizes. They have many 
features, including a method of ven- 
tilation which enables the motor parts 
to be constantly bathed with cool air. 
They have higher power factors; im- 
proved starting torque; bearings that 
are dust-proof; reversible terminal box 
with cover removable; and sizes and 
weights are considerably decreased with 
added rigidity and strength. 

Bulletin number 135 giving details 
on this line of motors, and other liter- 
ature can be had on request to the man- 
ufacturers. 


New Twin Socket Plug 


A twin socket plug which permits 
the simultaneous use of two lamps, or 
a lamp and an electrical appliance, 
from one socket, and which embodies 
the best of design, materials and work- 





manship, has been placed on the market 
by the General Electric Company. 

It is made of highly polished, care- 
fully moulded Bakelite compound 
which is practically indestructible. The 
voke piece holding the screw shell is 
engaged by both a pocket in the com- 
pound and a projection on the screw 
shell, precluding the possibility of the 
screw shell turning. 

Ample distance is provided between 
the shoulder and the top of the base to 
allow for any variations which may ex- 
ist in different kinds of sockets. The 
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GIVING YOU WHAT YOU WANT! c 
el 
| 

YOU HAVE ALWAYS WANTED HERE IS THE TUMBLER | 
A TUMBLER SWITCH SWITCH THAT YOU | 
| THAT WOULD: ALWAYS WANTED el 
zl 
Always work without fail. 1 It has a mechanism that can’t stick. a 
2 Go in a thin partition. 2 It is only 1;’¢ inches deep. | 
3 Look well on the wall. 3 It is neat in appearance and the plate | 
, is flat. 
4 Fit any need and be made in all styles 4 It is made single and double pole, three | 
. and types. or four-point, in porcelain and compo- 
t sition cups, in lever - operated or lock | 
. type. 
d 5 Be easy to get. 5 Bryant Distributors in 89 cities sell it. | 
) 
6 Be reasonable in price. 6 The single pole, porcelain cup costs | 
$0.45 list; other prices are in proportion. | 
l- 
is 
yr 
e. 
- + 
No. 2951 Single Pole Switch No. 2963 Three-Point Switch 


with Porcelain Cup Showing Indicating Feature with Composition Cup 


The demand for these switches has been very gratifying and is growing constantly. 
Wee are very busy making them but we can take care of your orders too. Ask your 


jobber about deliveries. 








et 


TE ““A Superior Wiring Device for every Electrical Need” 
e- — i 
nd 
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is : THE BRYANT ELECTRIC COMPANY 
m- 
- Si BRIDGEPORT, CONNECTICUT 
he : _ NEW YORK CHICAGO SAN FRANCISCO 
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center screw in the base is countersunk, 
obviating the possibility of the base 


catching in the lamp spring of the 
socket. 
the twin contact bar. 

All exterior metal nickel 


plated. The porcelain which fits inside 


The center screw is soldered to 
parts are 


the base screw shell has a black elazed 


top. This gives an exceedingly attrac- 
tive black and nickel finish to the en- 
tire exterior. Heavy horn fiber insu- 


lates the center contact from the screw 
shell. 
New Conduit Fitting 
This fitting. which has been mar- 
keted by the Killark Electric Mfg. Com- 


panv of St. Louis, known as Type Y 





is used in making a right angle bend 
in rigid conduit. It consists of a hub 
and a screw cap. It is made for 1% 
inch, 34 inch and 1 inch conduit and the 
finish is galvanized. 

The peculiar feature of this fitting, 
according to the manufacturer, is that 
the cap may be removed or put on with 
an ordinary monkey wrench. A stillson 
wrench is not required. 


Three New Lighting Units 


Three new developments of the Na- 
tional X-Ray Reflector Company of 
Chicago, which have been widely an- 
nounced in a novel manner by being 
called Gallopin Dominos and numbered 
3-7-11 respectively, are junior sizes of 
popular X-Ray Reflectors. They are the 
first reflectors designed, it is claimed, 
for the new 25 or 50 watt P-19 Mill type 
lamp, and each should fill a definite 
need for a small reflector. 

No. 3, known as the Mill type, is for 
use in factories where ceilings are low, 
over work benches, or machines, or in 
passages or warehouse space where a 
wide distribution of light without glare 
is needed at close range. 

No. 7 is the Scoop unit, designed for 
lighting small deep windows which are 
less than five feet high, or for large 
deep display cases inside of stores. 
When mounted in the usual position in 
front and above such a display it gives 
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a uniform wide spread of light from 
the top to the bottom. 

No. 11 is called the Hood Jr., for use 
in lighting shallow display windows or 
display cases that are less than five feet 
where a concentrated light is 
needed. It solves the problem of light- 
ing certain arcades or lobbys of build- 


high 


ings. where heretofore reflector equip- 
ment available has generally been too 


large. 


Condensed Notes of Interest 
to the Trade 


Chauncy C. Baldwin, for more than 
twenty years connected with the Stand- 
ard Underground Cable Company at 
Perth Amboy, N. J., died at his resi- 
dence there on June 7 after a brief ill- 
ness. George H. Hawley has been ap- 
pointed manager of the metal depart- 
ments to fill the vacancy caused by Mr. 
Baldwin’s death. 


To care for further increased demand 
for wire and cable products, particular- 
ly high voltage paper insulated lead 
covered cable, the General Electric 
Company has let contracts for addi- 
tional floor space at its Schenectady 
works which will double the floor area 
of the present plant and give it the 
largest plant it is claimed in the world 
devoted to the manufacture of high ten- 
sion paper insulated cable. 

A catalog consisting of 208 pages is 
being distributed by the Appleton Elec- 
tric Company, Chicago, describing its 
complete line of electrical products. It 
is known as No. 9 and is in two sizes, 
desk size and pocket size. 

A new advertising leaflet on the waf- 
fle iron has just been issued by the 
Westinghouse Electric & Manufacturing 
Company. 

A. F. Wakefield was elected vice 
president of The F. W. Wakefield Brass 
Company of Vermilion, Ohio, at the an- 
nual meeting held recently, the other 
officers remaining unchanged. 


Orders received by the General Elec- 
tric Company for the three months 
ended June 30, were $84,249,710. an 
increase of 54 percent over a_ similar 
period for last year, according to the 
quarterly report to stockholders signed 
by President Gerard Swope. 


The United Electric Company, Can- 
ton, Ohio, has prepared three attractive 
new folders to and 


line of 


its dealers 
new 


assist 
salesmen in selling its 
cleaners and attachments. 


Vol. 22, No. 16 
The Westinghouse Supply Catalocue. 
regarded as an encyclopedia of things 
electrical, is now being distributed. This 
issue for 1923-24 replaces and super- 
cedes all catalogs issued heretofore on 
electrical supplies by that company. 

W. J. Leighner has been appointed 
works manager of the George Cutter 
Company, a Westinghouse subsidiary, 
located at South Bend, Indiana. . 

J. R. Viets, for many years in charge 
of the shipping department of the Gen- 
eral Electric Company’s Lynn Works 
and more recently trafic representative 
for the New England district. has been 
appointed assistant traffic manager with 
headquarters at River Works. West 
Lynn, Mass. A. S. Moody, assistant 
northwest manager, has been appointed 
local manager of the Los Angeles office 
to succeed R. L. Cash, who has been 
transferred to Schenectady. 

The Roller-Smith Company, New 
York City, announces the appointment 
of H. D. Baker, 525 Woodward Ave.. 
Detroit, as its representative in the state 
of Michigan. 

A well illustrated, beautifully bound 
catalog of 55 pages setting forth its 
line has just been issued by the Steel 
City Electric Company of Pittsburgh. 
A novel feature is the provision of code 
words for certain products. It is 
punched to fit the standard jobbers’ 
loose leaf binder. 


The Rawlplug Company of New 
York City has moved to a new location 
at 66 West Broadway, where its general 
and sales offices, formerly at different 
locations, will be combined, and stock- 
room facilities will be greatly increased. 


The Nileo Lamp Works, Inc., of Em- 
porium, Penna., has purchased the 
equipment, raw material, and finished 
lamps of the Whitelite Electric Com- 
pany. The purchase also included the 
transfer of the General Electric licenses 
of the Whitelite Electric Company and 
the New Jersey Tungsten Lamp Com- 
pany to the Nileo Lamp Works, and 
they will be applied to increase the li- 
censed quota of Nilco lamps. 


The Westinghouse Electric & Manv- 
facturing Company announces a _ plan 
whereby all employes may participate 
in the purchase of a new issue of 20,000 
shares of common stock to be paid for 
on the deferred plan at $53 a share— 
par value $50. Each employe may sub- 
scribe for one to twenty shares of stock 
and pay for it in ten consecutive month- 
ly installments. 
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A Penny for Quality 


The cost of all the electrical work is sel- 
dom more than two per cent of the total 
cost of any building. The difference be- 
tween the very cheapest and the very best 
materials is so tiny a fraction that a bid 
should invariably win on service and 
quality instead of price. 


With your knowledge of the value and 
cost of various panel boards, note how 
very little the best panel boards, the 
Triumph Safety Type, cost over the very 
cheapest you could buy.” 


That’s the real point! Electrical service 
depends on the reliability and safety of 
these final distributors—the indication of 
quality for the electrical installation is one 
of their functions—the added years of 
+ The @ Triumph Pane, Cfficient service are 
Boards are standardized worth figuring in—and 


unit assemblies. The 


cabinets and pane! boards Triumph Safety Type 


always fit together though 
saetailed pees; ~— Panel Boards can be had 


the cost has been forced , j 
y Ring bps: the -ane for a portion of the penny 


quantity production until of the building dollar. 
fone eee it* They cost less to install. 
Send for descriptive bulletins on the 
Type T- P(tumbler-switch, plug-fuse), 
Type R (residence and small store), 
and Type P (plug fuse). All are unit 
construction—all Triumphs. 





Arank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


DISTRICT OFFICES: MANUFACTURERS OF 
New York, Boston, Philadelphia, 
Pittsburgh, Cleveland, Cincinnati, 
Detroit, Chicago, Minneapolis, 


KansasCity, Dalla, New Orleans, ne tvtchaei_ rengrsbeisove 
Los Angeles, San Francisco, Seattle. bution Switch-boards. 





Major System of Theater Lighting 
Control; Triumph Line ot Safety 
Type Panel Boards and Cabinets; 








Write Today! 





Get Your Copy 
of this new catolog No. 34 


This new catalog contains only the 
essential information and data neces- 
sary when ordering your requirements. 


It simplifies selection and ordering 
for any particular type of construction. 


Three indexes—general, code word 
and catalog numbers with cross refer- 
ences. 


You need this catalog and it will help 
you every day. 


WRITE TODAY! 


Steel City €y Clectrre Ca 


1207-1223 Columbus Avenue 
Pittsburgh, Pa. 
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Radio Service was be- 


gun in June, 1922, as a 
supplement to The Elec- 
tragist. It is now is- 
sued as part of the 


magazine. 


RADIO SERVICE 


All Communiestions Should Be Addressed to 
THE ELECTRAGIST RADIO SERVICE 





The Electragist, former- 


ly Electrical Contractor, 
was established 22 years 
ago as the official jour. 
nal of the National As. 
sociation. 


15 West 37th Street, New York City. 
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New Wave Bands Satisfactory 

Sufficient time has now elapsed for reports to be secured 
from a number of different parts of the country regarding 
the operation of the new wave length allocations. Officials 
of the Department of Commerce report that nine Radio 
Supervisors have in all cases noted satisfaction. Prac- 
tically all listeners are experiencing better reception than 
at this time last summer. At this period last year there were 
some 500 stations operating on 360 and 400 meters where- 
as today the class B stations have about 40 exclusive na- 
tional waves and the A stations have 31 waves assigned in 
the various radio districts. Approximately 300 of the old 
stations continue in class C, operating on 360 meters. 

It has been somewhat surprising that more of the 360 
meter stations have not applied for licenses in classes A 
and B, but apparently they are giving satisfactory service 
to their audiences. The great number of stations remain- 
ing in the class C division is of course creating more con- 
fusion than had been anticipated but it is possible that the 
transformation may be a little slower due to the expendi- 
tures involved in making the necessary changes. 

On the whole the plan seems to be working out as well 
as anyone could have expected. Naturally with the in- 
creased wave lengths used by some of the stations, some re- 
ceiving sets had to be altered or provided with loading coils. 
Practically all of the smaller and more inexpensive scts 
made in the past have been limited to about 400 or 450 
meters and the extensions above this point have been easilv 
made. 


More Broadcasting Restrictions 

We seem to be getting deeper and deeper in the maze of 
restrictions on broadcasting and it would indeed take a seer 
or superior ability to forecast the end. Not so many weeks 
ago the listening public was aroused by the action of the 
Music Publishers’ Association in forbidding the broadcast- 
ing of copyrighted music without the payment of a pro- 
hibitive royalty fee. 

Now comes news that several of the phonograph com- 
panies and mechanical reproducers of piano and organ 
music have forbidden their artists to perform for the radio 
audience. From across the water comes the announce- 
ment that Chappell & Company, Ltd., has forbidden any 
broadcasting by its artists. An extract from a letter sent 
to each artist reads, “Should operas you are performing 
in be broadcast, it will be considered an insuperable bar 


to your services being retained by Chappell & Company, 
Ltd., for any of the Queen’s Hall concerts.” William 
Boosey, managing director, says: “It is quite a mistake 
to imagine that we are opposed to broadcasting. Artists 
are quite free to choose which they please—either the 
broadcast or the concert.” 

Opinion in Great Britain is still somewhat divided but 
this last attitude of the concert managers seems to have 
thrown the weight of opinion toward the broadcasters and 
against the managers in just the same way that the state- 
ment of the Music Publishers’ Association did in this coun. 
try. The phonograph manufacturers have certainly not 
gained very many adherents by the stand they have taken. 

No great body of people cares particularly for a dicta- 
torial attitude on the part of those that are in a position 
to demand certain actions, even if their position is more 
or less temporary. A reaction generally comes, and when 
it comes it costs somebody some money. 

Broadcasting in one way parallels the concert hall, the 
stage, and the speaker’s rostrum. Never before have any 
artists been prohibited from singing in public, acting in 
public, or performing in any way in public. In fact their 
public performances have made their reputations for them, 
and these reputations have been of great financial benefit 
to the makers of records, reels, and other mechanical 
devices. 

Perhaps after some months of actual testing it will be 
found that those who make a favorable reputation over the 
radio will create a demand for their productions in other 
forms and the selfish and greedy individuals who tried to 
stifle public entertainment may be brought to realize that 
they have extracted good money from their own pockets 
and thrown it to the winds with nobody the better off. 


The President Speaks 


President Harding can claim to have spoken to the 
largest audience of any of our presidents and probably the 
largest number of people that ever listened to one person 
since the world began. It is safe to say that more people 
tuned in their instruments when our leader spoke over the 
radio than otherwise would have been the case, and the 
speaking was broadcast simultaneously from a number of 
different stations throughout the country, these being con- 
nected by land wires. In addition to this a number of the 
smaller broadcasting stations relayed the speeches at vary- 
ing wave lengths so that no matter what wave length a lis- 
tener tuned in on, he could hear the President’s voice. 

This great accomplishment marks another step in advance 
and still further assures a lasting usefulness for radio. 
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QUEENS Vorio Coupler 





WE SELL THESE GOODS 


QUEENS Verio Meter 





TO YOUR CUSTOMER 


But we need a place where he can secure them quickly. 


Let us tell you how we do it. 


Write for our proposition 


QUEENS RADIO COMPARY, Inc. 


12 FOREST STREET 


WINFIELD, L. I. 




















Radio Building, 


Radio Corp. of 
olin B. Kennedy Co. 
Wm. J. Murdock Co. 
Acme Apparatus Co. 
Eise I 
Nathaniel Baldwin, Inc. 
Cc 


Cc 


. Brandes, Inc. 


JOS. M. ZAMOISKI COMPANY 
The Electrifiers 


Baltimore, Md. 


—DISTRIBUTORS— 
Clapp-Eastham Co. 


Freed-Eisemann Radio Co. 
Chelsea Radio Co. 

Burgess Battery Co. 
Remler Radio Mfg. Co. 
Dictograph Products Co. 
Dayton Fan & Motor Co. 


America 


mann Magneto Corp. 


PROMPT DELIVERIES 


























| @ CONNECTICUT @itternc COMPANY @ 


NEGTIGUT 


APARTMENT HOUSE TELEPHONES 


Standard or Cordless 
Types. With or with- 


out letter box units. 


Individual telephones 
for apartments, trades- 
men, etc. 


Ask for Catalogue 29-B 


Telephone Specialists for over 
28 years. 


os 
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CONNECTICUT 














An 


Armorclad 
Rheostat 


Made for the UV199 
tube and designed to 





completely eliminate comebacks from 


dissatistied customers. Contains a 30 


ohm resistance unit that 


CAN’T BE HURT 


One and a half inches in diameter and 
tough as a hickory nut. Invisible 
panel mounting. 


Manufactured by 
Martin-Copeland Company 


PROVIDENCE, R. I. 
“The House of Quality Radio Products” 
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Suecess in Radio Selling Dependent on Stock 


Radio 


tively quick moving goods. 


sets and parts are compara- 
Compared 
to a number of other articles of mer- 
chandise, they are inexpensive, can be 
well displayed and ‘demonstrated, and 
a great deal of newspaper and maga- 
zine publicity helps keep up the inter- 
est. In addition to these helps, the 
which is contin- 


actual broadéasting 


ually improving, is a great seller of 
parts, equipment and complete sets. 
The dealer who is expecting to take 
advantage of all these various helps 
must be prepared to take care of the 
normal The 
sets are so great that while the dealer 


demand. varieties in 
cannot be expected to take down from 
his shelves the exact article asked for 
by every customer, yet he can have 
such a representative line of goods that 
he can fill practically all orders and 
sometimes persuade the customer to 
take something which he has in stock 
rather than go shopping elsewhere or 
wait till it 
jobber. 


can be ordered from the 

Selling radio apparatus from hand 
to mouth or prattically on consignment 
will never make any profits for the 
dealer. Radio is one of those things 
that gets the public quick and gets him 
hard. When he has had a pleasant 
evening’s entertainment at his friend’s 
home over the radio, he becomes fired 
with the desire to own a set himself and 
he can hardly wait till the stores open 
What will dampen his 
enthusiasm more quickly than to be 
told that the dealer is out of this and 
out of that but that it can be ordered 
from the factory or jobber? 


on the morrow. 


In most 
every case the new radio fan will not 
leave the order but will go elsewhere 
where he can secure what he wants 
when he wants it. 

True enough, new circuits and new 
forms of apparatus are coming out 
almost every day and little by little 


some of the older pieces of apparatus 


are going into the discard, but this 
change is a good deal slower than some 
people would have us believe. It takes 


many months to get new radio appara- 
tus into production and many more 
months to get the right kind of dis- 
tribution on it, and the general public 
demand extends over a long period, 
r:ore than long enough for the dealer to 


The Dealer Who Expects to Fill 
the Demand Must Have the Goods 


stock a good supply to fill the popular 
demand. 

Another thing, the 
new articles does not necessarily mean 


introduction of 


that the older types go into the discard. 
The introduction of the low voltage dry 
cell tubes, enormous as it was and con- 
tinting as it has. has not by any means 
eliminated the 6 volt tubes from the 
market. There is still a brisk demand 
for the larger tubes and probably will 
The dry cell 


tubes have simply cut their own place 


always continue to be. 


in the public demand and the older 
type tubes will keep right on going. 
There is ample profit to be made from 
both types. 

Nor has the developement of the 
vacuum tube, the new circuits and the 
new pieces of apparatus put the mod- 
est crystal set out of business. Dealers 
have always done a very fair business 
with crystal sets and parts, and begin- 
ners, youngsters, will probably always 
continue to start their radio 
with the crystal sets. 


careers 
There are even 
some developments that may make the 
crystal set a real factor in the world 
Great claims are 
made by several amateurs in the vici- 
nity of Philadelphia for antennae made 
of flat copper strips instead of the con- 
ventional stranded or solid copper wire. 


of radio reception. 
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With crystal sets, these experimenters 
have been able to listen to stations as 
far off as central New York. It is also 
claimed that the decreased reception 
due normally to warmer weather does 
not affect the reception to as great an 
extent as in the case of the stranded or 
The day of the cry. 


stal is not over by any means. It is 


solid entennae. 


really just coming into its own. 

It is quite impossible to make any 
suggestions as to the kind and quantity 
of stocks to be carried. Any sugges. 
tions would certainly not be applicable 
to all parts of the country. In sections 
fifteen powerful 
broadcasting station crystal sets and 
parts should of form a very 
substantial part of the stock. While 
it may not mean so much of an outlay 


within miles of a 


course 


in money as a corresponding stock of 
tube set parts and equipment, yet it is 
goods that turn over rapidly and have 
a good margin of profit. 

Tube sets and equipment should be 
carried in all cases because there are 
always those who want to get out of 
the local field and into DX work. The 
unit sales of the tube set are greater 
and it is less trouble to sell a dollar's 
worth than with smaller and cheaper 
equipment. 

The demand for transmitting appara- 





Photo Courtesy General Electric Co. 


A New Use for Radio Was Put to the Acid Test When Lieut. R. S. Olmstead, Winner 
of the Recent National Balloon Race, Equipped His Balloon with a Receiving Set in 
Order to Get the Weather Reports Throughout the Flight 
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For Electragists Only: 


MEMBER OF 


<4 ‘This Business-Building 
SOCIETY /-/ 


FOR 
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| Opportunity is for 
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es YOU! 


“DO IT ELECTRICALLY” 





OIN The Society for Electrical Development, under a 
joint-membership plan with the Association of Electra- 
gists—International. You benefit by the specially reduced 
rate thus made possible! 
In addition to the prestige vou will enjoy of being a member 
of this active, nationallv-known organization, think of the in- 
creased efficiency and profits you will directly derive by taking 
advantage of the plans and productions of the 8S. E. D. 

Strong Business Building Campaigns, such as those recently 
issued—‘“‘Building Residence Lighting Business’’—‘‘Building 
Store Lighting Business’’-—hesides others now being prepared. 

Complete—Tested—Plans with specially prepared newspaper 
advertising campaigns, publicity service, and a helpful line of 
auxiliary advertising helps. 





Monthly Sales and Advertising Suggestions 


Newspaper Advertising Copy and Cuts 

Movie Slides 

Attractive Consumer Booklets 

Window Displays, ete. 
Remember, this material is prepared for individual use and ean be made per- 
sonal by merely adding your name and address. ‘ 
In addition to the above-mentioned features there are countless other helps 
being created for the benefit of the entire industry. 


IF YOU ARE AN ELECTRAGIST MEMBERSHIP IS ASSURED YOU AT 
SO LOW A RATE THAT NO ONE CAN AFFORD TO STAY OUT. 
One Good Business Building Idea Lost By Delay To Join Might 
Pay Your Reduced Membership For Many Years. 

Send this in NOW. 











Association of the Electragists, (International) 
15 West 37th Street, New York, N. Y. 
Gentlemen: 
I am interested in learning full details about the joint-membership plan with The Society for Electrical 


Development, Inc., and the extremely low rates prevailing for ELECTRAGISTS. 
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tus will depend a great deal on how 
far 
the 
pretty 


radio enthusiasm has extended in 


territory. The dealer can keep 
the 
keeping an accurate record of all parts 
called for that are out of stock. 

that the 
dealer keep uptodate on new circuits. 


close check on demand by 


It is absolutely essential 
Some of these require special equip- 
ment or apparatus of certain specifi- 
cations and the great publicity that is 
generally given a new circuit brings 
with it a corresponding demand for 
these particular parts. By keeping 
ahead of the times instead of behind 
the times the dealer will be able to reap 
the profits from these new develop- 
ments. 


Station Has New Voice 


The Arlington broadcasting station, 
NAA, now has a new tube transmitter 
which was installed on July 8. The old 
spark set had been in use since 1912. 
The wave length, 2650 meters, will re- 
main as before and the new set will 
carry all the governmental broadcast- 
not 
quite as great, the range of the tube 
set has proved a little greater than the 
old 100 KW spark. 


The Fessenden set is retired from ac- 


ing, and although its power is 


tive service after eleven years and it is 
understood that it may be presented 
to the National Museum, where many 
radio should have 
the honor accorded to the early loco- 


experts believe it 


motive of Baldwin and the Morse 
telegraph key. 
Even before its installation in 1912 


as the first high powered radio trans- 
mitting set in the United States, the set 
was in test work for nearly two 
the Plymouth, Mass., 
radio station and the Mackaranish sta- 
tion in Scotland by the Fessenden Com- 
pany. A 


vears is 


used 


vears between 


service of almost thirteen 


believed to be a record for 


even a modern radio set. 


Crosley Holds Convention 

The radio the 
Mfe. Co.., manufacturer of 
radio apparatus and owner and opera- 
tor of broadcasting station WLW. held 
a sales convention Julyll and 12. 

Powel Crosley, Jr., president of the 
company, opened the convention with 
an inspirational talk on the radio bus- 
iness and said that there were people 
today who said that 


division of Crosley 


Cincinnati. 


radio was 

passing fancy and would soon die out. 

He compared these persons to the peo- 
F p 


but a 


THE ELECTRAGIST 
ple who said the original automobiles 
would »ever amount to anything. 

He “iid judging from the appearance 
of the streets today, it looks pretty much 
as if the automobile is really a success 
in spite of the many predictions made 
for its failure. The delegates after 
listening to several speeches were taken 
on a tour of the city to the Cincinnati 
Fall Festival, to be in progress 
as mentioned elsewhere in this issue. 


soon 


Graduation Broadcast 


Broadcasting station WOC, Daven- 
port, Ia., transmitted the graduation 
exercises of the Palmer School of Chi- 
ropractic. This is believed to be the 
first time that exercises of this charac- 
ter have been heard via radio. The ex- 
ercises were held in the open air and 
the graduates were from every state 
in the union. 


Comments on Editorial 


The following communication has 
been received from The Palmer School 
of Chiropractic, Davenport, Iowa., in 
response to an editorial which ap- 
peared in the July number of THE 
ELECTRAGIST entitled “Keep Broadcast- 
ing Clean”: 


To the Fditor: We have 
terest the article appearing on page 52 of 
your July issue under the heading, “Keep 
Broadcasting Clean”; and we hasten to add 
our indorsement to the idea which you bring 
out in this article. 

It has always been the policy of this 
broadcasting station to maintain our station 
and conduct our programs in such a way as 
would serve to keep the radio broadcasting 
art on a high plane; and it is a regrettable 
fact that some of the broadcasting stations 
have not adhered to a policy of this nature. 

True it is that in the selection of material 
fer broadcasting the broadcasting director is 
up against a very delicate problem as he 
cannot expect universal approval of the 
things which are presented; but it has been 
our purpose to at all times give the public 
such material as in our judgment would be 
of value and of interest to at least a ma- 
jority of those in our audience. 

Wishing you success with your Radio De- 
partment, we remain, Radiospectfully yours. 
Signed—Stanley W. Barnett, program di- 
rector. 


noted with in- 


The Firpo-Willard Fight 


Through the efforts of broadcasting 
station WEAF, New York, the entire 
eastern part of the United States was 
furnished with a blow by blow descrip- 
tion of the heavyweight fight between 
the Argentine Firpo and Jess Willard 
early in July. It is estimated that be- 
tween 90,000 and 100,000 people act- 
ually witnessed the fight which was 
held in Jersey City, and the number 
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of people who listened to the descrip- 
tion via radio can probably only he 
wildly guessed at. It is 
that fully ten times as many more peo- 
ple listened to the results as witnessed 
the event. 


safe to ; av 


Gives Radio Course 


Another tribute to the importance of 
radio communication in the progress of 
the country is seen in the latest an- 
nouncement from Carnegie Institute of 
Technology, Pittsburgh, that a new 
course in elementary principles of radio 
communication has been added to its 
summer courses this year. Any one is 
eligible to take this course without pre- 
requisites. 

Subjects to be covered include: Ele- 
mentary electricity covering magnetism 
resistance, inductance and capacity; 
methods of transmitting energy; prop- 
erties of wave emotion; theory of pro- 
duction and reception of electro-mag- 
netic waves; antennae, wave length 
and measurements; transmitting and re- 
ceiving circuits; radio telephony, meth- 
ods of transmission and reception. 

The course covers six weeks and be- 
gan July 2nd, two afternoons a week. 
F. E. Ashe, head instructor in the de- 
partment of electrical equipment and 
construction, is in charge, assisted by 
Daniel H. Zerger, a practical radio ex- 
pert. 


Radario Writing Contest 

“The Writer's Digest..” a Cincinnati 
magazine published in the interests of 
writers, announces a prize contest in 
which $100 will be given for the three 
best radarios which are submitted. The 
prizes total $100. 

The three winning radarios will be 
broadcast from WLW of the 
Crosley Radio Manufacturing Company 
of that city. The contest which is open 
to all closes September 15. 

The judges in the contest are: James 
Knapp Reeve, dean of the writers for 
writers; Howard T. Dimick, author of 
several books on photoplay writing, 
and Fred Smith, studio director of the 
Crosley station, who originated the Rad- 
ario. 


station 


The Radario is a new dramatic form 
that offers an exceedingly interesting 
field for writers. It is to impress up- 
on writers the significance of the new 
form and to familiarize them with 
the technique of radario writing, that 
the publishers of “The Writer’s Di- 


gest” are conducting this contest. 
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SSTRANDES 


Some of our Manufactured Products 


ANNUNCIATORS 

HOUSE 

HOTEL 

HOSPITAL 

ELEVATOR 

MARINE 
WOOD OR METAL 
ALL STYLES OF DROPS 
AND RESETS 


BELLS 
IRON BOX 
WOOD BOX 
FIRE-ALARM 
SKELETON 
VIBRATING 
SINGLE STROKE 
WEATHERPROOF 
ELECTRO-MECHANICAL 


BUZZERS 
IRON BOX 
WOOD BOX 


PUSHES 
wooD 
METAL 
DESK 
DOOR 
PEAR 
FLOOR 
MARINE 
MULTIPLE 
TABLE CLAMP 

ALL FINISHES 


SOCKETS 
KEY 
KEYLESS 
PULL CHAIN 
ALL FINISHES 


FIRE ALARMS 
CABINETS 
BOXES 
SYSTEMS FOR CURRENT 
OR STORAGE BATTERY 


SHADES 
METAL SHADES OF ALL 
DESCRIPTIONS 


LETTER BOXES 


OF ALL DESCRIPTIONS 


FLOOR BOXES 
SPEAKING TUBES 


TIN TUBE 
FLEXIBLE TUBE 
WHISTLES 
ELBOWS 
COLLARS 

ROSES 


BURGLAR ALARMS 
DOOR SPRINGS 
WINDOW SPRINGS 
TRANSOM SPRINGS 


Iron Box Bell TANK ALARMS 


W.R. OSTRANDER & CO 


371 Broadway, New York 


Factory: 83-85-87-89 Clifton Place, Brooklyn, N. Y. 





Weatherproof Bell 





Pivoted Armature 
Skeleton Bell 
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PERFECTION IN EXPOSED WIRING 


Appleton “‘Unilets” assure neat effective wiring of 
even the most difficult jobs. Their pressed steel 
construction makes handling costs lower, and allows 
more wiring space with no increase in the size of 
the fitting. The new and enlarged Appleton Cat- 
alog is just off the press, and is a true guide to 
better wiring. If you have not received your copy, 
ask for it today. 


APPLETON ELECTRIC COMPANY 


General Offices and Factory 


1704 Wellington Avenue 
CHICAGO 


“UNULC sas 


REG.U.S. PAT2 





Have you received your copy of the 
new and enlarged Appleton Catalog? 
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Broadcasting in the East and Midwest 


Stations WNAC and WBAW in Massachusetts and 
Ohio, Respectiviely, Have Wide Range of Listeners 


Station WNAC at Boston 


One of the well known New England 
stations is WNAC operated by the Shep- 
ard Stores, Boston. John Shepard, 3rd. 
is credited with the establishment of the 
station and much of the splendid music 
that is sent out from the station is from 
the famous Copley-Plaza Hotel. One of 
the very interesting accomplishments 
the past spring was the promise of the 
hotel management to send an Easter egg 


More 


telegrams 


to hearers in the various states. 
1500 telephone calls 
and letters were received and for a time 
it looked as if the egg supply of Mass- 


than 


achusetts would be in danger. 


A control board is established in the 
balcony of the Copley-Plaza ball .room 
and the music and speeches are trans- 
mitted from this point by wire to the 
broadcasting station proper at the Shep- 
ard Stores. In the several function 
rooms of the hotel microphones have 
been installed in advantageous posi- 
tions and these are in turn connected 
to the control board in the balcony. 

Major John J. Fanning is the broad- 
casting director of the station and he 
he is known to thousands as JJF. He 
was commissioned a first lieutenant in 
the Signal Reserve Corps in 1917, pro- 
moted to captain and transferred to 
the Signal Corps of the regular army. 
In 1918 he was promoted to the rank 
of major. He commanded the 30]st 
Field Signal Battalion during the en- 
tire period of its existance and he is 
at present the commanding officer of 
the 301st Signal Batallion XI Army 
Corps. He has been active in radio for 
more than ten years 

The antenna equipment of the sta- 
tion consists of four 100 foot strands 
strung between two masts one of which 
is on the top of one building and the 
other on another building a short dis- 
tance off. One mast is of pipework 
with four guy wires and the other is 
a lattice work mast without guys. The 
antenna is 200 feet above the ground. 

The broadcasting studio is tastefully 
arranged and has a_ very complete 
equipment of musical instruments. 

The station has been heard in every 
state in the and in the trans- 
atlantic tests conducted some time ago 


union 


was heard by a receiving set in the 
store of Selfridge & Co., London. 


Station WBAW, Marietta, O. 


This station is operated by Marietta 
College and the equipment consists of 
90-watt 90-watt 
modulators, and one 50-watt amplifier. 


two oscillators; two 
At present the broadcasting is done 


from the room with the apparatus on 


the third floor of old Erwin Hall on 
the college campus. 
The station has been broadcasting 


only a few months but plans are under 
work at the 
beginning of the next college year. The 


way for more extensive 
regular 
education 


programs have consisted of 


classroom lectures in and 
lectures 


will continue next fall and in addition 


history twice weekly. These 
it is planned to carry on two systemat- 
ic ‘eourses in education and _ history 
and possibly other subjects if there is 
a demand for them 

In connection with these courses col- 
will be outlined to 
supplement the material broadcast in 
the lectures. 


lateral reading 


Any person listening to 
the lectures and having done the re- 
quired reading may, upon the comple- 
tion of a final examination with satis- 
factory grade, receive regular college 
This puts radio 
on a level with correspondence courses. 

Expressions of appreciation have 
been received from several surrounding 


credit for the course. 


states and locally the broadcasting has 
aroused considerable enthusiasm. Par- 
ticular interest 


in the work 


is shown 





in education which teachers in the out- 
lying districts may attend by radio 
and the reby keep abreast of the times 
of their profession. The regular pro- 
fessors of Marietta College are doing 
the broad asting for their respective 
departments and it is quite possible 
that in time a liberal education will be 
attainable for every man and woman 
for the mere listening. T. D. Phillips 
of the department of physics is in 
charge of the work. 


Fewer Broadeast Stations 


Broadcasting is apparently slowing 
down slightly, based upon the number 
of stations The 
pe ak of this service was reached in 


‘n operation today. 


May, when 591 stations were on the 
lists of the Department of Commerce. 

On June 30 there were 573, eighteen 
less than in May, although there were 
115 than in June, 1922 Fifty 
stations deleted in June, more 
than in any other month since the ser- 
vice was undertaken. 

On June 30 the total of 573 stations 
was distributed as follows: Class A, 
203: Class B, 42; Class C, 327; Class 
D (development), 1. During June, 
31 new Class A stations were licensed 
and ene Class B; 27 C’s were trans- 
ferred to Class A,and 2 were granted 
Class B licenses. In June one Class 
A station stopped broadcasting and 49 
Class C’s on 360 metres. were deleted. 


more 
were 





Leo Reisman’s Gehan. eeu by its Popular Dance Music, and Conceded to be One 
of the Best Orchestras of the Kind in the Country, Broadcasting from WNAC 
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ECONOMICAL FACTORY LIGHTING 


It has been proven that Westinghouse Mazda C 
Lamps, supported by Westinghouse-Cutter RLM 
Reflectors, are an economical and satisfactory form 
of factory lighting. 





WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: CANADIAN WESTINGHOUSE CO., Ltd., Hamilton, Canada 


Westinghouse 
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Westinghouse 
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Clow time is here- 


“Cozy Glow’’ means “radiant heater’’ to the Great American Public. This can 
be attributed largely to the extensive and impressive Westinghouse advertising. 
The well-known Cozy Glow Kid was created by Westinghouse several years 
ago because it was so expressive of the comforting rays of the Cozy Glow. This 
likable lad has been universally used in national advertising in the Saturday 
Evening Post, in the Ladies Home Journal, Good Housekeeping, and Sunset, 
in newspaper advertising and on all literature ad display advertising featuring 


the Cozy Glow. 
Cozy Glow! Fortunate name! Popular name! 


After all, isn't the name on the device the deciding factor in a sale? After 
you tell 'em all the good points of the Cozy Glow (and it has plenty) it’s the 
old, familiar Cozy Glow, tied to the old, familiar Westinghouse, that goes a 
long way towards making the sale. 


Think what it means to fall back on the line: “remember this is the famous 
Westinghouse Cozy Glow—the one they advertise everywhere with that cute 


kid.” 


Immediately, you are getting on familiar ground, and it’s surprising how much 









more prone your customers are to buy when they are on familiar ground. 


Our last year’s sales showed how popular the Cozy Glow was. There were 
many happy Cozy Glow dealers. You should be one this year. Don't fail to 
get a copy of Direct by Mail Folder 4813, covering our complete campaign— 
it contains some mighty interesting sales suggestions. Get the folder and try 
them. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
, Mansfield Works Mansfield, Ohio 


Without ; 
nd 
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i d 
Window Card a al Window Card Model of 


198 199 Cozy Glow Kid 


Westinghouse 
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Equipment Will 
ing Contracts for You 





4 


Increase your industrial lighting business and make more 
satisfactory installations by using Westinghouse Lighting 
Equipment. 


The Cutter Pulley-Socket is particularly desirable for shop 
installation for the following reasons: (1) Permits the low- 
ering of the reflector and lamp for cleaning, making possi- 
ble quick cleaning, resulting in better illumination. (2) Pre- 
vents the danger attending the use of ladders and other 
devices for reaching stationary fixtures. (3) Complete pro- 
tection of lamp cleaner against electric contact. (4) Less 
interference with workmen and less obstruction of passage- 
ways. 


The Cutter Holder-Socket Reflectors will also help you make 
easy industrial lighting installations. It takes only three 





minutes to install a fixture—cuts your wiring installation § 
costs to the bone, leaving a bigger profit for you. 


From the customer's angle, different sizes and types of re- 
flectors and lamps, making it possible to alter the lighting 
intensity and distribution with very little expense or trouble. 
We recommend the use of Westinghouse Mazda Lamps with 
Westinghouse-Cutter Reflectors. 


Westinghouse Electric & 
Manufacturing Company 


George Cutter Works 
South Bend, Indiana 


Ask our nearest agent--jobber for 


Catalogue 40-A and Folder 4466. 
ELECTRIC 
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. | Increase your commercial lighting 
business. 


You can do it with the Westinghouse 


Oil Sub-tien. 


Sol-Lux is the only luminaire from which a variety of light effects can be obtained 
through the use of but two standard types. This makes it possible for the dealer to 
meet all the demands of the commercial lighting market with a much smaller stock 
made up entirely of standard parts. 

In one of its many forms, the Sol-Lux unit is suitable for practically every class of 
commercial lighting. It is equally adaptable for large and small areas, light or dark 
walls, and high or low ceilings. It can be used throughout office buildings, stores, 
hotels and schools. 

For high, light ceilings: Without the reflector, a very efficient, general distribution 
is obtained from the suspension type. 

For dark ceilings: The addition of the porcelain reflector makes it a totally direct 
luminaire. 

For low ceilings: The ceiling type unit can be used, or the suspension type can be 
shortened by removing the chain and hooking the two loops together. 

Other features of the luminaire are its simple beauty, its durability, low maintenance: 
the dustproof globe requires only an occasional wiping with a damp cloth. 

The almost unlimited decorative possibilities obtainable from ornamental shades fur- 
ther emphasize the superiority of Sol-Lux equipment. 

You will be interested in our new Catalogue 40-B and Folder 4519-A. Write our 


nearest agent-jobber. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


George Cutter Works South Bend, Indiana 





Suspension Type Ceiling Type 
Without Chain With Reflector 
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Reel Assistance 


Every boy knows Wesley Barry, the freckled- 
faced, youthful, boy movie star. The win- ° 
dow cards and a rotogravure folder featur- 
ing him will have unusual drawing power on 
the boys who see them. When Wesley Barry 
says: “Gee! fellers, get a motor like mine” 
it registers, Read about the complete cam- 
paign on the opposite page. 


WINDOW 
CARD 
210 


WINDOW CARD 
211 
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Barry Help You Sel 
house Small Motor 


VAP, 


The Live Campaign is Built Around the American Boy, | NY 
The Greatest Salesman on Earth 


Here is a small motor campaign which will appeal to the American boy. It is 
centered around a typical American boy—Wesley Barry, the idol of all boys — 

















a ie : 
‘ 

‘ 

saev tl 


today. 
Sell the small motor idea to the boy, not only because he constitutes a large i 
market in himself, but because he will sell the idea to his parents, his neighbors, 4 

and all his friends. Boys are great advertisers. They never stop talking about , Hi rad 


their interests. They are the best salesmen on earth. f 


Our agent-jobbers can tell you when a Wesley Barry picture will appear at one 
of your local theaters. Tie-in with this picture. Use our window cards and 
booklets featuring Wesley Barry—you are sure to draw a crowd. Give away 
a copy of our booklet “‘Popular Motor Mechanics’ with the purchase of each 
motor. It shows many uses for the motors. We suggest that you prepare a 
lantern slide to run in conjunction with a Wesley Barry feature—it will prove 
very effective. j 
Prepare for a real motor-selling campaign. A new idea with a popular appeal FOLDER 
which will help you sell. Stock up on small motors. Order your supply of : NO 4482-A 
window cards 210, 211, 212 and folders 4546 and 4482-A. . rr 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
East Pittsburgh, Pa. 


FOLDER —_— 
NO 4546 get tN; 
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Association of Electragists 


PRESIDENT, James R. Strong, SECRETARY AND TREASURER, Farquson Johnson, 
526 W. 34th Street, New York City. 15 West 37th Street, New York City. 
GENERAL COUNSEL, Franz Neilson, PROMOTION AND DEVELOPMENT, Laurence W. Davis, 
New York City. 15 West 37th Street, New York City. 





Executive Committeemen 


EASTERN DIVISION GREAT LAKES DIVISION PACIFIC DIVISION 
W. Creighton Peet, L. G. Ross, C. L. Chamblin, 
70 East 45th Street, 1305 Tower Avenue, 687 Mission Street, 
New York City Superior, Wisconsin San Francisco, Calif. 
SOUTHERN DIVISION CENTRAL DIVISION MOUNTAIN DIVISION 
J. A. Fowler, A. Penn Denton, E. C. Headrick, 
118 Monroe Avenue, 17th and Oak Streets, 89 Broadway, 
Memphis, Tenn. Kansas City, Mo. Denver, Colorado 
EASTERN CANADIAN DIVISION WESTERN CANADIAN DIVISION AT LARGE 
R. A. L. Gray, Cc. CG. Costes, James R. Strong, 
85 York Street, 739 Hastings Street W., 526 W. 34th Street, 
Toronto, Ont. Vancouver, B. C. New York City. 
OPEN SHOP SECTION UNION SHOP SECTION 


L. K. Comstock, 
21 East 40th Street, 
New York City 





Past Presidents of the National Electrical Contractors’ Association 


Charles L. Eidlitz____ 1901-1903 Gerry M. Sanborn___ 1908-1910 John R. Galloway____ 1914-1916 

Ernest McCleary_____ 1903-1905 *Marshall L. Barnes__1910-1912 Robley S. Stearnes___1916-1915 

James R. Strong_____ 1905-1908 Ernest Freeman____1912-1914 W. Creighton Peet___ 1918-1920 
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CODE 
R. A. L. Gray 
STANDARDIZATION 
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1305 Tower Ave., Superior, Wis. 
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CONVENTIONS AND MEETINGS E. C. Headrick 
James R. Strong 89 Broadway, Denver, Colo. TRADE POLICY 
526 W. 34th St., New York City (Covering Manufacturers, Central Stations, 
Jobbers and Merchandising) 
W. Creighton Peet 
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10 S. Second Street, Memphis, Tenn. 
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Emerson Junior Ventilator . 


A Low Priced, Ideal Ventilator 
The Year ’Round Fan to Carry in Stock 





Recommend 


Emerson Junior Ventilator for kitchens of apartments, flats or 


small residences. 
Easily installed in any window 


45 watts will run it for an hour. 
Exhausts almost 500 cubic feet of air per minute. 
A 9-inch fan complete with supporting ring and mounting 










jb Meiage 





board—plug and cord attached. 
Can be sold and installed for $20.00 or less. 
= ee thy aa 2440 
“a 


Show a sample of this popular fan and watch results. 


The Emerson Electric Mfg. Co. 


2018 WASHINGTON AVENUE 
LOUIS, MO. 


ST. 








50 Church St., New York City 
The Emerson Company Sell no Apparatus at Retail 




















Concerning a Product and a Trade Mark— 


WIRING <@+44 > DEVICES 


The idea back of the “DIAMOND H” Trade Mark— 
THOROUGHNESS — QUALITY — SERVICE 


Thoroughness in design, materials and construction can alone pro- 
duce quality. Nothing but quality can give service. Nothing but a 
service-giving capacity can create a permanent and growing business. 


In the “Diamond H” trade mark this company has aimed to 


symbolize the utmost of value to the electrical contractor. 


THE HART MANUFACTURING COMPANY 














HARTFORD, CONN. 
NEW YORK BOSTON DETROIT DENVER 
CHICAGO LOS ANGELES CLEVELAND LOUISVILLE CANADA 
— : 
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Prehistoric Questions 


‘io is a story about questions. You 
have them—everybody has them. 
Questions are as old as the hills. They 
were asked in the day of Adam and be- 
fore that prehistoric man developed 
special nods of the head to satisfy his 
desires in asking questions. But what 
has this to do with the Code at a Glance? 
Just this: There are more questions be- 
ing asked now concerning things electric 
than ever before. You have been called 
upon to answer some of them yourself. 
And in the future your answering will 
be more frequent and precise. It will 
have to be! For the public is demand- 
ing more electrical knowledge and you 
are the one to give it because of your 
direct consumer contact. That means 
you MUST know the National Electrical 
Code and enforce it. And the Code at a 


Glance answers your questions concern- 
ing that. Requirements are tabulated 
in A.B.C. order. You don’t have to look 
in a dozen places or so for the informa- 
tion you need—as you do in the Code 
itself. Finding just the point you want 
is made as easy as looking up a word in 
Webster’s. The book—handy pocket 
size—also contains Code Definitions that 
clearly explain the many puzzling re- 
quirements, as when a person is ‘‘au- 
thorized,’’ ‘‘competent,’’ ‘‘qualified’’; 
whether a spring hinged door is auto- 
matic, and all such. And it is sent to 
you postpaid for only a dollar bill. You 
are missing many a good dollar’s worth 
by being without it. Send for a copy 
today, and be prepared to answer the 
next question you run up against con- 
cerning the Code. 


The next National Electrical Code will not be ready 
for general distribution until after the middle of 1923 


ASSOCIATION HEADQUARTERS 


ROOM 602 


NEW YORK 
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THE LOOM TO USE 





Alphaduct Alphaduct 
gives the is easy to 
best value fish and 
for instal- handy to 

handle. 


lation and ‘ 
’ All sizes up 
mechanical : 
to one inch 
yrotection 
I packed 





to the wires. in cartons. 


ALPHADUCT 
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RAVEN CORE—A Rubber 
Covered Wire of Distinction! 


Made by a house of standing. 
Specified by all the leading architects. 
Used by the Contractors who do the better grade of work, 


Can you afford to overlook it? 


NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 
Agencies and Branches: 


SAN FRANCISCO CHICAGO 


lannnnanssnstenesesnspreeesmnstesennsnesanneiisisiaatiiiiiiiiiincsnteiasiiensal 
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DENVER BOSTON 






















is the Result 
Strength in Lrey Part 


The ability of “Union” Re- 
newable Fuses to withstand 
more blowouts than any 
other fuse is due to the stud- 
ied design which gives exceptional 
strength to every part. There isn’t 
a single flimsy or carelessly made unit 
in the entire fuse. Hence, when 
assembled and put to the test of actual 
service, a “Union” Renewable Fuse 
doesn’t develop those weak spots 
which cause ordinary fuses to go to 
pieces after a few blowouts. 





TRADE MARK 
REC US PAT OFE 
UNION 
RENEWAB* 


600 
Cc 


600 “tf 


AmP® 


If a substantial saving in fuse mainte- 
@ mance interests you, examine the fol- 
- lowing features of “Union” Renew- 
able Fuses. 


1. Both Knife Blades are in perfect 
alignment. This prevents over- 
heating of terminals, preventing 
possible destruction of fuse. The 
Yoke is swedged to the Knife 
Blade, forming a rigid baffle plate. 


2. The Washers are a heavy, die-cut 
piece, accurately slotted so they 
can be easily lifted off with the 
fingers. 


3. Cap is heavy in construction, like 
all other parts, and carefully 
machined. 


4. The Ferrule, which forms one 
piece with the cap, is screwed to 
the outside of the tube and perma- 
nently fastened in the right posi- 
tion by a rivet, insuring permanent 
alignment of the blades. 


5. The Tube is made of special extra 
heavy, fire-resisting fibre of un- 
usual strength. 


At every point Strength, Ruggedness, 
Accuracy. No wonder that 





The “Union” Saves More Than 
ANY Other Renewable Fuse 











CHICAGO FUSE MFG. CO. 


Manufacturers also of Switch and Outlet Boxes, Cut-Out 


Bases, Fuse Plugs and Fuse Wire. 


CHICAGO NEW YORK 
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Expert 
Opinion 
“When it comes to sim- 
plicity, J want to say that 
I have never seen any- 
thing equal to this book- 
keeping system. It is 


one of the best things | 
have ever seen.” 


So says Frank Stockdale, 
an acknowledged author- 
ity on business efficiency. 


He was speaking 
of the 


New Standard 


Accounting System 


For Electrical 


Contractors and Dealers 


If you don’t already 
know about it, it will 
pay you to make in- 
quiry through the 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors 


and Dealers. 


15 West 37th St. New York City 
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If you must use Terminal Bushings— 


Then Use the Best 


and the best is the 


T&B NEW SPRING CABLE BUSHING 





PAT. PENDING 


Cat. No. 1267 


Approved by Underwriters Laboratories. 


The RULING is that all flexible 
armored Cables when entering un- 
bushed outlet or Junction Boxes Must 
Be Provided with an approved ter- 
minal fitting. 


Our No. 1267 Bushing WILL FIT 
14-2 wire, 14-3 wire, 12-2 wire and 
12-3 wire Armored Conductors. 


Have YOU ever seen AN Y 
OTHER Bushing that REALLY 


bushes the Wire—we haven't. 


WHY carry two or more types when 
our No. 1267 will meet all conditions? 


Attached in a MOMENT—RE- 
DUCES sstock—therefore SAVES 
MONEY. 


Buy them from your Jobber at $4.50 
in 5,000 lots. THINK IT OVER. 


The Thomas & Betts Co. 


63 VESEY ST., NEW YORK CITY 
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Acrumble, crack 
or rub off 


? @ You can cut the enamel off 
Economy rigid conduit in long, 
elastic strips without chipping or 
cracking. Because it is an extra 
heavy coat of the finest grade 
enamel “baked on.” 

@ Besides, the glass-like interior 
surface of Economy makes fish- 
ing easy. 

Send for literature and prices 


National 
Metal Molding 
Company 


1351 FULTON BUILDING 


PITTSBURGH 
Represented in All Principal Cities 


conomy 


SS 
ECONOMY 
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N 1915 the Insurance Committee 
of the National Association of 
Electrical Contractors and Deal- 

ers investigated and recommended 
to their membership the plan of In- 
surance at Cost as conducted by 
Lynton T. Block & Co., of St. 
Louis. 


Now in 1921, after six years of 
experience in dealing with this well 
known insurance organization, this 
same committee has expressed its 
continued unqualified satisfaction in 
the resolution contained on this 


page. 

This resolution is therefore pre- 
sented in this form for the benefit 
and information of the membership 
at large. 


THE ELECTRAGIST 


SIX YEARS OF SATISFACTION 
1915-1921 


IX YEXRs of satisfactory deal- 
S‘ a with Lynton T. Block & 
, Underwriters, of St. Louis, 
has jose your Insurance Com- 
mittee again to go on record as en- 
dorsing their plan of insurance, 
with the attendant saving in money 
to our members. 

Every Insurance Policy placed 
with this concern increases its abil- 
ity to serve you better, both in the 
lowered rates it has influenced and 
the yearly saving it accomplishes. 
If the bulk of our members would 
avail themselves of this tangible ad- 
vantage of membership, the saving 
made possible by the action of your 
Committee would probably total 
Fifty Thousand Dollars Every Year. 
Volume of business will do this. 
Your Insurance Committee has 
done its part; you should do yours 
and not only save money for your- 
self, but help your fellow members 





Vol. 22, No. 16 








VERY promise made by this un- | 
derwriting organization has 
been more than faithfully kept, 

and the advantages have from time 
to time been increased without any 
solicitation or additional obligation 
on the part of the Assured. 


Insurance with them costs less than 
it did six years ago, the coverage is 
more complete, and the savings are 
increased wherever deserved. The 
individual experience of the indi- 
vidual risk is now taken into account 
in determining the savings. 


Inquiry addressed to Lynton T. 
Block & Co., Underwriters, St. Louis, 
Mo., or to the Secretary of your As- 
sociation will bring full particulars 
regarding Insurance at Cost. 








LUO 
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to save this enormous aggregate. 








THE RESOLUTION SPEAKS FOR ITSELF— 


RESOLUTION 


Recognizing the insurance problems confronting this organization, and for the purpose of pro- 
curing the best indemnity at the lowest cost, the Executive Committee of this Association, after a care. 
ful and thorough investigation by its Insurance Committee in 1915, endorsed the plan of “Insurance 
at Cost,"’ as conducted by Lynton T. Block & Co., Underwriters, of St. Louis, Mo., through their 
several Insurance organizations, and recommended to the members of this Association that they avail 
themselves of the saving in cost and the high character of service afforded. 

WHEREAS, a large proportion of the members of this Association have for the past six years, 
carried their insurance through Lynton T. Block & Co., and found the saving in money to be substan- 
tial and the service to be highly satisfactory, and 

WHEREAS, the Executive Committee deems these insurance arrangements to be among the im- 
portant benefits which have been provided for members of this Association; 

NOW, THEREFORE, BE IT RESOLVED, That the Executive Committee ratify its former en- 
dorsement of the Insurance and Service afforded by Lynton T. Block & Co. and urge upon those 
members not now taking advantage of it to lend their cooperation in this respect and communicate 
with the St. Louis Office of Lynton T. Block & Co. in matters pertaining to Fire, Casualty and Work- 
men’s Compensation Insurance, with a view to adding momentum to this movement and securing for 
themselves the benefits which are made available for them. 

BE IT FURTHER RESOLVED, That the Insurance Committee of the N. A. E. C. & D. finds 
the affairs of the various Insurance organizations of Lynton T. Block & Co. to be administered hon- 
estly and skillfully; financially sound and worthy of confidence; that each such organization has ample 
assets for the protection of its Policy Holders, being backed in each case by Assets in excess of 
$2,000,000, which serves as a direct guarantee for the payment of losses and the elimination of any 
assessment liability whatsoever. 

The Insurance Organizations herein referred to are:— 


St. Louis, Mo. 
St. Louis, Mo. 
Kansas City, Mo. 


Buffalo, N. Y. 


J. A. Fowler, Chairman Insurance Committee, 
National Ass'n Electrical Contractors & Dealers. - 


sal 


ELECTRAGISTS USE THE PRODUCTS OF ADVERTISERS IN THE E 


Employers Indemnity Corporation, 

Utilities Indemnity Exchange, 

Utilities Fire Exchange, 

Exchange Mutual Indemnity Insurance Co., 


(Signed) 
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We Manufacture :— 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor. 
Extra Flexible Conductor. 

Lamp Cords, Reinforced Cords, Hcater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. 


Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 


' Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 


Switchboard Cables, Telephone Wire, 
Flameproof Wires and Cables, Railway Signal 
Wires, High Voltage Wires and Cables. 


Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


Boston Insulated Wire & Cable Co. 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 





Canadian Branch 
Office and Factory: 
Hamilton, Ont. 

















Knu Canopy Insulator 











Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tools 
in rolls of 10 feet. 


ARTHUR F. STANLEY 


SELLING AGENT 
West & Hubert Sts. 
Telephone 5200 Canal 


New York 
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On a Vertical Conduit 


On a Horizontal Conduit 
Y% Inch to 2 Inches ¥% Inch to 2 Inches 


“ELECTROLET” 


REVERSIBLE ENTRANCE FITTINGS 
May be used on either a vertical or a horizontal 
pipe. 

No other fitting has this reversible feature. 


Send for booklet 


Manufactured only by 


KILLARK ELECTRIC MFG. CO. 
3940-48 Easton Avenue 
St. Louis, Mo. 


On a Horizontal Conduit 


On a Vertical Conduit 


2% and 3 Inches 2% and 3 Inches 




















A New and Better Time Switch 


Many large users of illuminated bulletin 
boards have standardized on MERCURY 
TIME SWITCHES because of the small amount 
of servicing demanded. 

They are constantly on duty and at small 
expense. 

Utter simplicity of design and the liquid 
MERCURY contact eliminates all friction, 
arcing and corrosion, thereby guarantying 
perfect service. 

The switch is not geared to the clock move- 
ment, making all parts easily and quickly ac- 
cessible. 

The electrical dealer will find a big market 
for MERCURY TIME SWITCHES for use on 
electric signs, store windows, factories and 


chicken coops. 
FREE TRIAL 


We will send a MERCURY AUTOMATIC TIME 
SWITCH to any reliable electric dealer for free trial. 
ORDER ONE TODAY. TEST IT THOROUGHLY 


to your complete satisfaction. 
WRITE NOW for complete details and our liberal 
proposition to DEALERS. 


Mercury Time Switch Co. 


31 East Woodbridge St., Detroit, Michigan 
EASTERN REPRESENTATIVES: 


Manufacturers Distributing Company, 


291 Broadway, New York City, N. Y. 

















ELECTRAGISTS USE THE PRODUCTS OF ADVERTISERS IN THE ELECTRAGIST 








THE ELSCTRAGISBT 























issue. 








guarantee of satisfaction. 


BUYER’S GUIDE 


of some of the products manufactured by the concerns advertising in this 
To be listed here is a badge of reliability. To buy from here is a 
When you buy from here please 
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ADAPTERS, LAMP 
Bryant Elec. Co 


General Electrit Co 


Hart & Hegeman Mig. ( 
Hubbell, Inc., Harvey 
ALARMS, BU RG LAR, FIRE 


Conn. Telephone & Elec. Co 
Ostran ider & Cc 

Partrick & W Thine Cc 
Stanley & Patterson 

Western Elec. Co 


A= TERS 
rton Elec'l. Instrument Co 


ANNUNCIATORS 
Ansonia Elec. Co 
Conn. Telephone & Elec. Co 
Ostrander & Co., W. R 
Partrick & Wilkins Co 
Stanley & Patterson 


ARRESTERS, LIGHTNING 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
ASBESTOS WOOD 
Johns-Mannville, Inc. 


ATTACHMENTS, SOCKET 
Hubbell, Inc., Harvey 


BATTERIES, DRY 
Manhattan Elec. Supply Co. 
Stanley & Patterson 


BATTERY CHARGING OUTFITS 
Westinghouse Elec. & Mfg. Co. 


BELLS, ELECTRIC 
Ansonia Elec. Co. 
Connecticut Tel. & Elec. Co. 
Manhattan Elec. Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins 
Schwarze Elec. Co. 
Stanley & Patterson. 


BENDERS, CONDUIT 
Steel City Elec. Co. 
Thomas & Betts Co. 


BLOCKS, MOLDING 
Bryant Electric Co. 
Roberts Elec. Sup. Co., H. C. 


BOOKS, ELECTRICAL 
Ass'n of Electragists, International 
Soc’y for Elec’l Development, Inc. 


BOLTS, TOGGLE 
National Metal Molding Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 


BOXES, CONDUIT 
Appleton Elec. Co. 
Chicago Fuse Mfg. Co. 
Hart Mfg. Co. 
Hart & Hegeman Mfg. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mig. Co. 


BOXES, FLOOR 
Frank Adam Electric Co. 
Sprague Elec. Works. 
Stanley & Patterson. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mig. Co. 


BOXES, MANHOLE (JUNCTION) 
Frank Adam Electric Co. 
General Elec. Co. 
Johns- Pratt Co. 


BOXES, METER 
BOXES 
General Elec. Co 


PROTECTING 


Westinghouse Elec. & Mig. Co. 
BOXES, PULL 
Westinghouse Elec. & Mig. Co. 


BOXES, WOOD OR CABINET 
Stanley & Patterson. 
BRACKETS, TELEPHONE 
Stanley & Patterson. 
Western Electric Co. 
BRUSHES 
General Electric Co. 


Westinghouse Elec. & Mig. Co. 





BUSHINGS, BOX AND CABINET 
ralick & Co., S. R. 
Pass & Seymour, 
Westinghouse Elec. 


Cc —— TS, METAL 
Frank Adam Electric Co 
Har t & Hegeman 
Thomas & Betts Co. 
Westinghouse Elec. & Mig. Co. 
Wurdack Elec. Mfg. Co 
CHARGING OUTFITS 
General Elec. Co. 
Robbins & Myers Co. 
Westinghouse Elec. & Mig. Co. 


CIRCUIT BRE — RS, (Automatic) 


General Elec. Ce 
Westinghouse Elec. & Mfg. Co. 


CLAMPS, CABLE SUPPORTING 
Steel City Elec. Co. 

CLAMPS, GROUND CONNECTION 
Fralick & co. DB R. 
General Electric Co. 
Hart Mfg. Co. 
Minerallac Elec. Co. 
National Metal Molding Co. 
Sherman Mfg. Co., H. B. 
Sprague Electric Works 
Thomas & Betts Co. 

CLAMP TEST 
Appleton Elec. Co. 


CLEANERS, VACUUM 
Western Electric Co. 
CLIPS, FUSE 
Bryant Electric Co. 
Johns-Pratt Co. 
CLOCKS, ELECTRIC 
Tork Company. 
COILS, CHOKE 
_ General Electric Co. , 
Westinghouse Elec. & Mfg. Co. 
COLORING AND FROSTING, IN- 
CANDESCENT LAMPS 
Philadelphia Elec. Co. 


CONCENTRIC WIRING FIT- 
TINGS 


& Mfg. Co. 


General Electric Co. 


CONDUCTORS, ARMORED 
Tubular Woven Fabric Co. 


CONDENSERS, TELEPHONE 
AND TELEGRAPH 
Connecticut Tel. & Elec. Co. 
Western Elec. Co. 


CONDUIT, INTERIOR 
Alphaduct Co. 
American Circular Loom Co. 
Central Tube Co. 
Clifton Mfg. Co. 
Enameled Metals = 
Killark Elec. —. § 
National Metal folding Co 
Saylor Electric & Mfg. Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Trumbull Elec. Mfg. Co. 
Tubular Woven Fabric Co. 


CONDUITS, UNDERGROUND 
Johns-Mannville, Inc. 
CONNECTORS, BRASS 
CYLINDER 
Bryant Elec. Co. 
Frankel Connector Co. 


Trumbull Elec. Mfg. Co. 
CONNECTORS, EXTENSION 
CORD 
Tubbell, Inc., Harvey 


CONNECTORS, FIXTURE 
H. B. Sherman Mfg. Co. 


CONNECTORS, SLEEVE 


Bryant Electric Co. 
CONNECTORS, SOLDERLESS 
Dossert & Co. 


Frankel Connector Co. : 

Westinghouse Elec. & Mfg. Co. 
CONNECTORS, WIRE 

Stover & Co., S. H. 


COOKING UTENSILS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


CORDS, FLEXIBLE 


Tubular Woven Fabric Co. 


COUPLING, SHAFT 
General Electric Co. 
CUTOUTS 
Arrow Electric Co. 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
General Electric Co. 
Hart & Hegeman Mig. Co. 
Johns-Pratt Co. 
Pass & Seymour, Inc. 
Trumbull Elec. Mig. Co. 
Westinghouse Elec. & Mfg. Co. 


DECORATIVE LIGHTING 


General Elec. Co. 


DYNAMOMETERS 
Sprague Elec. Works. 


FANS, A.C. AND D.C. 
Emerson Elec. Mfg. Co. 
Western Electric Co. 
Westinghouse Elec. & Mfg. Co. 


EBONY ASBESTOS WOOD 


Johns-Mannville, Inc. 


FANS, HANGERS 
Adam Electric Co., Frank 


FANS, MOTOR 

Emerson Elec. Mfg. Co. 
ees aoe, Se " 

anhattan Electric Supply Co. 
Robbins & Myers Co. — 
Sprague Electric Works 
Western Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FARM LIGHTING GENERATORS 
Westinghouse Elec. & Mfg. Co. 


FIBRE 
Johns-Mannville, Inc. 


FITTINGS, FIXTURE, IRON 
Appleton Electric Co. 
Bryant Elec. Co. 
Fralick & Co., S. R. 
General Electric Co. 
Killark Elec. Mfg. Co. 
National Metal Vioiding Co. 
Sprague Elec. Works. 
Steel City Electric Co. 
Thomas & Betts Co. 
Trumbuil Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


FIXTURES, SHGW CASES AND 
fTINDOWS 


Faries Manufacturing Co. 
Frink, Inc., L 

National X- Ray ‘Reflector Co. 
Shapiro & Aronson, Inc. 


FIXTURE STUDS 
Fralick & Co., S. 
Thomas & Betts Co. 


FURNACES, ELECTRIC 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 

FUSE REDUCERS 
Plainville Elec’l Prod, Co. 

FUSES, ENCLOSED 
Bryant Electric Co. 

Chicago Fuse & Mfg. Co. 
General Electric Co. 
Johns-Pratt Co. 
Westinghouse Elec. 


FUSES, OPEN LINK 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, TELEPHONE 
Chicago Fuse & Mfg. Co. 
Western Electric Co. 


GENERATORS, LIGHT AND 
POWER 
Emerson Electric Mfg. Co. 
General Electric Co. 
Robbins & Myers Co. 
Sprague Electric Works 
Westinghouse Elec. & Mfg. Co. 


& Mfg. Co. 
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GLASSW ARE 
National X-Ray Reflector Co. 


GROUND RODS 
Copper Clad Steel Co. 


GUARDS, LAMP 
Hubbell, Inc., Harvey 
FUSE REDUCER 
Plainville Elecl. Prod. Co. 
HANGERS, ARC LAMP 
General Electric Co. 


Wakefield Brass <n F. W. 
Westinghouse Elec. & Mfg. Co 


HANGERS, CONDUIT and CABLE 
Appleton Electric Co. 
Minerallac Electric Co. 
Pass & Seymour, Inc. 
Steel City Elec. Co. 
Thomas & Betts Co. 


HANGERS, FIXTURE 
Westinghouse Elec. & 


HANGERS, LAMP 
Bryant Electric Co. 


HEATERS, LIQUID 
General Electric Co. 
Westinghouse Elec. & 


HEATING DEVICES 
Commonwealth Edison Co. 
Westinghouse Elec. & Mfg. Co. 


HIGH TEMPER’TURE CEMENTS 
Johns-Mannville, Inc. 
HOLDERS, SHADE 


Hubbell, Inc., Harvey 
National X-Ray Reflector Co. 


HOLDERS, BATTERY 
Ostrander & Co., V 
Stanley & Patterson 
INSTRUMENTS, INDICATING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, LAMP TEST- 
ING 


and BOX 
Mfg. Co. 


Mig. Co. 


General Electric Co. 


INSTRUMENTS, MINIATURE 
SWITCHBOARD 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENT, POCKET 
Connecticut Tel. & Elec. Co. 


INSTRUMENTS, RECORDING and 
CURVE DRAWING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, TESTING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSULATION, MOLDED 
Johns-Mannville, Inc, 
Johns-Pratt Co. 

Westinghouse Elec. & Mfg. Co. 


INSULATORS, CANOPY 
Arthur F. Stanley 
General Electric Co. 


INSULATORS, HIGH VOLTAGE 
General Electric Co. 
Johns-Mannville, Inc. 

Stanley, Arthur F. 
Westinghouse Elec. & Mfg. Co. 


INSULATORS, TREE 
Westinghouse Elec. & Mig. Co. 


IRONS, CURLING 
Westinghouse Elec. 


IRONS, SOLDERING 
General Electric Co. 


JOINTS, CABLE 
Dossert & Co. 
Westinghouse Elec. & Mfg. Co. 


JOINTS, FIXTURE INSULATING 
Thomas & Betts Co. 


LAMPS, ARC 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


LAMPS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LAMPS, INCANDESCENT 
Edison Lamp Works 
General Electric Co. 
Johns-Mannville, Inc. 
Hubbell, Inc., Harvey 
National Lamp Works 
Novelty Lamp & Shade Co. 
Westinghouse Lamp Co. 


LAMPS, PHOTO-ENGRAVING 
Genera! Electric Co. 


& Mfg. Co. 
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What there is in a Name! 


The “‘man on the job” calls them “clamps” 
but we 





or “clips,” and sometimes ‘“‘cleats,”’ 


call them— 


Minerallae Cable or Conduit 
Hangers 





Because they are generally identified in this 
way all over this country and in Canada. 


Made of the best grade of spring steel, in 
sever. sizes, % to 2!/, inches, 


Japanned or Galvanized. 


YOUR JOBBER HAS THEM! 


MINERALLAC FLECTRIC COMPANY ~ 
1045 Washington Blvd., Chicago, II. 





To ELECTRICAL CONTRACTORS 
who install Driven Grounds (rods, 
pipes, etc.): 

You may obtain MOST RELIABLE 
GROUNDS with 


"CODPERWELD” 


TRACE MARK REG, U.S. PAT. OFF. 


GROUND RODS 


(The solid steel core is surrounded by a thick layer of 
permanently welded copper) 


THEY DO NOT RUST 

NO FITTINGS REQUIRED 
They come in ONE PIECE, pointed 

—ready for driving 


SE 


They are better for your customer 

They are better for the lighting company 

They are better for you and will be permitted under 
the new National Electrical Code 

Shipment from stock, with or without pigtails. Ad- 


COPPER CLADgeSTEEL COMPANY 


NEW YORK SALES OFFICE: 
30 CHURCH STREET, NEW YORK = 129 S. JEFFERSON ST, CHICAGO 


MAIN OFFICE AND WORKS: BRADDOCKP.O. RANKIN, PA. 


DISTRICT REPRESENTATIVE C. F, INGALLS. SAN FRANCISCO 























The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 


fish it easily. And for the sake of his cus- 


tomer he wants a conduit protected from 


Clifton Conduit 


Enameled or Galvanized, 


is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


Clifton Manufacturing Co. 


BOSTON, 61 Brookside Ave. 30 
NEW YORK, 26 Cortlandt Street 
BUFFALO, 34 Sayre Street 
SAN FRANCISCO, 509 Mission Street 
CHICAGO, 9 So. Clinton Street 


Friction Tape. Splicing Compound. 











A Profit 
Gauge 


puts speed on the job that means 
PS. extra time for more jobs. In esti- 
mating, your knowledge of its time 
saving value helps eliminate the “‘if’’ of profits. 
You can figure close, for you can depend upon 


Pittsburgh Standard to: 





Reach the job ready to 
install ; 

Eliminate reversing coup- 
lings and running dies 
over pipe ends; 

Have threads sharp, true 
and clean; 

Pay you most on every 


job. 





Enameled Metals Co. 


PITTSBURGH, PA. 
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LAMPS, TROUBLE, AUTOMO- 
_ BILE, PORTABLE, HAND 
Connecticut Tel. & Elec. Co. 
Stanley & Patterson. 


LIGHTING ee RES 
Frink, Inc., I 

Guth Co., Edwin F. 

Lake Erie Glass (¢ 

Lightolier Co. 

Novelty Lamp & Shade Co 
Planetlite Co. 

Wakefield Brass Co., F. W. 
Westinghouse Lamp Co. 


LIGHTS, STAGE 
Sprague Electric Works 
Western Electric Co. 
National X-Ray Reflector Co. 


LOCKS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 
LOCKNUTS 
Fralick & Co., S. R. 
LUGS, TERMINAL 
Dossert & Co 
Trumbull Elec. Mig. Co. 
Westinghouse Elec. & Mfg. Co. 
METAL PRODUCTS 
Midwest Metal Prod. C 


MOLDING, METALLIC 
Appleton Electric Co. 
National Metal Molding Co. 


MOTOR GENERATORS 
General Electric Co 
Sprague Elec. Works 
Westinghouse Elec. & Mig. Co. 


MOTORS, POWER 
Emerson Elec. Mig. Co. 
General Electric Co 
Robbins & Myers C 
Sprague Electrie Works 
Western Electric Co. 
Westinghouse Elec. & Mfg. Co. 
OZONIZERS, INDUSTRIAL 
Sprague Electric Works 


PADS, HEATING 
Westinghouse Elec. & Mig. C 


PAINTS AND COMPOUNDS 


Mineralla Ele: Cc 
Standard [ 


Westinghouse Elec. 


PANEL BOARDS 
Adams Electric Co., Frank 
lohns-Mannville, Inc 
Plainville Fle ‘ Products C 
imbull Electric Mfg. C 
Westinghouse El 
PERCOLATORS 
Westinghouse Elk & M ( 


PLANTS, LIGHTIN« 


& Mig. Co. 


( r I ( 

\\ ter } ( 

V & M ( 
PLATES, FLUSH SWITCH 

\ w Elec ( 

I nt Ele ( 

{ ecticut x f 

} & Hege M ( 
Hubbell, Inc., Har 
PLIERS, RUBBER INSULATED 
Rubber I: ted Mer Cy 
PLUGS AND RECEPTACLES 
Arrow Electr { 

Bryant Electric ¢ 

Chicago Fuse Mig. 

General Electr Co. 

Hart & Hegeman Mig. | 


Hart Mig. Co 

H ibbell, Inc., Harvey 
Johns-Mannville, | 
johns-Pratt Co 

National Metal Molding ( 
Pass & Seymour, Inc 
Sprague Electric Works 
Stanley & Pattersor 
Trumbull Electric Co. 
Western Electric C 
Westinghouse Elec. & Mig. Co. 
PLUGS, SPARK 

Western Electric Co 
role LINE H. -_ WARE 
te ‘Metal Mo Iding Ce 
Westinghouse Elec "& Mig. Co 
PORCELAIN, STANDARD 
General Electric Co 
PORCELAIN PRODUCTS 
Pass & Seymour, I: 
Paulding, Inc., | 

Sears, Henry D. 

Trenton Porcelain Co. 


derground Cable Cr 
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PORTABLES 
National X-Ray Reflector Co. 
Novelty Lamp & Shade Co. 


POSTS, LAMP, ORNAMENTAL 
Westinghouse Elec. & Mfg. Co. 
Novelty, Lamp and Shade Co. 


POTS, MELTING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 

PROJECTORS, ELECTRIC 
General Electric Co. 

National X-Ray Reflector Co. 
Western Electric Co. 
& Mig. Co. 


Westinghouse Elec. 
PROTECTORS, LINEMEN’S 
Minerallac Electric Co. 
PROTECTORS, THREAD, CON- 
DUIT 
Enameled Metals Co. 


PROTECTORS 
Connecticut Tel. & Elec. Co. 
Minerallac Electric Co. 
Partrick & Wilkins Co. 
Stanley & Patterson 


RADIATORS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


RADIO APPARATUS 
General Electric Co. 
Hart & Hegeman Mfg. Co. 
Martin-Copeland Co. 
Ostrander & Co., W. R. 
Philadelphia Elec. Co. 
Queens Radio Co. 

Stanley & Patterson 

Trumbull Elec. Mfg. Co 
Westinghouse Elec. & Mfg. Co. 
Zamoiski Co., Jos. M. 


RANGES, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 
REFLECTORS 
National X-Ray Reflector Co. 


REFLECTORS, PORCELAIN, EN- 
AMELED, IRON and STEEL 
Hubbell, Inc., Harvey 
Westinghouse Elec. & Mfg. Co. 


REGUI \TORS, 
E! 


Gener € ri 


VOLTAGE 
Cr 


We ngh use Elec. & Mig. Co. 
RHEOST ATS 

(se! Electric ( 

Ma r, pel i ¢ 

Westingh yuuse Elec. & Mig. Co 
ROSETTES 

Arrow |! ( 

R F] ¢ ( 

General Electric ( 

fart & Hegeman Mig. (¢ 
Hubbell. Inc., Harve, 

National Meta il M dir g Co. 

P & Seymour, ‘ 

I ibull Electri Mis Cc 
SAFETY P AN ELS 

| } & Mé ( 
SCREW DRIVERS, RUBBER 


INSULATED 
Rubbe Insulated Metals ¢ 


SHADES, METALLIC 
Hubbell. Ir Harvey 


Ostrander & Co., W. R. 


SIGNALS, FACTORY AND 
OF FICE 
Stanley & Patterson. 
SIGNS, EXIT 


Sprague Electric Works 
SOCKETS AND RECEPTACLES 


Appleton Electric Co. 
Arrow Electric Co 
General Electric Co. 

Hart & Hegeman Mfg. C 
meng Inc., Harvey 
ohns-Manville, Inc. 

v itional Metal Molding ( 
Detrander & Co., W. R. 
Pass & Seymour, Inc. 
Sears, H. D. 

Stanley & Patterson 
Trumbull Electric Co., Inc. 
Westinghouse Elec. & Mig. Co. 


SOLDERLESS CONNECTORS 


Frankel Connector Co. 


SOLDERING COMPOUNDS 
Westinghouse Elec. & Mig. Co. 


TAPE, 


STARTERS, MOTORS 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


STERILIZERS, WATER, ELEC- 
TRIC 


Sprague Electric Works 
Westinghouse Elec. & Mfg. Co. 


STRAPS AND CLAMPS, CON. 
DUIT 
Fralick & Co., S. R. 


STOVES, DISC 
Westinghouse Elec. & Mfg. Co. 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank 
Baltimore Elec’l Supply Co. 
National Elec’l Supply Co. 
Newark Elec’! Supply Co. 
Ostrander & Co., W. 
Philadelphia Electric Co. 
Roberts Elec. Supply Co., H. C. 
Rumsey Electric Co. 
Southern Electric Co. 
Stanley & Patterson. 
Western Electric Co. 


SWITCHBOARDS, LIGHT AND 
POWER 
Adam Electric Co., Frank 
Bryant Electric Co. 
General Electric Co. 
Johns-Mannville, Inc. 
Plainville Elec’l Products Co. 
Sprague Electric Works 
Trumbull Elec. Mfg. Co., Inc. 
Westinghouse Elec. & Mfg. Co. 
Wurdack Elec. Mfg. Co. 


SWITCH HANDLES, RUBBER 
INSULATED 
Rubber Insulated Metals Co. 


SWITCHES, BABY KNIFE 
Bryant Electric Co. 
General Electric Co. 

Hart & Hegeman Mfg. Co. 
Trumbull Electric Mig. Co. 


SWITCHES, BATTERY 
Hubbell, Inc., Harvey 
Manhattan Elec’l Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, DISCONNECTING 
General Electric Co. 
& Mfg. Co. 


Westinghouse Elec. 
SWITCHES, FIXTURE 
Hubbell, Inc., Harvey 
Pass & Seymour, Inc. 


SWITCHES, KNIFE 
Adam Electric Co., 
General E lectric Co. 
Hart Mfe Oo. 
Trumbull Elec. Mfg. Co 
Westinghouse Elec. & Mig. Co. 


Frank 


SWITCHES, SAFETY 
Adam, Electric Co., 
General Electric Co. 
Johns Pratt Ce 
Mutual Elec & Machine Co. 
Trumbull E lec. Mfg. Co. 
Wcstinghouse El lec. & Mig. Co. 


Frank 


SWITCHES, SNAP 
Connecticut Tel. & Elec. Co. 
General Electric Co 
Hart & Heveman Mig. C 
Hart Mfg. Co 
Hubbell, Inc., Harvey 
National Metal Moiding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SWITCHES, TIME, AUTOMATIC 
General Electric Co 
Mercury Time Switch Co. 


SWITCHES, VOLTMETER 
Adam Electric Co., Frank 
Trumbull Electric "Mig. Co. 
Westinghouse Elec. & Mfg. Co. 

INSULATING 

General Electric Co. 

Tohns-Mannville, Inc 

N. Y. Insulated Wire Co. 


Westinghouse Elec. & Mig. Co. 
TAPS, CURRENT 
Hubbell, Inc., Harvey 


TELEPHONES 


Connecticut Tel. & Elec. Co. 
Stanley & Patterson 
Western Electric Co. 

{ 


TERMINALS, CABL 


E 
Standard U nderground Cable Co. 
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TERMINALS, TELEPHONE 
Standard Underground Cable Co. 
Western Electric Co. 


TERMINALS, UNDERGROUND 
SERVICE 
Dossert & Co. 


TOASTERS 
Westinghouse Elec. & Mfg. Co. 


TOOLS, BORING, ELECTRICIAN’S 
Stanley & Patterson. 


TOOLS, COMMUTATOR TRUING 
General Electric Co. 


TOOLS, PORTABLE, HAND 
General Electric Co. 


TRANSFORMERS 
Connecticut Tel. & Elec. Co. 
General Electric Co. 
Westinghouse Elec. & Mfg. Ce. 


VOLTMETERS 
Norton Elec’l. Instrument Co. 
VULCANIZERS, ELECTRIC 


Westinghouse Elec. & Mig. Co. 


WARMERS, FOOT AND RUG 
Westinghouse Elec. & Mfg. Co. 


WASHERS, CLOTHES 
Western Electric Co. 


WASHERS, DISH 
Western Electric Co. 


WELDING MACHINES, ELEC- 
TRIC 


General Electric Co. , 
Westinghouse Elec. & Mig. Co. 


WIRE, ANNUNCI ATOR AND 
OF FIC 
American Steel & Wire Co. 
General Electric Co 
Standard Undergr ound Cable Co. 


WIRE, ARMORED CABLE 


National Metal Molding Co. 
Sprague Electric Works 


WIRE, AUTOMOBILE 
General Electric Co. 
Indiana Rubber & Ins. Wire Co. 
New York Insulated Wire Co. 
Safety Ins., Wire & Cable Co. 


WIRE, BARE COPVER 


Standard Underground Cable Co. 


WIRE, FUSE 
Appleton Electric Co. 
Chicago Fuse Mfg. Co. 
General Electric Co. 


Westinghouse Elec. & Mig. Co. 


WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
General Electric Co. 

Indiana Rubbér & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Under gro und C able Co. 
Western Electric Co. 


WIRE, MAGNET 
American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Co. 
Standard Underground Cable Co. 
Western Electric Co. 


WIRE, RUBBER COVERED 
A. A. Wire Co. 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Boston Ins. Wire & Cable Co. 
Detroit Insulated Wire Co. 
General Electric Co. 
Indiana Rubber & Ins. Wire Co. 
New York Insulated Wire Co. 
Standard Underground Cable Co. 
Tubular Woven Fabric Co. 
a * Rub ber Co. 
Western Electric Co. 


WIRE, TELEPHONE 
Western Electric Co. 


WIRE, WEATHERPROOF 
American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Co.” 
Western Electric Co. 


WIRELETS 
Steel City Electric Co. 
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Insulated wire and cable for 
every transmission purpose—- 
not made to meet a price, but 
with the idea of rendering maxi- 
mum service to the purchaser 
and of reflecting maximum credit 


to the contractor who uses it. 


Safety Insulated 
Wire and Cable Co. 


114 Liberty Street 
N E W YORK 











PARANITE 


RUBBER COVERED WIRES AND CABLES 
THE STANDARD FOR THIRTY YEARS 





For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 


IF IT’S P AR ANITE IT’S RIGHT 





JONESBORO, INDIANA 


| New York Representatives: 


The Thomas & Betts Co., 
63 Vesey St, New York City 


Chicago Branch: 


Indiana Rubber & Insulated Wire Co. 
210 So. Desplaines St., Chicago 








INDIANA RUBBER & INSULATED WIRE CO. 
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SCAWRRIF 


MONITOR 


D. C. andA. C. 
Vibrating 
Cyclone Bell 


WEATHER PROOF 


Type No. 62 For Direct Current 
Type No. 72 For Alternating Current 


FURNISHED WITH 8-INCH GONG ONLY 


For operation on 250 volts or less Alternat- 
ing and Direct Current. 

Has all terminals and current-carrying parts 
heavily insulated from frame and securely in- 
closed in metal case. For multiple operation 
only. 





Always Give Voltage of Circuit When Ordering. 
WRITE FOR PRICES AND BULLETIN 
Manufactured by 


SCHWARZE ELECTRIC CO. 


ADRIAN, MICHIGAN 




















Mn CE 









UMRNEONNEL: HAE 


UU 





To connect two wires or 
cables at any angle to the 
same stud or bolt use 


This 
Swivel 
Lug 





hive ‘DO! SSERT 


—using the tapered sleeve principle of solderless 
connection. The whole line is described and il- 
lustrated in the Dossert 15th Year Book. 


Ve BOOK 


Dossert & Co 


242 West 4tst Street 
New York, N. Y. 
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THE SUREST SELLING FUSE REDUCER 
IN THE FIELD 


Needed by Every Industrial Plant and 
Contractor 


Take Three Minutes and 
Figure this Out 


How much more profit could 
you make on your next wiring 
job—(or how much lower could 
you bid, if you wanted to) if you 
could cut out 80% of your men’s 
time in making connections? 





You can do this with— 





Our line of Fuse Reducers has been going strong 


ever since we first announced it. It will pay you to go WALGER CONNECTORS 


along with us 
Let us show you the economy of using our Fuse No solder—no blow torch—just a supply of 


nenaNes 0) SaTuED Sep Ralwene, Walger Connectors in their pockets to connect 


fixtures or tap feed wires; a big “{ 


Attractive List Prices 





Number Volt Amp. *List Ea. Carton convenience in cramped places. \ 
FR 263 250 60-30 $0.90 18 
FR 216 =. 250 100-60 1.50 9 

FR 221 250 200-100 2.00 9 Approved by Underwriters for 

FR 663 600 60-30 1.00 9 . d a 

FR 616 609 100-60 1.75 9 No. 12 wire and sma 


Write today for full information 


Ask your jobber 


i—_—<—, 
THE fiance fcrermrca faters CO. for Walgers. 


PLAINVILLE, CONN. 


SWITCH BOARDS—PANEL BOARDS S. H. STOVER & CO., 


Chamber of Commerce Bldg., PITTSBURGH, PA. 












































STANDARD 
Rubber Insulated Wires 


meet every requirement of those 
who desire a high grade, depend- 
able product at, a reasonable 
price. 


The electrical contractor, who 
takes pride in his work and de- 
sires it to endure as a. valuable 
advertisement of his skill, will 
consider these qualities when 


a | | <>WURDACK<@> 


STANDARD Wire is made in a 





teil; | 


ee 














variety of grades and styles of SWITCHBOARDS 
make-up to meet every condi- PANEL BOARDS 
tion of service. STEEL CABINETS c 
Bulletin No. 500 will give com- KNIFE SWITCHES 
plete information. Write our Lear Us 
nearest of fice. FIGURE 
YOUR 
STANDARD UNDERGROUND CABLE Co. REQUIREMENTS. 
New York F Pittsburgh Detroit Settle WM. WURDACK 
For Canada: Standard Underground mene Co., of Canada, ELECTRIC MFG. COMPANY 
Limited, Hamilton, Ont. i ST. LOUIS, MO. 
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“CENTRAL” 


RIGID STEEL 


CONDUIT 


LECTRAGISTS can order this guar- 

anteed conduit with an assurance that 
they are dealing with a concern that has 
a policy that makes and keeps friends. 





This shows a piece of one-half inch “‘Cen- 
tral Black” wound around three inch pipe. 
There is no flattening or buckling of the 
conduit and the enamel has not cracked or 
flaked off under this severe test. 
“Central White’’ 
“Central Black’”’ 


sjaeunaeal galvanized 
alata enameled 


PITTSBURGH, PA. 


CENTRAL TUBE CO. 
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Rubber Insulated 
Wires and Cables 





National Electrical Code Standard 
Intermediate (Red) Thirty Per Ceni 


Wire built 
pervision of experienced engineers, 
skillfully 
tured with one purpose and result. 


under the direct su- 


and honestly manufac- 


Continuous Service 








A-A WIRE CO., Inc. 


FACTORY: NEWARK, N. J 
Seles Offices: 50 East 42nd Street, 
New York City 





















THE NEW WAY 
Patented 







Fast and Cheap. Costs 10c 
plus 5 minutes’ time to in- 
stall box. 





JOBBERS! 


Eventually you will 


article to 
your stock as the contractors will not be without these 


add this staple, fast selling 
time and money saving strips. No doubt many of your 
customers are using them now. Have your salesmen in- 
vestigate and see if this is not true. 

CONTRACTORS AND DEALERS! 
Kruse Strips are made of sheet metal, so they may be cut 
the desired length with your snips. Made 18” long, which 
enables you to cut them and use short pieces, where the 
studdings are close together. A hammer, fdur nails and 
three minutes time is all you need to install a box or a 
gang of them. 






A card will bring a 
sample set, or $1.00 
will bring ten (10) 
sets by prepaid par- 
cel post. 


MIDWEST 
METAL 
PRODUCTS 
THE OLD WAY_ COMPANY 
a oe Munice, Indiana 








[som rome 
IRON SEASON 


IS HERE 
Those Dealers who sell 
HOTPOINT or SIMPLEX |] 
Irons, can do so with 
absolute confidence 


| 
| 
| 
| 
| 
| 
We will be pleased to 





receive orders for your 


lron requirements 





THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPT. 


130-132 South Eleventh Street 





I Philadelphia | 
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If you have no bookkeeper and want to know 
how much money you have; how much you owe; 
how much money is due you; how much stock 
on hand; how much stock you buy; how much 
you sell; how much it costs you to do business; 
how much profit you make; or how much you 
lose; and all other necessary facts regarding 
your business, you should employ the 


New Business Record 


An easy way of keeping your accounts 
without a bookkeeper. Everything about 
it is plain and easily understood. It con- 
sists of only eight forms, and these show 
the money taken in and paid out; the bills 
to be collected and to be paid; the 


general expense, investment and stock. 


There also is binder and memo book. 


Depend on it. It is handy, and always 
ready for you to use; it is reliable and 
accurate; it saves you time, money, and 
worry; it settles disputes and saves 
money for you; it helps you straighten 
out matters with your banker, your job- 
ber, and the tax collector; it is a neces- 
sary factor in your business. 


The New Business Record is for use by the Electragist 
without a bookkeeper. For the larger business that has a 
regular bookkeeper the Standard Accounting System is rec- 
ommended. Both are copyrighted and issued by the 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors and Dealers 


15 West 37th Street, New York City 
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THE MARKET PLACE 


FOR EMPLOYMENT AND BUSINESS OPPORTUNITIES 
{ 


——- RATES: “SSeS SS 
| 














SI 


PROPOSITION WANTED 


Electrical contracting engineer oper 


“HELP!” Situations Wanted, $1.00 per (I 
You may need art work today or tomorrow. fl inch, each insertion. 
Jacob Stein Studio works directly with| ll Help Wanted, Business Proposals [I 
é lac ‘rs O ir ar 4 “ms = . . 
manufacturers on their art problems, Ad-| and For Sale, display iype, 
dress, Jacob Stein Studio, 432 Fourth Ave : , ‘ 
$2.50 per inch, each insertion. ll 


nue, New York City. Telephone: Madison 
(SJoJo—_ll_o_o_—_ 


ating a fairly large business in East 
on industrial lighting and power 
work, substations, ete., is looking for 


rile fe] 





Square 4199. tf-6. 








a real live proposition in partnership 


jor Sale-Gie or cis SA abuts shat | ;, “aie : ; 
lor Sale—Six or eight old style Deihl with a contractor. Strictest investiga 











‘lectrolier Ceiling ans can be bought at} . . : 

a low price. Just what you sia no paca 50 H. P., 3 Pn3 oo with start tion will b made and invited. State 

munity where DC current is being used. | ing compensator, A-1 condition, full particulars of turnover class of 

\write fer further details to Box T, Na-|f Address: Box Y, clo THE ELECTRAGIST, business and prospects. Strictest con 

a 15 West 37th er 15 West 37th Street, New York City. It-8 fidence. Address: Box X, clo Tue 

wlth pel ELECTRAGIST, 15 West 37th Street, 
Wanted—A man experienced in estimat POR SALB—Duc to press of other busi New York City. It-7 





| 
| 
. . . . . | 
ing, closing contracts and supervising in- | 
stallations of large work for an electrical 
| 

| 





ness, will sell interest in, or entire business 



































<r . : ‘ Ce. : a | of largest electrical contractor-dealer in 
ol ag ae 4 fall 3 ins etter fastest growing city of the South. Address: 
rer past a ‘CE a mn Rg specs, Bex Z, clo THE ELECTRAGIST, 15 West |) WANTED 
AACATeSS : IOX : << we CIO E ELECTRA m P 
: : , h Street, New York City. 1t-8 , 
cist, 15 West 37th Street, New York a Sires ad An electrical ma . wi ith $15,000 to take 
~ ie 3 eS ol an clectrica ontt t ad sup- 
City. It.-3 | ply business in an les ba es see be a 
= Chicago. City of 75,000 with 200,000 th 
e } WANTED radius of twenty miles. $25,000 in ial ns 
Will Represent—Responsible elec- . Piper i ae ee hand. Investment will buy one-half in 
: : * . Man to assume full charge of contracting uy one-half inter 
trical dealer in New York City 1s department for a progressive, growing con- est Re managing control with no othe 
open to represent manufacturers of cern doing both a contracting eet — png A conta oa ae part, ' wckh old- 
cos F ‘ S andising business. Present sales $350, S are business anc protessi mal men of 
electrical tools and appliances. Only — ge oe ‘queuing ability and charac- city, also oldest and largest concern in the 
high grade lines will be considered. ter, right man can secure a_ reasonable territory. Will stand closest. investiga 
Address: G. L., clo THE ELEC- amount of stock of desired. Address: tion. Act at once! 
TRAGIST ; 5 West 37th Street, BURKE ELECTRIC ; oo. ’ Address: Box A, clo THE ELECTRAGIST, 
New York City. 2t-8 ||] 4827 Delmar Avenue, St. Louis, Missouri. 15 West 37th Street, New York City. 1t-8 
*.@ 
Surplus Electrical Material in Good Saleable Condition 
Electrical or Radio 
SWITCHES Converted into Quick—Immediate—Cash 
1500 pieces Cat. No. 2773 Type C. Knife Switch—60 Amp. 2 Poles 250 Volts; § 72 Each No stocks too large or small. 
N. E. C. Fused - — 2 on en nn enna nnn nnn nnn =: “e+ . Wri ire *~hone or C 
650 pieces Cat. No. 2774 Type C Knife Switch—100 Amp. 2 Poles 250 Volts; $1.17 Each | State in full detail, the lame pal mie of each 
N. FE. C. Fused -- rE. SE ay er ay anime 95 er ange : | item and lowest prices. sccent hi 
50 pieces Cz . 27 C Knife Switch-—200 Amp. 2 Poles 250 Volts; . I acceptable, 
450 pieces Cat. No, AD ag Knife Switch 1 $2.25 Each . THE R-C OUTLET | 
These are manufactured by Trumbull Vanderpool Electric Manufacturing Company, and Executive Offices: 303 Fourth Ave., N. Y. City 


Phone: ilar 0: G : g 
are packed in original cartons and cases. Ashland 1109; Gramercy 1585, 


WIRE 


100,000 feet No. 8 B. & S. “Ideal” Slow Burning Wire—N. E. C. Standard. 








Packed in sofia of 250 feet each, eight rolls to the case. ——— POSITION WANTED 
tured by the Phillips Insulated Wire Company of awtucket, 
. a ‘ - . $15.75 per 100 Ibs. By an Electrician \n active mun. mod 
FUSE PLUGS ern installations pipe BX, metal molding, 
. . " = motors, switchboards, telephones, _ bells. 
200,000 3 Ampere Fuse Plugs, made by Bryant Electric Mfg. Co. Packed 50 : 
de carton, 50 c: rtons to the case $14.00 per 1000 plugs Can handle men t ulvantage, lay out 
150,000 6 Ampere Fuse Plugs, made by Union Electric Mig. "Company. Packed work and do the work himself. Best refer 
50 to the carton, 00 c¢ Me to the case........- ee oe $13. 00 per 1000 plugs 


ences, Member I. B. E. W., Local No. 3. 
DOOR FLUSH RECEPTACLES 


: L. G. FRANK, 9 4 i 
3750 pieces Cat. No. 430 Bryant Disappearing Door Flush Receptacles, manu- Gum S. G, oan oe Se 


factured by Bryant Electric Co. of Bridgeport, Conn.__- $ .30 Each Avenue, New York City. It-8 
1500 pieces Cat. No. 494 Plug for Bryant Disappearing Door Flush ‘Re cept: acle 
(National Elec. Code Standard), Bryant Electric Mfg. Co.-- ...--$ .35 Each 








UNILETS . 
1500 Cat. No. 23120 Enameled Unilets, size %4” x 1%”, made by Appleton Electric Flashlights For Sale 


Company, and packed in individual cartons, 25 cz ~~ to ie Ce case $ .60 Each 
1300 Cat. No. 6632 Switch Unilets, size %”, made by Appleton Electric Company, . a 
and packed 5 in a carton, 13 cartons to the case.------------- .-$ .38 Each 65 30 pieces Ever Ready Daylo 
Flashlights, Fibre shells with 
BRACKETS ee gy th b 
51,000 Goose Neck Cast Iron Wall Brackets. Packed 300 to a case at_-----$5-00 per hundred azaa Sips, without at- 
No orders accepted for less than 300 Brackets. tery, size 8 inches long by ] Vp 
REFLECTORS inches wide, 
32,000 8” Flat Cone Steel Reflector Shades; white inside, green outside. Packed e 
oe Zen = ‘ . —£rP $35.00 per hundred 
No orders accepted for less than case lots. ea 
- of the — merchandise is guaranteed to be in good saleable condition. Prices Batteries for same in lots of 
110 rE are on case lots. 
ERMS—2% ten days—net thirty days, F.0O.B. Port of New York. 500 ____ $25.00 per hundred 





We reserve the right to fill orders as and when received and to reject all orders when 
stocks have been exhausted. 


i Address: Box S, co National Electrag- 
Address: S. H., Room 602, 15 West 37th Street, New York City 


ist, 15 W. 37th St., New York City. 
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PENN 
SAFETY PANELS 


Write for Bulletin PS-25 
NEW FEATURES 
LATEST DEVELOPMENTS 


PENN ELEC’L & MFG. CO. 


Main Office and Works 
IRWIN, PA. 


PHILADELPHIA OFFICE 
439 REAL ESTATE 
TRUST BLDG. 
PHILA, PA. 
BALTIMORE OFFICE 
113 E. FRANKLIN ST. 
BALTIMORE, MD. 























A MARK OF QUALITY 
Buy Conduit Fittings by this 
mark. They are better than 


others and cost no more. 


S. R. FRALICK & COMPANY 


15 SOUTH CLINTON STREET CHICAGO 





































DECORATIVE LIGHTING 


For the general illumination of hotels, 
theatres, apartment houses, churches and liv- 
ing rooms of homes, we specially recommend 
our Alabaster, Deep Ivory, Pale lvory, Golden 
Amber, Brick Amber, Straw Amber, Flesh, 
Old Rose, and Coral. 


THE LAKE ERIE GLASS COMPANY 


Cleveland, Ohio 


Specializing in Distinctive & Original Lighting Effects 

Specify “Spramel Finish” if you are interested in 
quality. The use of color is an art to which we de- 
vote our entire attention. 











ATLANTIC 


Insulated Wires 

Atlantic Insulation is notable 
for its dependability and maxi- 
mum service. 
DOLPHIN, Code; TRITON, 
Intermediate Grade 25% Para; 
and NEPTUNE, 30% Para; are three widely known 
and extensively used Atlantic Wires. 

If you want to build or hold a reputation for quality 
work, see that “Atlantic” goes in the job. 





Price lists and discounts upon request. 


ATLANTIC Insulated Wire & Cable COMPANY 
STAMFORD, CONN. 































mericore 


RUBBER-COVERED 


Wire, 


for interior wiring 
All sizes and voltages. 


Thoroughly reliable. Safe. 
Underwriters’ inspection and endorsement 


Illustrated catalogue—free. 


American Steel & Wire 


CHICAGO Company 






































AGER’S 


Trade Mark Registered 


SOLDERING fee 
SALTS |e 


Buy it of your Jobber in 44 lb., 1 Ib., 

and 5 Ib. Blue and White Enameled 
Cans. Write for prices. 

ALEX R. BENSON CO., Inc. 
HUDSON, N. Y. 








SUPERIOR 
CONDUITS 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 





Seattle 


Toronto 


Boston Los Angeles 


Chicago San Francisco 














For list of distributors see McRea’s 1923 Blue Book. 





| 





You SHOULD Use 
Universal Estimate 


Sheets 


THEY SIMPLIFY 
YOUR ESTIMATING 


ASSOCIATION OF ELEGTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors 


and Dealers. 
15 WEST 37TH STREET, NEW YORK CITY 
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NEEDLE 


annuxcatorss | Anmunciators and Flectrical 





Hotel, House, Car 
Marine, Eijevator House Goods 
A ‘ 
tomatic Self-Restoring Manufactured by 
| | tndividoat Set-Back PARTRICK & WILKINS CO. 
Return Call Systems . 
Telephone Systems ee 


Fire Alarm Systems 








ee 51 N. Seventh Street, Philadelphia 
ospital Systems 

Agariment House 1 Our Annunciators and House Goods in Stock 
| Etc., Ete. and for Sale by Dealers Everywhere 

















We beg to announce that we are NOW in a position to supply 
ENAMELED MAGNET WIRE 


of the highest grade in sizes ranging from No. 7 to No. 38 B. & S. Ga. 
We would appreciate a trial order. 





We also manufacture Weatherproof, Slow Burning, Annunciator, Office and Magnet Wires and Cables 
and Stranded Antenna Wire 


ACME, EUREKA, AND WIZARD IRON AND WOOD BOX BELLS AND BUZZERS 
Annunciators and Push Buttons “Daisy"’ Floor Treads 








The Ansonia Electrical Company, Ansonia, Conn., U. S. A. 

















Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


SYRACUSE, N. Y. PHILADELPHIA, PA. 
Cor. W. Water and N. Franklin Streets. AN 1101-5 Race Street 
WASHINGTON, D. C. GEERD BALTIMORE, MD. 


806 Twelfth Street, N. W. 16 South Howard Street 


ELECTRICAL SUPPLIES RADIO AUTOMOTIVE EQUIPMENT 


‘DETROIT 


RUBBER COVERED 











| Comonwealth Edison Company, 


Repair Shops 





Telephone Randolph 1280 
WwW ‘ RE S 38 North Market Street, 
: Chicago [ 
Rubber Insulated WiresandCables || 4 Dynamos. Motors. Transformers. & 
FOR EVERY ELECTRICAL PURPOSE : ; Arc Lamps and Appliances g ne 
DETROIT INSULATED WIRE CO. 


P High grade machine work of all kinds @] 


DETROIT, MICH. : ~ ¥ Correspondence Solicited- 
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“Buy Electrical Supplies from Electrical Supply Jobbers”’ 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical Supply 


Jobbers in various Sec tions invite Your Patronage 











SOUTHERN ELECTRIC CO. 


Distributing Jobbers 


Electrical and Radio Supplies 
Richmond BALTIMORE Norfolk 


Distributors for General Electric Company. Radio Corporation 


of America, and other large and reputable manufacturers. 


JOBBERS! 


Over 250 jobbers are now selling Kruse Switch Box 
Supporting Strips and Lath Holders. Why? Because 
a large number of contractors and dealers have be- 
come wise to the fact that they can save a lot of time 
and money by their use and they are taking advan- 
tage of it. 

Send $1.00 for 10 sets to be delivered by prepaid 


parcel post 


MIDWEST METAL PRODUCTS COMPANY 


Muncie, Indiana. 








VER Forty Years of Constant Obse-:- 
Q vation and Study of Your Require- 
ments in Electrical Supplies. 
National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
132830 New York Ave., Washington, D. C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 


QUALITY! SERVICE! 


Insulated Wire and Cable for every trans- 
mission purpose—not made to meet a 
price, but with the idea of rendering maxi- 
mum service to the purchaser and of re- 
flecting maximum credit to the contractor 
who uses it. 
SAFETY INSULATED WIRE & CABLE CO. 

114 Liberty Street, New York City 














For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 


SUBSCRIBE FOR THIS MAGAZINE TO- 
DAY AND RECEIVE THE REPORTS . 
OF ASSOCIATION ACTIVITIES 
IN EVERY ISSUE 


Published Monthly. 
NATIONAL ELECTRAGIST 


$2.00 a Year. 


15 West 37th Street, New York City 




















LARGE STOCK PROMPT SHIPMENT 


Oldest and Largest Electrical 
Supply Jobbers in New Jersey 


Newark Electrical Supply Co. 
“The House of Quick Service” 


223 Market Street Newark, N. J. 


RELIABLE dealers everywhere carry our 
annunciators and electrical house goods 


It will pay you to handle our line. 


PARTRICK & WILKINS CO., 
51 North Seventh St., 
Philadelphia, Pa. 














Our aim is to distribute only Quality Electric 


Products and we are always ready to serve 


' your requirements. 


THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPARTMENT 
130-132 So. Eleverth St., Philadelphia, Pa. 








Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 

HIGHEST GRADE OF ELECTRICAL 


MATERIALS 
Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 
of Electrical Contractor-Dealers. 








NOVELTY OUTDOOR LIGHTING EQUIPMENT 


—F or— 


Theatres, churches, office buildings, public 
buildings, apartments. 


Write for Bulletin No. 40. 


our new designs. 


NOVELTY LAMP & SHADE COMPANY 
Department B 
2488 EAST 22nd ST... CLEVELAND, OHIO 


It will show you 










A complete line of 
m™. Adjustable Electric 
Brackets, Portables and Metal Shades 

VERDELITE PORTABLES 
Catalog No. 27. 

Prompt shipments from a complete 
stock of Original, Artistic and Economi- 
cal Fixture Trimmings, Gas Electric and 
Combination Brass Fittings, Stampings, Spinnings, Cast- 


ings and Parts for Fixture Manufacturers and Dealers. 
Catalog No. 26. 


FARIES MANUFACTURING COMPANY 


DECATUR, ILLINOIS 





There are hundreds of opportunities for the 
installation of Beardslee lighting fixtures in pri- 
vate houses, apartment houses, offices, banks, 
factories, hospitals, schools and other institu- 
tions right in your own city. 

WRITE FOR CATALOGS AND SALES HELPS. 


Beardslee Chandelier Mfg. Co. 
231 So. Jefferson Street, Chicago, Ill. 











Intelligent supervision and infinite care give 


us confidence to say of Hygrade: 


“YOU CANNOT BUY A BETTER LAMP.” 


HYGRADE LAMP CO. 


General Office and Factory, 


SALEM, MASSACHUSETTS 


We would like to show you how easy it 
is to get the profits from the industrial 
lighting field and how easy it is to keep 
them coming your way. Write our near- 


est district office or direct. 


WESTINGHOUSE ELECTRIC & MFG. CO. 


GEORGE CUTTER WORKS, SOUTH BEND, IND. 














EVERY TYPE AND STYLE 
OF LIGHTING FIXTURE 


In addition to standard types, each a leader in its 
field, we are prepared to make any style or design of 
fixture that may be desired to meet any special or 
decorative 1equirement and our designing and en- 
gineering departments are at your service at any time 
and without obligation—for such special work. 

Descriptive booklets showing the complete standard 








line will be gladly sent upon request. 
THE EDWIN F. GUTH COMPANY 
St. Louis, Mo. 


Shapiro & Aronson, Inc. 


Lighting Fixture Manufacturers 


Build your business with S. & A. 

Standardized Lighting Fixtures in 

Standardized Finishes. They com- 

ae bine the “made-to-order” look 

DESIGN PATENT with prices rivaling those offered 

on ordinary “ready-made” fixtures. 
20 Warren Street, 





New York City 








MORE SALES 


——IF YOU SPECIFY—— 


X-Ray Reflectors 


——FOR—— 


Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 


NEW YORK SAN FRANCISCO 











You SHOULD Use 
Universal Estimate Sheets 


They Simplify Your Estimating 
SUPPLIED BY 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors 
and Dealers. 


15 West 37th Street, New York 








I. P. FRINK 


Incorporated 


REFLECTORS 


DESIGNERS AND MANUFACTURERS OF 
SCIENTIFIC AND ARTISTIC LIGHTING SPECIALTIES 
24th Street and 10th Avenue, New York, N. Y. 

Chicago, IIL, San Francisco, Cal., Philadelphia, Paz., 
Monadnock Bldg. 77 O'Farrell St. Franklin Trust Bldg. 
Boston, Mass., Cleveland, Ohio, Cincinnati, Ohio. 
161 Summer St. 336 The Arcade 17 Greenwood Bldg. 
Detroit, Mich., Seattle, Wash., Louisville, Ky. 

325 State St. 609 Seaboard Bldg. 415 W. Main St. 
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A LINE FOR EVERY REQUIREMENT 


Our 48 Houses offer a full line of lighting 
units of representative types capable of meet- 
ing practically every requirement. 


The lines offered include 
X-Ray—Show Window and Show Case Light- 
ing. 
(A) Davis—Floodlighting 
(B) Benjamin—Industrial Lighting 
(C) “99” Unit—Direct Lighting Enclosing 
Units 
(D) Brascolite—Semi-direct—Semi-enclosing 
Unit 
(E) _“77”—Duplex—Semi-indirect Unit 
These units are illustrated in our complete 
Lighting Manual, which is offered you with- 
out cost. The Manual also gives complete 
engineering and architectural data which will 
help you analyze your requirements and make 
the most suitable selection. 













for your copy of this 
Lighting Manual. 















A 
NATIONAL 


‘inns’ Western Electric | 
Company 


| OFFICES IN ALL PRINCIPAL CITIES yi 





























A Bigger, 
Better, 








The Guth hall mark, identifying 


THE ELECTRAGIST Vol. 22, No. 10 





Stronger 
Organization 


TYPE AF 











To serve your lighting 
equipment needs 


each product of the Edwin F. Guth 


Company, stands for the highest , , ‘ , ‘ ‘ ‘ 
integrity of quality and work- With our interests united in one great institution 
manship. 


under combined management—with greater buy- 
ing power and greater concentration of effort, in 
both manufacturing and selling—we are now bet- 
ter able than ever before to serve our great host 
of customers. 


The Guth standard line of lighting equipment in- 
cludes types and styles to meet every lighting need. 
Each unit is manufactured complete in our own 
plant and bears the identifying hall mark of Guth 


Quality. 


Our new Catalogue No. 10, showing our complete 
standard line, is now ready for distribution. Let 
us send you a copy with our Dealer’s profit-making 
sales plan. 


She Fi DWIN FE. Guin COMPANY 


DESIGNERS -ENGINEERS-MANUFACTURERS 
e + o 
Lighting Equipment 
ST. LOUIS. US.A. 
Formerly the St. Louis Brass Mfg. Co. and the Brascolite Company 


BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit Los Angeles 
Minneapolis New Orleans New York Omaha Philadelphia Seattle 
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THERE ARE NOW 12 POINTS OF SUPERIORITY IN THE 
WAKEFIELD 


Red SpotHanger 


A special socket permits the “Red Spot’’ Hanger 

to be quickly wired without disassembling the 
socket from the hanger—thus saving considerable 
time. When you save your workman's time, you 
















This “Red Spot” 


Hanger has been save your own money. 


Tc Bagge There are many other money-making reasons why 
the most discrim- . you should install “Red Spots’. Why not pocket 
inating installers of ° . . ° 

commercial light- bigger profits on commercial lighting work? Others 
You Pam ag are doing it. You can. 

or make a hanger a 


‘Red Spots’ are wired and hung quickly—that 
means profit to you. They hang right and look 
right—that means satisfied customers. When a 
pleased customer pays you big profit you're sitting 
pretty. 


as good for equal 
money. 
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#4 The F. W. Wakefield 


Vermilion, Ohio. 
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fe _POST LANTERNS 


THAT ARE DURABLE, 
WELL MADE, AND OF 
BEAUTIFUL DESIGN. 


YOUR CUSTOMERS 
WILL ENTHUSE OVER 
THESE LANTERNS. 


We are specialists in 
Outdoor Lighting Equip- 
ment. Post Lanterns are 
just one of the various 
kinds of Equipment that 
we make. Our latest Bul- 
letin, No. 40, shows many 
of our newest designs. 
Send for it. 






Remember that we will 
be glad to help you solve 
any outdoor illuminating 
problems with which you 
may be confronted. 


NOVELTY LAMP & SHADE CO. 


Department B 


2488 E. 22nd Street Cleveland, Ohio 





y . oO 7 Yctagon 
No. 68-—Post Lantern No. 22/7—-Octago 


EEE EEE, ee EU 


























P&S 
Short Back 


Canopy Switches 




















P&S 3303 


For 14” Metal 


P&S 3302 


For ;;” Metal 



























P&S 3301 


For 14” Metal 





P&S 3300 


For ;;” Mctal 





Canopy Switches are the logical control for the Popular Candle Fixtures shown in the 
Better Studios. 
Rotary make~and-break Movement is simple, strong, smooth and snappy. Rating: 3 Amperes—125 Volts. 


Switch will not become loose. The Sleeve-nut locks the body firmly in place — Button and Sleeve- 
Nut are easy to refinish. 


Wires are anchored to interior and protected — the insulation enters the body and will not crack or 
break. Shallow Back — 3% inch deep. 


The Better Jobbers carry P & S Canopy Switches 


Three-color Folder just off the press — 
Ask for Form 1430 


‘Dass & Seymour, Inc. Solvay, N. U. 
































